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Sesh Cord... NEW pelyethylene "handy bog 
package. A quality cord priced to sel| in vol- 
ume. 1200 and 2400 ft. coils packed in pro 
fective dispensing display box. 


Nylen Masen's Line... 100% NYLON; 
twisted or braided. Excellent for Mason's Line, 
Chalk Line, Piumb Line, Pull Cord, Brepery 
Cord. 100 ft. spools in display bex. Many 
other put-ups. 


























Chalk Line Top quelity, display pockoged Snap Sacks*... These SNAP SACKS* are 
Mason's Line, Layout Line, Furring out Line, made from heavy gauge polyethylene with 
Tile- Setting, etc. A staple, year ‘round seller an elastic ‘Help Yourself’’ top. Mason's Line, 
Butcher's Twine, Chotk Line, Wrapping Twine, 
Jute, India. 
I~ 





Braided Mason's Line...A good all year 
"round seller. Extra strong, non-kinking, non- 
raveling. Mason's Line, Chalk Line, Awning 
Cord, etc. 




















Drapery Cord A superior cord especially 
designed for hard wear ond long life. Handy 
50 ft. colls cellophane wrapped. Also in coils 
or tubes 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 

















the money you 


WHEN YOU SELL 
KWIKSET'S "400" LINE 


THE CUSTOMER 
SATISFACTION YOU GIVE 


THE VOLUME OF 
BUSINESS YOU DO 


GREATER PROFITS 

WHEN YOU BUY KWIKSET'S 
"400" LINE OF 
UNCONDITIONALLY GUARANTEED 
LOCKSETS 


need we 








400 LINE 


THE QUALITY LOCK FOR BUDGET BUILDING 









help your builder customers 


TRIPLE the sales appeal of 
their homes with this 








| FOR |A MIXER 
| 


CATALOG NO. 
M-15 


ON ee 


FOR A TYPEWRITER 


This Washingtone Line “swing-up” hardware : 
is designed specificaily to swing a small appliance 
storage shelf up out of the cabinet and lock it 
securely at a convenient working height. 
Adjustable spring tension accommodates varying 
shelf weights. A single trigger release is located 
in front and center of shelf. 


FOR A SEWING MACHINE 





A dealer display is available to demonstrate 
and sell the M-15 Mixer Shelf Hardware. 





ee WASHINGTON, LINE 


hf Fon FOR MORE INFORMATION, ASK YOUR JOBBER, OR WRITE TO: 
W WASHINGTON STEEL PRODUCTS, INC., DEPT. AL-12, TACOMA 2, WASHINGTON 
7 
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1956 Industry Forecast 


A Challenge to the Industry 


Why better home planning centers are important to 
capitalize on Operation Home Improvement. 


What Dealers Expect in 1956 


Fewer home starts, but more remodeling and com 
mercial business will make it another good year. 


1956 Biggest Building Year in History 


Home improvement field offers dealers single largest 
market in another boom construction year. 


Remodeling Will Set Record in '56 


Even the U. S. Chamber of Commerce will publicize 
slogan "Fifty-six is the Year to Fix." 


No Building Mechanic Shortage in "56 


Ample supply of building mechanics probable in most 
areas; wage rates expected to continue upward trend. 


New Homes Outlook Optimistic 


See continued trend toward more bedrooms, base 
ments, floor space in new homes. 


New Developments in Farm Buildings 


Acricultural expert describes buildings farmers need, 
and what dealers can do to meet these needs. 


Will Double Lu-Re-Co Output 


Dealers to step up production of Lu-Re-Co homes to 
aggressively combat prefab competition. 


Prefabbers Aim for 90°/, of New Home Market 


Anticipate sale of more and higher priced prefab 
homes, as well as prefab schools and churches. 


Product Forecast 


Expanded production in ayosum, cement should boost 
supplies; glass may ease later in year. 
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AMERICAN LUMBERMAN and Building Products Merchandiser i, 
published every other Monday at 139 N. Clark St., Chicago 2, Ill. Other 


ee Vance Publications are HOME Maintenance & Improvement, FOOD 
PACKER and WOOD & WOOD PRODUCTS. 














COUNT ON THESE LOGS 





Ont prime logs go into a Rosboro 


“cold deck.” Consequently, Rosboro remains 












a dependable source of high quality lumber 


products the year ’round. 


Rosboro service— wide assortments, fast de- 
livery —is the same in January as it is in July. 
Use Rosboro’s FLEXIBLE INVENTORY 
SERVICE of top-notch kiln-dried, old-growth 
Douglas fir and West Coast hemlock. 


Incidentally... 
WE DO NOT SELL OUR 
“paacans”...chey make our 
fine lumber assortments 
possible. 


Write for price list and 16-page illustrated booklet 
"This is Rosboro"’ 


DOUGLAS FIR AND WEST COAST HEMLOCK 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Resilient floor tile makers foresee a banner year. 


Peering into 1956, resilient floor tile manufacturers foresee a market of 
1.21 billion feet—surpassing the 1955 mark of 1.1 billion feet by 10%. 
Increased acceptance of asphalt, rubber and vinyl tile in all types of new con- 
struction and a growing home improvement market have increased sales. Since 
1950, in years when new construction dipped, resilient floor tile has gained 
Steadily. There are no shortages in sight as manufacturers have kept pace 
with expanding sales by enlarging production facilities. 











New loan program getting up steam. 


A program to channel homebuilding funds into tight-money areas is now 
getting into high gear. Authorized under the 1954 Housing Act, it's designed 
to encourage outside lenders to come in with funds where local lending agencies 
have been forced to turn applicants down. 

Though critics said it wouldn't work, already 2,000 loans totaling 


$15 million have been approved by last October. This is about 40% of the 
applications received. 


The program doesn't aim to get loans for people with poor credit ratings, 
only those who are eligible for VA and FHA loans but can't get mortgage money 


locally. Forms are available from Voluntary Home Credit Program, Housing and 
Home Finance Agency, Washington 25, D.C. 











NAHB show to help small builder. 


Emphasis at the 1956 NAHB exposition will be on helping the small builder. 
Geared to show him how to shave building costs without sacrificing quality, 
the show will demonstrate building with prebuilt panels, new flooring applica- 
tion techniques and introduce the latest in building products. 





Farm outlook gloomy. 


Farmers continue to be the forgotten men of the boom. Farm outlook is for 
lower prices in 1956. Only hopeful note is they aren't expected to drop much 
lower than they are now. Farm costs are expected to stay high and income is 
expected to drop. While the fight over farm policy boils in Washington, the 
farmer will be looking for ideas to improve his farm buildings esonomically. 





NRLDA backs repeat of Home Improvement Month. 


With thousands of building materials dealers reporting September store 
traffic up as much as 40% and sales increases of 20% as a result of the 
Home Improvement Month promotion, NRLDA and Popular Science magazine are plan- 
ning a similar promotion next year. This should tie in nicely with Operation 
Home Improvement and ACTION promotion. 








New grade names coming. 


Within a few weeks the West Coast Lumbermen's Association will announce 
new grading rules and substitution of grade names for numbers. Grading changes 
will be minor, but substitution of names for numbers will simplify the 
merchandising of lumber to home handymen. 





(continued on next page) 
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PLUS FEATURES 
1 


. Flooring is automatically 
drawn up tight 
2. Cuts nailing time up 
to 60% 
3. Eliminates time 
consuming hand 
setting 
. No more nail waste 
. Instantly reloaded mag- 
azine holds 100 power- 
cleats 
. Will not rust, clog or jam 
. Designed and built for 
long, dependable service 
. POWERNAIL floor nailer 
is guaranteed 


POSITIVE 


HOLDING POWER 





The New POWERNAIL Model No. 
145 and mallet DRIVES AND SETS 
a 2” Powercleat into hardwood 
T&G flooring IN ONE FAST BLOW! 
Each cleat is driven straight and 
at the correct angle without split- 
ting the flooring, assuring POSI- 
TIVE HOLDING POWER! 


OWERNAIL COMPANY 
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Two Points of View 





NEWS 





Administration Easing Housing Loans 
Despite New Federal Reserve Curbs 


While one group puts the screws 
on credit, others are plowing ahead 
with plans to loosen up. 

This split involves the Federal 
Reserve Board, which holds a rein 
on the total supply of lending 
money, and government agencies 
that have a hand in housing credit. 

The Reserve Board — which 
prides itself on independence from 
the federal administration — has 
just hiked the interest rate member 
banks must pay to borrow from it. 
This boost is aimed at discouraging 
banks from stocking up on lending 
funds. 

On the other hand, housing agen- 
cies have already begun to back 
away from last summer’s mortgage 
lending curbs, which some experts 
say has put the brakes on home 
construction. Several agencies are 
laying the groundwork for further 
easing of credit restrictions in 
1956. 

One of the most significant steps 
in this direction will be an anounce- 
ment some time this month by the 
Federal Home Loan Bank System— 
the credit reservoir of 4,300 mort- 
gage lending, savings and loan 
agencies. The heads of 11 regional 


banks met late last month to work 
out final details of procedures to 
take some of the brakes off credit 
restrictions. Public disclosure is 
expected this month. 

This easing off will affect one of 
the country’s fastest growing sourc- 
es of mortgage funds. By loosening 
up, the Home Loan Bank Board will 
be doing an about face. 

Last September, the board de- 
creed that member associations 
could no longer borrow from the 
system to expand future mortgage 
lending volume. This confined mem- 
bers solely to their own savings 
capital for the first time since the 
system’s credit lines were set up 
early in the 1930's. 

Set against the backdrop of the 
Federal Reserve’s new tightening 
up action, and the administration’s 
plans to ease housing credit restric- 
tions make it clear there’s a schism 
in Washington on the credit score. 

This split thinking apparently ex- 
tends somewhat further too. By 
boosting its interest rate the fourth 
time this year, the Federal Reserve 
clearly showed its concern over in- 
flationary pressures in the nation’s 
economy. 


1956 NAHB Show Aims to Aid Small Builder 


To acquaint the nation’s home 
builders with latest construction 
techniques, improved selling and 
management methods and new ma- 
terials and equipment is the goal 
of the National Association of 
Home Builders annual convention 
and exposition in Chicago January 
22-26. 

Highlighting the program will 
be a series of special clinics and 
discussion groups which will cover 
topics of interest to the small 
volume builder. 

Convention meetings will be held 
in the Conrad Hilton and Sherman 
hotels and the Chicago Coliseum. 
Some 450 manufacturers and serv- 
ice organizations have taken space 
in the show. 

Keynote address of the opening 
session will be delivered by Charles 
Kettering of General Motors Corp. 

A practical demonstration of 
building methods will be featured 
at a “How to Do It Circus”. Tilt-up 
walls, with window and door frames 
in place, and other preassembled 
parts will be used to construct the 


shell of a house in two hours. At 
the second session, plumbing and 
air conditioning will be installed. 
At a third session, builders will see 
other demonstrations of improved 
building methods, at the Coliseum. 


In addition to thousands of home 
builders, the NAHB looks for a 
heavy turnout of building mate- 
rials dealers, distributors, archi- 
tects, engineers and other persons 
interested in the building industry. 
The NAHB exposition provides a 
once-a-year opportunity to look over 
the entire building materials field 
in five days. 


Persons who are not NAHB 
members and wish to attend should 
write to convention headquarters, 
National Association of Home 
Builders, 111 W. Jackson blvd., 
Chicago 4, for advance registration. 
Requests for hotel reservations 
must be accompanied by the ad- 
vance registration fee ($15 for men, 
$10 for women). All persons con- 
nected with the home building in- 
dustry are eligible to attend. 
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Modern plant, and eauipment like this 9-ff. Band Big Side. and careful kiln drying add up to Camino Quality 


FOR HALF A CENTURY THE HOME OF 


CAMINO QUALITY PRODUCTS 


Tree Farm . . To our many friends throughout the trade 


eae oa . ' 
The stately Sugar Pine of El Dorado county Michigan ad California extend cordial 
—called the King of Pines—wos noteworthy 

over a century ago. John Charles Fremont 5 

in exploring the vast timberlands now the good wishes for a Merry Christmas 
Michigan-California Tree Farm wrote in his 

records of Feb. 25, 1844——"The forest was 

imposing today in the magnificence of its e _ . 

trees. Some of the Pines, bearing large and da Prosperous New Year 
cones, were over 10 feet in diameter.” 
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NEWS 





NLMA Board Elects 1956 Officials; 
Plans More Technical Manuals 


Directors of the National Lumber Manufacturers 
Association at their annual meeting in Washington, 
D. C., last month elected Lawrence D. Kellog, Alex 
andria, La., as NLMA president for 1956. 


Kellog, president of the L. D. Kellog Lumber Co., 
succeeds Judd Greenman, Veronia, Ore., who was 
named NLMA board chairman. Greenman recently 
retired as general manager of the Vernonia Div. of 
Long-Bell Lumber Co. 





Walter M. Leuthold, president, Deer Park Pine 
industries, Deer Park, Wash., was elected first vice- 


president. OFFICERS ELECTED at the 1955 annual meeting of the 
. ‘ : ; . National Lumber Manufacturers Association are, left to 
; Elected regional _— presidents of _NLMA for right, Leo V. Bodine, executive vice-president; Henry Bahr 
1956 were: A. L. Helmer, president, Western Pine secretary; Judd Greenman, board chairman; Lawrence D 
Association; N. B. Giustina, president, West Coast Kellogg, president; Walter M. Leuthold, first vice-president, 
Lumbermen’s Association; Arthur Temple, Jr., presi- and ames R. Bemis, policy committee chairman. 
dent, Southern Pine Association, 

and Henry W. Jones, vice-president, - 

Southern Hardwood Producers, Inc 

recommended framing con- and architects. 


struction details for carpen- In another action, the lumber- 
ters and building foremen. men voted funds to continue the 


Climaxing the three-day con- 
clave, the NLMA directors voted 
funds to expand the association's 


technical assistance to builders, Preparation and publication NLMA annual education bs. ts 

architects and engineers. The of additional data on the cost which provides $500 scholarships 

octhask Gaiiesinil- of wood construction com- each year to four outstanding for- 
pared with other building estry school students. 

Preparation of a manual on methods for use by engineers (News continued on page 12) 


Worth Selling! Worth Talking About! 
ARMSTRONG Sealing Compounds 


Quick turnover—that is what you want in a line of specialties. And quick turn- 
over you can have with ARMSTRONG Sealing Compounds, because these products 
are a genuine necessity for every home. 











The distinctive labels on ARMSTRONG products insures buyer recognition— 
a factor which will help to keep stock moving out and profits moving in. 


Zz SLazine Rely-on 
a A me spines ie CAULKING COMPOUND 
For Either Wood or Metal Sash Pectnite' Piepetty - Saves Foal 





"33" retains its life- 
giving oils, steys 
elastic, ond keeps 
the bond between 
glass and sash 
permanently intact. 


Ordinary putty loses 
its “life,” becomes 
rock-hard, cracks, 
chips off. The bond 
between sash ond 
glass is soon broken. 


An inexpensive way for home owners fo 
eliminate Drafts, Dirt, Insects, Rust, Rot, 
Unsightly Holes and Cracks Inside and Out- 
side. “RELY-ON” adheres to practically any 
surface—wood, brick, gloss, stone, tile, 
cement, masonry of plaster. 





“33” is of smooth, uniform consistency that takes initial 
“set’’ at once. It can be painted immediately after appli- 











cation, “33” remains permanently E-L-A-S-T-I-C—never “RELY-ON” stays permanently E-L-A-S-T-I-C. It 
dries out or gets rock-hard, And never chips, cracks or does not dry out or become rock-hard and will not crack, 
Joses its bond. Also ideal for patching nail holes and cracks chip or crumble, Available in both cartridges and in bulk. 
before painting, setting plumbing fixtures, etc, 
THE MAME OF YOUR NEAREST JOBBER WILL BE SENT UPON REQUEST | 

ETS AME SARE Se a ERROR ei 








THE ARMSTRONG COMPANY 1001 East 103rd Street « Chicago 28, Illinois 
OTHER PLANTS: Detroit... Dallas... Richmond, California . . . Charlotte, N. C. 
Leading Manufacturer of Compounds for Glazing, Caulking, Sealing EST. 1993 
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‘‘Our Carrier paid for itself— FAST!” 


Says T. F. CARTER, Carter-Lee Lumber Co., Indianapolis, Indiana 


“.. The fact that our Carrier paid for itself in 
less than a year is a very conservative statement. 
Were it not for the Carrier we could not be doing 
the volume of business that is now being trans- 
acted,” reports Mr. Carter. 

“‘Here’s an example of our savings: To unload a 
car of 12-ft., Sheetrock used to require eight men 
13 hours. Now, with mechanized facilities, it takes 
two men only 40 minutes to do the same job.”’ 


CLAR 


EQUIPMENT 


Benton Harbor 40, Michigan 


BUILDING PropucTs MERCHANDISER 


ROSS CARRIER DIVISION, 
CLARK EQUIPMENT COMPANY 


That’s typical customer reaction to a Carrier 
operation. With one man you can load, deliver, 
unload . . . handle tremendous capacities at truck 
speeds . . . save yourself a lot of time, money 
and manpower. 

Get full details! Ask your local Clark-Ross 
dealer for the free 16 page booklet containing 
details on 21 industrial applications of the Ross 
Carrier. You'll find him listed in the Yellow Pages 
under ‘“Trucks, Industrial.” 


(Fer more data on advertised products fill in coupon on page 128) 











PROFITS 





easy to install 


FAWSCO 


CONTOUR CANOPY 







at 
WEATHER-GUARD CANOPY 


=_ 





WEATHER-GUARD AWKING 


FAWSCO MFG. DIVISION AL-12-55 
Cuyahoga Falls, Ohio 


OF Waleol oli -+- Pas Asnnale E 


and Shutters 





When labor costs go down, profits 
go up. Fawsco all-aluminum can- 
opies, awnings and shutters are 
packed with full instructions for easy 
installation, make an easy to sell “do 
it yourself” item. Easy to handle, fit 
80% of all doors and windows made. 
Six different styles to complement 
most architectural designs. Choice of 
green, red, blue or white baked 
enamel finish on sturdy aluminum. 
Will not rust, warp, or deteriorate. 


Distributorships available in a few 
choice creas. Write immediately for de- 
tails on adding this profit-boosting line 
of home accessories. 


FAWSCO MANUFACTURING DIVISION 
Cuyohogea Falls, Ohio 


For ‘ada E Please mail me illustrated 4-color FAWSCO catalog. 


TL Y 





my NAME —____ 
Catalog ) appress oe 
yi - anv STATE. 
12 (For more data on advertised products fill in coupon on page 128) 
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WHITE FIR 2x4 carrying a legitimate 
No. 1 grade mark is shown among part 
of a bundle of Douglas fir bearing a 
fraudulent No. 2 grade stamp. 


Expose Lumber Grading 
Fraud in Phoenix Area 


Cooperation between the lumber 
industry of Arizona and VA and 
FHA officials has exposed two 
flagrant lumber grade violations 
in the Phoenix area. 


Jack Jordan, executive manager 
of the Lumber Merchandisers As- 
sociation, has helped expose sev- 
eral cases of upgraded lumber and 
fraudulent grade markings. 

“There’s always someone who 
wants to make money by upgrad- 
ing lumber for sale,” Jordan says. 
“Whenever such practice is detect- 
ed, the construction work is 
stopped by the FHA, VA or the 
architect and the supplier of sub- 
standard lumber is compelled to 
replace the challenged items.” 

Jordan cited two recent viola- 
tions in Phoenix. One case was at 
a local elementary school. The 
roof frame was specified for No. 1 
grade. An inspector discovered a 
large proportion of the timbers 
either had no grade mark or were 
stamped No. 2. The contractor was 
compelled to replace the subgrade 
material. 

Jordan said the contractor prob- 
ably had ordered the required 
lumber as a carload of mixed 
grades. Normally, this would not 
yield sufficient No. 1 to meet the 
specifications of the school. 

An equally flagrant violation 
was encountered in the middle of 
last month in a residential subdi- 
vision near Phoenix. 

Here, a case of deliberately up- 
grading lumber by marking it with 
a fraudulent grade stamp was dis- 
covered. 

The procedure, Jordan said, is 

(continued on page 16) 
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end costly 
weatherstripping 
with 


A xedlline 
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NEW 


Factory-applied 
weatherstrip 


Weatherstripped . +t head and jambs 


.. With 


| interlocki 
DOOR FRAMES “sti for 











®@ Weatherstripped head and jambs th reshold 
®@ Aluminum reinforced sill 
®@ Hook strip interlocks with threshold 





Builders save time and labor with CRESTLINE 
completely weatherstripped door frames! Alu- 
minum weatherstrip is factory-applied at top 
and both sides. An aluminum hook strip, pro- 
vided for attachment to the door, interlocks 
with the threshold. All Ponderosa Pine parts 
are water repellent preservative treated. These 
frames are made for all standard openings and 





take standard combination doors. 





SILL 
HEAD & SIDE JAMBS Pine sill reinforced 
Aluminum weatherstrip is factory- of with extruded aluminum 
applied to rabbet of head and side is ii strips . . . lasts longer, 
jambs. Frames are rabetted for _. se Sor ita, nae costs less than oak. Fluted 
doors 1%" or 1% * thick. geal ae and barbed strips won't pull out 





For more details, see your Crestline distributor. 


e 
oe lh medlline x. palhoerinanslyaaghnes 
x : 
® 


p\ _ 
better eo 


,) . ce IS 
to build with ; x + 
or to sell... 





Ate Omens Fe LC ameN 


M ! L LW ©) R K Manufactured by The Silcrest Company @ Wausau, Wisconsin 


OTHER QUALITY CRESTLINE PRODUCTS: Removable Windows (Doubie-hung and sliding), Casement Units, Louver Doors, Solid Core 
Doors, Panel and Sash Doors, Stacking Awning Units, Aluminum Combination Doors, and others. 
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‘y) America’s Most Complete Line for 


@ WEATHER-SNUG HOMES 


MD 


MACKLANBURG- -DUNCAN CO. 





Sets for windows 
WEATHER STRIP nF Handy to buy, handy to use. Here in one attractive pack- 


This complete package vunit means age is a complete M-D Numetal Weather Strip set for a 
easier handling for you . . . easier single window. Available for all standard 28", 30”, 32” 
installation for your customers, M-D and 36” double hung windows. M-D packaged sets save 
Numetal door sets are available with selling time...cut handling costs...make inventory easy. 


regular door bottoms or with threshold 
and exposed hook. 


Jy), coin 

A / Tid > WEATHER STRIP 

DOOR BOTTOMS A ///= 4. This stainless steel oF 

* bronze coil weather strip 

Mode of extra thick wool iy is packed two woys — six 

telt and heavy gauge stain- ; lee - 18 ft. rolls in free disploy 

less stool, Gress or olum- , ea ae nt are carton, or in 100 ft. individ- 

Stendord lengths— lee” 1 eee ao wal anal 
"90", 32”, 36”. 42” " Re ~ cartons. 

and 48"—pockoged % doz. 


same length to carton. 
Specio! lengths evoilable, 











BUILDERS 
nd dependability always 0 E A L ' R S 
Sold by hardware, lumber 
ly dealers throughout the 


For highest quality @ 
specify M- D products. 
and building *¥PP 


day it 


1 Your order shipped same 
Order Today! Tou pore 


ved! All M-D products are fast 


is rece 
nationally advertised. 


country! 
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Easiest in the world to put on 


This easy-to-put-on weather strip makes 
friends as it makes you profits. Works 
perfectly on windows, storm sash or doors. 
Made of wool felt and white metal. Each 
individual carton contains one 18 ft. roll 
with nails and instructions. Packed 12 car- 
tons in display case. 





This free, colorful dis- 
play case tokes very 
little counter space 
é but does oa 
big job of selling. 





Automatic 


DOOR BOTTOM 


Here's the perfect automatic door bottom ond draft 
eliminator for ALL doors. Completely solves old 
problem of clearing rug or floor every time door 
opens. Easily installed on right or left hand door. 











UP ave. 


matically to 








snugly against 








Smartly designed with silvery-satin finish —- will not clear carpet floor to seal 
rust or tarnish. Furnished in standard lengths— easily when out drafts 
28”, 32”, 36", 42” and 48", Packed in individual when door 

doer opens. loses. 
cartons. c 
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CALKING COMPOUND MNu-Glaze 


World's best calking 
GLAZING COMPOUND 
ideal for sticking \ 


SPHALT CEMENT 









compound available in 
loads, with or without 
nozzi as - hand You con recommend down asphalt shin- 
~ a by y ; A, . this glazing com- gies and general 
Ya vt.» Bh *. er a. pound with com- repair work on TIES 
— “~ -gol. a plete confidence roofs and flashings. 
Lng Plans age 26 semua that it always “stays Comes in handy M 

ve Oe ITY knife grade. ut.” Packed in % loads, with or with BPE Mis 
tani oa t nozzle; 21 Ib ; 
“ | . pt., pt. and qt. 5 NG Out! Nozze; . MSpy aii 
ompovn nn se cans, 25 Ib., 50 Ib., wy 4) ond 10 Ib. cans; 50 so CEMeny 

me ig | 4 100 Ib, ond 880 MedUTrue Ib. pails and 550 tb. Tipit) 
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MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 


Leaders in the Building Specialty Field for 35 years! 


















News 


(begins on page 12) 





for the seller to buy unmarked 
lumber of low grade from a west 
coast mill. In this case the lumber 
ran No, 3, 4 and 5 grades accord- 
ing to the rating of a certified 
grader who later inspected the 
material. 


But the lumber had been 
stamped No. 2 or had some other 
meaningless stamp on jt. The firm 
that handled the sale attempted to 
obtain duplicates of the federal, 
registered grade stamps from a 
printing company in Phoenix. Of- 
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FIR PLYWOOD 


GREATEST SELECTION 
AVAILABLE ANYWHERE 


AETNA’S complete line of Douglas fir 
= plywood is unrivaled for quality, quan- 
tity and variety. It includes the products 
of the nation’s outstanding mills, giving 
you the benefit of the greatest selection 
available anywhere. 


ficials of the firm knowing that 
such stamps are issued only by the 
West Coast Bureau of Grading re- 
fused to make the stamps. Jordan 
has the original stamp order in his 
possession. 

“Apparently, a stamp manufac- 
turer in another area made the 
counterfeit of those issued to the 
Ross Lumber Co., a big northwest 
lumber manufacturer,” Jordan 
said, 

“These fraudulent stamps then 
were used to mark up lower grade 
lumber when it arrived in Phoe- 
nix,” he added. 

“By upgrading the product the 
unethical dealer or wholesaler 
might make an additional $250 





CALL 


ETNA 


FOR 





O You don’t have to tie up your capital in 
heavy inventories to be assured of a diver- 
sified and a steady supply. Make AETNA’S 
warehouse your stock room. . . to keep 
your customers supplied with top quality 
‘ast Douglas fir plywood . . . utility fir plywood, 
s interior or exterior, sheathing, Plyform, 
> || specialty products . . . for building, indus- 
= trial and the “do-it-yourself” markets. 


AETNA’S 24-hour delivery service gives 


- —Vr you what you want, when you want it. . . 
= a few panels or a truck load, in odd lots 
C | = (fo MTT | or scheduled deliveries. Call AETNA for 
noel T the best in Douglas fir plywood. 
C) ~ “* - 
— Write for complete stock list of 
oti hi ! d 
SHEATHING fir plywood products 








AETNA PLYWOOD & VENEER CO. 
1732 N. Elston Avenue ® Chicago 22, Illinois 


ARmitage 6-7100 
BRANCH WAREHOUSES: 


Detroit, Grand Rapids, Indianapolis, Peoria, Rockford 
MILWAUKEE PLYWOOD CO., Milwaukee 4 


Branch: Wausau 
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profit per house. This is a fraud 
in which the home purchaser, 
mortgage lender and the communi- 
ty are victims.” 

The U. 8S. Attorney General’s 
office and VA and FHA officials 
are making a thorough study of 
the misrepresentation of grade 
markings. 


New Date Set for 
NRLDA Convention 


To provide better facilities for 
materials handling demonstrations 
and to coordinate them with ex- 
hibits in the same building, the 
third annual National Retail Lum- 
ber Dealers Association conven- 
tion will be held in Chicago’s In- 
ternational Amphitheatre next 
year. 

Previously scheduled to begin on 
December 2, next year’s conven- 
tion will be moved up to Dec. 10- 
13, 1956, according to an an- 
nouncement by Phil Creden, public 
relations director, Edward Hines 
Lumber Co., Chicago. 

The Conrad Hilton will be the 
headquarters hotel as announced 
at the NRLDA Cleveland conven- 
tion earlier this year. 


Lumberman Heads NAM 


For the first time in its 59-year 
history, the National Association 
of manufacturers has elected a 
member of the forest products in- 
dustry as its president. 

Cola G. Parker, retired president 
and board chairman of Kimberly- 
Clark Corp., Neenah, Wis., as- 
sumes the presidency of the NAM 
this month. NAM presidents serve 
one year, then are elected to the 
chairmanship of the board, its 
executive committee and its fi- 
ance committee in succeeding 
years. 


Convention Dates Set 


The 1956 annual convention of 
the Lumber Merchants of Northern 
California will be held April 16- 
17 at Rickey’s Studio Hotel, Palo 
Alto. 

The meeting dates of the 33rd 
annual convention and building 
products exposition of the Carolina 
Lumber & Building Supply Associ- 
ation have been moved up to Feb. 
28, 29 and March 1, 1956. Previous- 
ly the association had set its meet 
ing dates as March 13-15. 

The National Association of Com- 
mission Lumber Salesmen will hold 
its annual meeting at the Leaming- 
ton Hotel, Minneapolis, Minn., Feb- 
ruary 6-8, 1956. 

The North Dakota Retail Lum- 
bermen’s Association will hold its 
1956 convention in the City Audi- 
torium, Minot, March 13 14. 
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More Ways to Sell Locks 


With the distinctive square Imperial escutcheon and 

its smaller companion — the Regent — Schlage introduces 
an original design concept in door decor. Together with 
Schlage’s round escutcheons, it gives architects and 
builders more ways to create distinctive new entranceway 
effects . . . gives you more ways to sell them, 
particularly when they can be sold at a price well within 
the reach of all tract builders. Here are three good ways 
to interest your builders in these original new designs .. . 
three good ways to increase your Schlage lock sales. 


Sell ORIGINALITY... 


When placed on the diagonal, the Imperial presents a 
dramatically different diamond effect . . . welcome 
variety without added expense for the volume builder. . . 
another example of tasteful originality in door decor 
made possible by these advanced escutcheon designs. 


Sell VERSATILITY... 


The smart distinction of the Imperial can now be repeated 
on interior doors with the smaller Regent . . . adding a 
new note of beauty to interior styling . . . protecting the 
door surface from unsightly scratches, 


Sell DISTINCTION... 


In a square setting, the beautiful new Imperial escutcheon 
forms a striking concave background for Schlage locks 

. adds just the right touch of distinction to 
entranceways. And, with Schlage’s original long backset 
feature, greater freedom of lock placement creates 
even more possibilities for original doorway styling. 





AND SHOW SCHLAGE ESCUTCHEONS .. . for the 
favorable first impression that sells discriminating builders. 
The new Schlage Imperial and Regent escutcheons are 
available in wrought brass, bronze or aluminum, in all 
standard finishes. And remember ... both the Imperial and 
the Regent can be used as backgrounds for many 
different Schlage lock designs — versatility that provides 
additional opportunity for Schlage lock sales. Be sure 

to show these striking modern designs to architects 

and builders... they speak for themselves. 


SCHLAGE LOCK COMPANY 
SAN FRANCISCO + NEW YORK » VANCOUVER, CANADA 
Address all correspondence to Schiage Lock Company, Son Francisco 




































eco any way 
you look at it! 


URE, it’s beautiful to look at... in grain and figure, 
in warm, light, modern color. Glamorous rotary-cut 
Gold Coast Cherry is the new beauty star in flush doors. 


More good news! Gold Coast Cherry cuts finishing 
costs: its beautiful color makes stain unnecessary — its 
smooth, close texture requires no filler. 


Price? Actually lower than many domestic hardwoods! 


That's Mengel rotary-cut Gold Coast Cherry — eye- 


ime 


¥ 
Door Department, THE MENGEL CO., Louisville 1, Ky. Yb Wh 
World's Largest Manufacturer of Hardwood Products ’ 
(Mengel Permanized Furniture, Doors, DOORS 
Kitchen Cabinets, Wall Closets) 
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appeal, buy-appeal — any way you look at it. 


See for yourself: order an inspection lot from your 
distributor. Why not phone or write him . . . this very 
profitable minute? 
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ANOTHER TRAFFIC-BUILDER 
FROM WELDWOOD 


Easy-to-paint Weldbord— 
an all-hardwood plywood 


at a softwood price! 


Now you can give your customers a real buy — all-hardwood ply- 
wood panels for easy-to-finish walls, built-ins, kitchen cabinets, 
displays, counters, furniture backs and drawer bottoms, partitions, 
and dozens of other uses. 


Here’s what you tell your customers — builders, carpenters and 
do-it-yourselfers — about Weldbord... 
3 convenient sizes. They can get ” panels 6x4’, 7’'x4’ and 8x4’, 


Perfect for painting. Smoothly sanded both sides. No grain raise. 
Weldbord completely surpasses ordinary plywood for finishing. Use 
lacquer, enamel or flat paint — it doesn't matter — and they'll get a 
better looking job fast. Weldbord looks fine stained—can even be 
finished natural if preferred. 


Low cost. Remember, Weldbord hardwood plywood costs about the 
same as ordinary softwood plywood. It’s a sensational value — made 
possible only because of straight-line volume production in a plant 
that makes nothing but Weldbord! 


Grain runs short way across width of panel in good-looking Weldbord hardwood plywood. 


Weldbord ts 


HARDWOOD PLYWOOD 


A product of UNITED STATES PLYWOOD CORPORATION 
WELDWOOD-—The Best Known Name in Plywood 


pons FREE SAMPLE AND PROFIT STORY — send coupon and get all the details! ““---4 
i 
i 
; i 
: United States Plywood Corporation AL 12-12-5 
: Weldwood Building, 55 West 44th St., New York 36, N. Y. 
i 
: RUSH my free Weldbord sample and have your representative call [ : 
; ' 
' 
' NAME 
! 
' 
' COMPANY 
| 
' 
| 
i ADDRESS 
! 
! 
| 
city STATE | 
cecilia sive aetines-aded cheered ssencinaincebsticnenenapeniapdndliebasnala ib iaahaecteshiatsiasanaiieipeagabliatanel J 
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Single-Hung Aluminum Windows 


WITH INTEGRAL FIN TRIM (nothing applied) 


High standards of design and con- 
struction ...ease of installation... 
adaptability ...low cost. These are 
reasons why Cupples Single-Hung 
Aluminum Windows have a ready 
market. And, because you have a 
sound mark-up and no expensive call- 
backs, you can bank on good, con- 
sistent profits. 


Cupples dealers everywhere are en- 
joying a big demand for these new, 
practical, economical windows. If 
you're looking for a sure money- 
maker why not get the complete 
story of Cupples Single-Hung Win- 
dows today. 


PRODUCTS CORPORATION 


2653 South Hanley Road + St. Louis 17, Missouri 


Here’s why Cupples single-hung aluminum 
windows will increase your sales and profits 


Just 4 nails to install 

One carpenter installs Cupples Single-Hung Window in 
minutes ... snugly, permanently. No fitting, no adjusting, no 
call-backs. Fin trim is integral. Completely assembled, 
installation hardware attached. 


Precision design 

Cupples Single-Hung Aluminum Windows are stronger, more 
rigid. Silent, finger-tip operation. Weather-stripped, like the 
finest Cupples windows, with Schlegel Cloth (high pile fabric 
in metal binder). Dust and draft-free, Never bind or stick. 
Never need painting. 


For any style of architecture 
Perfect for new homes, remodeled older homes, light 
commercial buildings. Endorsed by architects and builders. 


Wide selection 


Available in all popular sizes and styles, including picture 
windows. 


Small inventory required 
Orders filled from our modern factory in minimum time. That 
means a small investment for you. 


Distributors wanted in a number of areas—Write now for details 4 





+ 
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Home Builders Eye Future .. . FHA Studies Relaxed 
Credit Curbs .. . Industries Plan Expansion Programs 


Because the light-construction in- 
dustry must now make plans for the 
next 12 months, the most important 
news in the pipelines concerns fi- 
nancing prospects and federal atti- 
tudes toward interest rates and 
mortgage repayment terms; and 
also, of course, the general health of 
the national economy. 


7 . 7 


There has been mounting con- 
cern in this industry over the re- 
straints placed upon housing credits. 
After some recent ups and downs, 
the Bureau of Labor Statistics has 
estimated the October nonfarm 
dwelling starts at 107,000; 38,700 
units less than in October of last 
year. A revision of earlier figures 
brought the total estimated starts 
for the first 10 months of this year 
to 1,167,300; which is 135,100 ahead 
of the same period in 1954, but 58- 
800 fewer than for the first 10 
months of record-breaking 1950 


«~_ *« #* 


There’s some question whether 
credit restrictions have caused the 
recent checks in home building; but 
builders take note that the restric- 
tions didn’t cause the industry to 
boom, and a good many think that 
homebuilding has been unfairly 
picked on in setting up hard-money 
policies. But a good many money 
lenders still say that higher interest 
rates and shorter periods for pay- 
ing mortgages are desiia'le, be- 
cause they’ll keep the market from 
getting prematurely saturated. They 
say it’ll be easy to relax restraints 
if the market goes sour; and they 
point to the FHA statement a little 
time ago that the agency has blue- 
prints in the files, to be used in do- 
ing this when, and if, it becomes 
necessary 

“*. * 

Some builders remember the story 
about the drayman who as a matter 
of economy tried to teach his horse 
to live on sawdust by mixing a larg- 
er and larger proportion of this ma- 
terial with the oats. It was a per- 
fect idea, the drayman said, except 
that about the time the horse got 
used to this feed the uncooperative 
animal up and died. 

Federal people seem to be listen- 
ing seriously to the home builders. 
Housing administrator Cole told the 
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mortgage bankers that credit re- 
straints will be removed as condi- 
tions permit. 


* * * 


However, the FHA has done some 
relaxing. This action removes a 2% 
down payment that was imposed last 
July on dwellings financed under 
sections 220 and 221 of the Na- 
tional Housing Act. This returns 
the down payment to 5%. The pay- 
ment period on section 221 has been 
restored to 30 years, instead of 25 
Probably the same time extension 
will have been restored to section 
220 by the time you read these lines 


* * ” 


The FHA said these shifts were 
largely “psychological.” Section 220 
applies to homes in rehabilitated 
areas, and section 221 deals with 
loans on dwellings built to house 
persons displaced as’ the result of 
rehabilitation programs, urban re- 
newal, or the construction of new 
throughways or other municipal fa- 
cilities. Service men buying homes 
costing up to $18,000 under section 
220 will be allowed down payments 
of five instead of 7% ; but the period 
of repayment remains at 25 years 

* * * 


Construction plans for ’56 have to 
be made now; and the central fac- 
tor is the certain supply of enough 
loan money on terms that will suit 
the customers. Without this assur 
ance construction slows down. Build- 
ing mechanics begin taking jobs in 
other industrial fields; and mate- 
rials manufacturers begin to take 
hard looks at their production plans 

Federal Home Loan banks have 
raised a fund of $295 million 
through the sale of public notes, 
part of which will enable local sav- 
ings and loan institutions to meet 
mortgage loan commitments made 
before the anti-borrowing directive 
was issued last September by the 
Federal Home Loan Bank board. 
This indicates some slackening of 
the credit tie-strap. 

ae eS 


One index of future housing ac- 
tivity is the state of national busi- 
ness as a whole. President L. L. Col- 
bert, of Chrysler Corp., in a speech 
to the National Press Club in Wash- 
ington last month said that only a 


few months ago business men were 
looking at 1956 without much confi- 
dence. But at present there’s a gen- 
eral feeling that “tremendous mar- 
kets... are going to open up in the 
years ahead.” One reason is the 
increase in population at the rate of 
some 3 millions a year; “enough 
every 12 months to populate two 
cities the size of metropolitan Wash- 
ington.” That means markets. 


* * * 


To witness the Chrysler confi- 
dence in the future strength of 
American markets, Colbert said his 
company has firm plans for spending 
more than a billion dollars on plant 
expansion during the next five 
years. Then to this add the an- 
nouncement made the same day that 
Standard Oil of New Jersey plans 
in 1956 to spend $1.2 billion for oil 
exploration and capital improve- 
ments. 

' ee eee 


Dexter M. Keezer, director of the 
McGraw-Hill Publishing Company's 
department of economics has an- 
nor_nced the results of a survey of 
general business plans for new 
plants and equipment, The survey 
was made in October, well after the 
announcement of President Eisen- 
hower’s illness. Present plans for 
American industry call for business 
capital expenditures of $33.4 billion 
in 1956; $4.2 billion more than in 
1958—the previous peak year. 


* * w 


In our own industry, president 
Waltemade, of the National Associa 
tion of Real Estate Boards, said that 
home building and buying will stay 
at high figures in 1956. The econo- 
my, he says, has moved to stability 
at high levels, and favorable con- 
ditions are the best guides in ap- 
praising the year ahead. There is 
nothing in the picture to show an 
over-supplied home market. He 
thinks Washington will further re- 
lax building credit rules. 

The National Association of Real 
Estate Boards will mobilize all its 
power against authorization of fur- 
ther Federal help in the public 
housing field. The Association re- 
fuses to approve even the relatively 
small program proposed by the 
President. The issue is too funda- 
mental for compromise, it says. 
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TEMLOK SHEATHING 





Extra quick handling with Temlok Sheathing cuts installation 


512] @) ae @) oH 3. Tongue-and- 4. 


Multiple layers of 


asphalt-impreg 
nated insulation 
board, bottom 
layer is prefin 
ished insulation 
board 





Vapor barrier is 
groove joint for multiple layers of 
snug, tight fit. vapor - resistant 
adhesive. 





2. Ceiling finish is 2 Temlok” Roof Deck’s big extras make a strong impression 
coats of factory- on builders. In addition to a sturdy roof deck, they get (1) complete 

t applied light roof insulation, (2) beautifully finished ceiling, and (3) excellent 
ivory paint. vapor barrier . . . all in one material. And you get extra profits, be- 


cause you make more money on Armstrong Temlok Roof Deck than 
you do on several old-style roofing materials combined. 


THESE TEMLOK EXTRAS 





Extra protection from rain is assured by Tem 
lok’s exclusive Rain-Shield® finish. It weatherproofs 


time 35%. The big, lightweight boards make it easy for carpenters every inch of surface. Point out to builders that showers 
to sheathe an av erage house in one day—a third faster than horizon- wont kill a day’s construction. Water runs right off 
tal wood, twice as fast as diagonal. And look at the extra you get— Temlok work can continue almost immediately 


ve 


22 


yur firm’s name, address, and 
FREE—with every minimum 


»hone printed on each Temlok sheet after the rain stops. Temlok is also asphalt impreg- 
wlf carload you order nated to protect the board's interior even if it is cut 


Close more sales... make more profits 


(For more data on advertised products fill in coupon on page 128) December 12, 1955, AMERICAN LUMBERMAN AND 








Extra fast installation cuts builders’ labor and time Valuable selling extra for builders—an attractive exposed 


costs up to $250 on flat and gradual pitched roofs. One beam ceiling—costs them nothing extra when they build with 
application of Temlok Roof Deck eliminates such time- Armstrong Temlok Roof Deck. Temlok’s underside has two 
consuming jobs as nailing down roofing boards, installing “jroned-on” coats of light ivory paint. As carpenters nail Temlok 
roof insulation, applying vapor barrier, and finishing the to beams, they create a beautiful, completely finished ceiling for 
ceiling. With Temlok Roof Deck, a 30’ x 40’ roof takes the rooms below. All paint, plaster, and drywall have been 
28 man-hours, compared to 56 with old-style materials, eliminated . . . and a striking new sales feature added! 


HELP CLOSE SALES 


TEMLOK TILE 


Extra ease of installation makes a Temlok ceiling a 
simple job for any home handyman. In one application, Arm- 
strong Temlok Tile builds, decorates, and insulates. Extra wide 
nailing flange makes it easy to nail or staple. The Lok-Bevel® 
joint hides all nails or staples, assures a neat-looking job. 





Extra smooth finish quickly demonstrates the supe- 
riority of Temlok Tile to do-it-yourself customers. Ask them 


to feel the surface, then explain that two coats of top-quality For further information on how the Armstrong Temlok 
paint (popular Snow White or Light Ivory shades) are applied 
to the tile by a special process. As a result, Temlok is 
smoother, has a smarter appearance stays new looking longer. 


line of building materials helps you sell in today’s competitive 
market, see your Armstrong Wholesaler or write Armstrong 
Cork Company, 3712 Rieker Avenue, Lancaster, Penna. 


. +. With ‘Armstrong TEMLOK 


SHEATHING ROOF DECK °* INTERIOR FINISH 
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How to outwit 
a prowler 
































The sight of the built-in steel grille in this Fenestra* Security Window will 
discourage even the most determined prowler! And a confederate inside can’t 
help much, either, for the window is designed so that it’s mighty difficult to 
hand material through. 

These prowler-proof windows also give you ideal ventilation. The bottom- 
hung, open-in vents deflect drafts upward, shed rain to the outside. Windows 
with obscure glass can be kept open without exposing the interior to outside 
view—ideal for rest rooms. And the vents do not open out over sidewalks, 
endangering pedestrians, or protrude into alleys or driveways, where vehicles i 
can damage them. 

Fenestra Security Windows are good looking, too! No separate bars outside 
the window. The window and grille are one unit. You can install the complete 
unit in one easy operation. They're ideal for stores, warehouses, garages, 
small plants and many other buildings, in first-floor walls, unprotected side 
and rear elevations, and near fire escapes or roofs of adjoining buildings. 
For more information on the attractive profit possibilities for dealers, call 
your Fenestra representative, who is listed in the Yellow Pages. Or write 
the Detroit Steel Products Co., Dept. AL-12, 2246 East Grand Blvd., Detroit 
11, Michigan. *® 


Fenestra Ses 


GALVANIZED-BONDERIZED-STEEL — THE STRONGEST MATERIAL, CORROSION-PROOFED FOR LIFE 





SECURITY WINDOWS 





ARCHITECTURAL, RESIDENTIAL AND INDUSTRIAL WINDOWS ¢ METAL BUILDING PANELS 
ELECTRIFLOOR* ° ROOF DECK bd HOLLOW METAL SWING AND SLIDE DOORS 
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MEDFORD CORPORATION= 
— MEDFORD, OREGON paca Re 
DOUGLAS-FiR_»—6UGAR PINE + PONDPROSE-PiVE- 
WHIFE_EIR—---INGENSE CEDAR —Aaaval capacity ~ 
7Q-million feet 





* NEW BUSINESS... 


w& REPEAT SALES... 


* BIGGER PROFITS! 














Make the MEDCO Trademark® your guide 
in buying Preferred Quality Lumber. This 
Trademark® on a piece of lumber tells your 
customer you offer them the very best in Lumber Prod- 
ucts (%& New Business). 
MEDCO Preferred Quality Lumber . Distinguished by 
precision milling and careful kiln drying, Association inspec- 
tion and thorough grading, . saves buying time for 
you (*%& Bigger profits), and diversity of species and prod- 
ucts, consistency of manufacture, guarantees customer satis- 
faction (% Repeat sales). MEDCO provides a one-stop 
source of textures and grains in all Grades for all 
Building Jobs. 
Let us demonstrate our merits. Ask for a MEDCO Rep- 
resentative to get in touch with you today regarding 
straight or mixed cars of your lumber requirements. 


FREECOLOR BOOKLET 


ADVERTISING DEPT., MEDFORD CORPORATION 

Medford, Orego 

{ Please send us the name of ovr nearest MEDCO representat 
Please send us a copy of the ‘Big Picture of MEDCO 

Nome 

Firm 

Address 


« 
City . ytate 


Member of West Coost Lumbermen’s Assn., West Coast Bureau of Lumber Grades & Inspection, Western Pine Assn 
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BILLION 
4 Sq. Fr. ‘s 


2.5 FIR PLYWOOD SALES 
. BY LUMBER DEALERS 


1956 estimate based on forecast by 
The Econometric Institute, New York, N. Y. 
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Lumber Dealer Sales of Fir Plywood 
Will Continue to Climb in 1956 


PLAY IT SAFE! STOCK AND SELL 
ONLY DFPA-GRADEMARKED PANELS 


tmrenroerret 
cee eee 


FIR PLYWOOD sales are still going up. While 
sales of other materials will be the same or less than 
1955, fir plywood sales by dealers will be up a 
whopping 100 million square feet. 


Reason: new uses, new users, new markets — backed 


_ by highly effective advertising, merchandising 


and field promotion. 


Make sure you get your share of these new sales 
and profits. Order extra fir plywood now so you’ll be 
able to fill all your customers’ requirements. 


®Douglas Fir Plywood Association, Tacoma 2, Wash. 
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HUSKY POWER 


to cut yard costs! 


Re op ee es 


NEW, HEAVY DUTY 


INTERNATIONAL 300 UTILITY TRACTOR 


Up to 1,000 pounds greater built-in weight gives 
the new International 300 Utility strength and 
stamina unsurpassed for heavy-duty yard work. 
Big pneumatic tires let you use the 300 Utilit 
with fork lift anywhere—on unpaved yards or soft 
construction sites. And, utility is the name for it! 
Change in minutes to loader, front ‘dozer, rear 
grading and leveling blade, and other labor-saving 
yard equipment. 


10 speeds forward, 2 reverse with optional Torque 
Amplifier drive! Inch the tractor in reverse to spot 
heavy fork lift loads . . . boost pull-power or change 
speed on the go without shifting gears... travel 
between jobs at speeds up to 16.8 mph. 


Sales and service near your yard from the world’s 
Here’s power and strength to handle a heavy-duty largest network of tractor dealers. Look in the 
loader with 44-yard bucket for stockpiling, loading, classified directory —’phone your IH Dealer for a 
yard clean-up . . . to stay on the job over the long pull! demonstration! 


mw See Your 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use —McCormick Farm Equipment 
and Farmall Tractors... Motor Trucks ... Crawler Tractors and Power Units Q EA L t va 
General Office, Chicago 1, Ilinois 
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Mule-Hide Dealers For 48 Years 








“WOW” OVER NEW PROGRAM 






































Why don’t you, too, grab hold of the most complete and 


effective dealer selling aid package in the building industry? 


When J. W. Clemens (left) and his son (right), Mule- 
Hide dealers in Sparta, Missouri, for 48 years, saw 
the new Mule-Hide promotional materials they said, 
“That’s the most!” 

That’s what all Mule-Hide dealers are saying 
about the colorful line folders, striking point-of-sale 
materials, attractive samples, new kind of roofing 


ASK THE MULE-HIDE SALESMAN 


color book . . . and other aids that are pulling in new 
prospects and making extra sales for Mule-Hide 
dealers. 

That’s what you, too, will say if you take a look at 
Mule-Hide’s package, the most complete and effec- 
tive set of promotional tools in the industry .. . So 
why don’t you? 


He will be glad to show you the new Mule-Hide dealer promotion 


package . 


. . and the easy-selling new Mule-Hide products—like 


LUSTERGLAZE and LUSTERTEX Asbestos Siding, and TUFFSTONE 


Asbestos Wallboard that saws and nails like wood. 


THE LEHON COMPANY 


MULE-HIDE 
PRODUCTS 


Bellwood, Illinois « Memphis, Tennessee «* Wilmington, Illinois 


Manufacturers of famous Mule-Hide ‘Town & Country”, Thick Butt, Hex and 
**Safe-Lox"’ Asphalt Shingles; Roll Roofing and Asphalt Roof Coatings; ‘‘Luster- 
giaze’’ Glazed Asbestos Siding and ‘Lustertex"’ Asbestos Siding; ‘“Tuffstone” 
Asbestos-Board and Mule-Hide A. C. Waliboard; Bathroom Cabinets and Venti- 


lating Fans, and other Quality Building Products. 
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pressure-creosoted posts / 


_— 


FENCES 


ful 


These three folders serve three main purposes: 


a 


1. They give farmers and ranchers much helpful information on farm fencing problems, 
2. They stress the impertance of using pressure-creosoted fence posts, 
3. They help you increase your sales of these posts. 


Here’s what one lumber dealer has to say about 
selling pressure-creosoted posts ! 

Mr. Curtis R. Butts, manager of the Foster Lumber Co., Good- 
land, Kansas, has been in the lumber business since 1924. In 
1950, when he became manager of this yard, he decided, on the 
basis of his past experiences, to sell only pressure-creosoted 
posts. “I have learned my lesson in selling untreated posts. I 
carry nothing in the yard except treated posts because termites 
are a serious factor in this area. When I first started pushing 
the sales of treated posts, it was a job. Now, all my customers 
say they will use nothing but treated posts due to their lasting 
quality.” Mr. Butts carries a full stock of treated posts—25 dif- 
ferent sizes—ranging from two and one-half inches in diameter 
to six inches, and from six and one-half feet to sixteen feet in 
length. He says that his farm and ranch customers use the pres- 
sure-creosoted posts for corrals, fencing, barns and other places 
exposed to weather 


Propucts MERCHANDISEI 


“Fence Planning Saves,” explains the importance of 
planning an entire farm or ranch layout before in- 
stalling any fence. 


“Fences That Pay” tells why a fence built with pres- 
sure-creosoted posts is better, more economical, 
longer-lasting. 


“A Boring Tale” stresses the damage termites can do 
to fence posts of untreated lumber. 


Use the convenient coupon below to order a supply of 
these folders. Then pass them out to all the fence 
prospects in your area. You'll be pleased to see how 
they'll help build sales of pressure-creosoted fence 
posts. 


Agricultural Extension, Room 5044 
United States Steel Corporation 
525 William Penn Place, Pittsburgh 30, Pa. 


Please send me information on your merchandising pro- 
gram for pressure-creosoted products and the name of 
treaters. 

Name 


Address 


City 
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These men made 
last year to help you 


L. D. Anderson : 
Syracuse 4, NY 


E. E. Ambrose, jr 
Garden City, N.Y 


E. W. Adams 


R. L. Anderson* 
Akron, Olio 


Rockford, ili 


D. 0. Dupter 


A. Erickson 
Columbus, Ohio 


Oc a ‘iy " J clay Center, Kans 


Norwalk , 4 


rel 


R. J. E. Johnson 
Philadelphia, Pa 


& 


"C.J. Ken 
Billings Mont Se Lake che Utah Okiehorme ae Okla 


L. C. Miller 
Madison, Wis 


R. D. Mohiman 


J. P. Murnane 
Erie, Pa 


M.A Mulligan 
Sacramento, Calif 


Rutherford, 


i 
H. B. Robertson 
San Antonio, Texas 


2] 


R. W. Van Houten 
Newburgh, N.Y 


G umwinkle 


ot ae Your typical Insulite salesman might look like this 


the result of printing one photo over another. 


another example of 


W. K. Benik 
Denver, Colo. 


a] @ 
P\ 


A. J. Erickson 
Bloomsburg, Pa. 


em 


W. J. La Rue 
Lubbock, Texas 


H. H. Myers 
Portiand, Ore 


Maicolm Robertson 
Duluth, Minn. 


0. W. Velsor 
Washington, D.C. 


a3 


W. J. Ber P. E. Bleuel 
Milwaukee, Louisville, Ky. 


E. M. Bennett 


Spencer ee 
New Orleans, La. 


Marietta, Ohio 


B. W. Evans 


W. K. Fehring 
Fort Wayne, ind. 


Bayshore, N.Y 


W. E. Frazier 


F. J. Fitzgerald* 
Alexandria, La 


Cincinnati, Ohio 


R. S. Langworthy W. R. Larson 


C. G. Lawson* 
Peoria, Ili St. Paul 8, Minn 


R. W. Livingston 
Brigantine, NJ 


Des Moines, lowa 


] 


G. H. Niland D. Ww 
Boston, Mass 


Nixon 
Los — 25, Calif 


0. G. Norbeck 
Fargo, N.D 


H. 0. Norstrom 
Omaha 3, Neb 


“y 


Helmer Roe 
Eau Claire, Wis 


K. B. Rolf* 


W. A. Ross A. J. Rost 
Minneapolis, Minn 


Evansville, Ind Little Rock, Ark. 


B.W Walters 
Atlanta, Ga 


W. A. Vong 
Richmond, Va. 


V. C. Ward 
Charlotte, N.C 


H. A. Ward 
New York, N.Y 


He made 521 builder calls for his dealers 
last year. ‘He’’ is a composite of the 103 finest 
salesmen in the business. These facts might 
interest you and help explain why he does such 
a tremendous job. He’s been with Insulite 8 years 
and had 4 years building material experience 
before that. He’s 40 years old and averages 2! 


*Assistant Sales Manager 


now MISULITE...1.- 








53,142 builder calls 
sell Insulite! 


ka 
































D. W. Butler J. A. Calder W. L. Carson W. M. Carson C. S. Christian C. J. Corrigan E. H. Cottrell R. T. Crai R. J, Darling 
Cape Girardeau, Mo St. Louis, Mo Waterloo, !owa Cincinnati, Ohio Memphis, Tenn. Fresno, Calif. Detroit, Mich Los Angeles, ‘Calif Longmont, Colo. 
= ee ce] 4 - - a4 
3 A 
E. J. Gjesdahi David Griffiths J. P. Hartigan C.F er J. R. Hogan G. P. Holder W. M. Jaima G. T. Johnson H. H. Johnson 
Green Bay, Wis Pittsburgh, Pa Binghamton, N.Y. Detroit, Mich. Duluth, Minn. Philadelphia, Pa. Minneapolis, Minn. Knoxville, Tenn. Manchester, Conn 
a a y 
D. T. MacFarland K. G. Macintosh* F. E. Mackey W. M. Mac J. K. Mantle G. R. Marine R. J. Martin J. A. McGranahan E. E. Merrick 
Saginaw, Mich Dallas, Texas Joplin, Mo Chicago, 1! 





San Jose, Calif Ma. Ind St. Cloud, Minn Raleigh, N.C Kansas City, Mo 









i baa 2 
W. F. O'Brien R. P. Oistad A. C. W. Peterson S. T. Peterzen J. P. Phalen James Quarfot F. R. Renwick JH. Rheinfrank J, C. Roach 
Brandon, Vt Sioux Falls, $.0 Boston, Mass Houston, Texas Wichita, Kans. Rochester, N.Y Birmingham, Ala Dallas, Texas Morristown, NJ 
J. A. Rush G. A. Schaefer . F. J. Sherman L. L. Shields S. W. Shields J. C. Stimson L. C. Stockbridge H. P. Strin a F. P. Townsend 


Chicago, WI Lancaster, Pa Portland, Maine St. Paul, Minn. Minot, N.D Batavia, Ii South Bend, ind Baltimore, Albany, N.Y. 





W. B. White R. M. Whyte* Monty Wilkinson 





M. H. Williams* A. B. Wilson K. V. Winchester A. F. Wocken 

Savannah, Ga San Jose, Calif Grand Rapids, Mich Bedford Hills, N.Y. Florissant, Mo Cleveland, Ohio Buffalo, N.Y Barrington, R. 1 Toledo, Ohio 
years of college. If hired since 1947 he is the ing knowledge of his products and their applica- 

product of Insulite’s intensive sales training pro- tions. (We've been told he’s the best informed 

yram (regardl f previous experience) where man in his field.) But just as important is this: 

he studied sales engineering, traffic, distributi on, He’s been trained to pass on this knowledge to 

products, advertising and sales promotion. He's others — to you and your builder customers. 

also on the receiving end of a constant ten of That's what makes him such a good salesman 

technical data which helps explain his outstand- for you—as well as for us. 


INSULITE 1% A MEGISTERLO TRAOE MARE 


you sell INSULIT. 


INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 














Your Best Salesman...the Masonite Man 


When you sell Masonite Complete line. With 44 types and thicknesses, 
Presdwood® you sell the Presdwood offers your customers the answer to 
hardboard that dealers profit their every panel need. 


by most. Here’s why: Sales starters. Every Masonite salesman spends 


a large part of his time calling on architects and 
builders and other trade factors, developing in- 
terest in Presdwood, steering sales your way. 





Famous name. Made that way by more than a 
quarter-century of consistent advertising and pro- 
motion to your customers. They know the board 
with the Masonite man, want it and ask for it. Traffic builder. Presdwood stimulates sales for 

lumber, paint, hardware and other items. Builds 


Easier selling. More sales helps, more literature, traffic from all types of buyers. 


more point-of-sale material than any other hard- 


Ta ” a 7 - > 
board source. Logical "leader.”’ Add it all up and you can see 


why the famous Mascnite trade mark is truly the 
Fine quality. Made by the oldest, most experi- man who makes the difference in your selling 
enced hardboard manufacturer, Presdwood is program. Masonite Corporation, Dept. AL-1212 
quality checked all the way. Box 777, Chicago 90, Illinois. 


Sell This Man—He Makes the Difference 


MASON ITE’ PRESDWOOD 


PANEL PRODUCTS MASONITE CORPORATION 


Masonite” signifies that Masonite Corporotion is the source of the product 
t) 
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@® DEALERS REPORT: 


Bigger Profits, Larger Turnover 
with Du Pont Custom Colors 


@ “Custom Colors are sure giving us a 
plus business. Our painters are really 
enthusiastic over this additional service 
where they can get the wide range of 
colors in high-quality material.’’ 

Anson R. Thompson Co., Inc., Troy, N.Y. 


® “With the Custom Color Line we are 
able to satisfy the color demands of our 
most particular customers. In terms of 
profit and turnover, I cannot recom- 
mend your System too highly.”’ 

City Paint Store, San Diego 5, Calif. 


®@ ‘It not only has prevented customers 
from leaving my store in search of hard- 
to-match colors, but has given them 
top-quality paints in the colors they 
want. My painter customers are also 
very much sold on this system and the 
results they get.’’ 

Lookout Mountain Hardware Co., Inc., 

Lookout Mountain, Tenn. 


@ ‘“‘We think that these Custom Colors 
have brought many new customers to 
our stores and will bring them back 
again.”’ 
Lenray Glass & Material Co., Inc., 
Natchez, Miss. 


@ “We are enjoying good retail as well 
as painter business since we added this 
valuable item to our stock. I feel that 
this system is far superior to any on the 
market.”’ 
Daley’s Paint and Wallpaper Store, 
Madison, Ill. 


@® “One of the besi profit items we 
have sold to date is our Custom Color 
Line. Customer acceptance has been 
very good and we have turned over the 
line once every three months.”’ 
Brookside Paint & Wallpaper Co., 
Tulsa, Okla. 


®E6.U.5. pat. off. 


BETTER THINGS FOR BETTER LIVING 


. » » THROUGH CHEMISTRY State. 


SUILDING PropuCcTS MERCHANDISER 
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“After we had the Du Pont Custom Color System for three months, we found 
it to be a necessary part of our paint business. We do not know how we were 


able to handle our volume of business without it.’ The Paint Bucket, Bing- 
hamton, N.Y. 


DU PONT CUSTOM COLORS will make your store the color center 
of your community! Here are seven reasons why... 


— You'll have 572 colors to meet every color request, and each shade is available 
in all three sheens. They’re all alkyd base; all odorless during application. Hun- 
dreds of colors also available in ‘Flow Kote’’ Rubber Base Wall Paint and 
Exterior House Paints. 

—Colors and bases are manufactured under strict controls—tinting strength is 
exceptionally uniform. 

—The Du Pont Custom Color System requires small investment—saves on 
inventory and storage space, too. 

—Simple to operate—colorants mix quickly and easily with the base, 

— Personalized service—each can bears your name and address. 

—Custom Colors are sold for you by the most dramatic color display in the 
industry, 

— Dealers enjoy high profit margin with this amazing new Color System. 


SEND THE COUPON TODAY for information on how you can take 
advantage of the new Du Pont Custom Color System. 


E. I. du Pont de Nemours & Company (Inc.) 
Finishes Division, Dept. AL-512, Wilmington 98, Del. 


I'd like to know more about Du Pont Custom Colors. 


ce 








Address 


City 
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A Challenge to the Industry! 





No. 3 in a Series* 


Only through coordinated marketing and integrated merchandis- 
ing on the part of manufacturers, wholesalers and dealers can the 
full power in the great “Action” and “Operation Home Improvement” 


programs be realized. 


Here are some policies and procedures with re- 
gard to future dealer convention exhibits for con- 
sideration. These might play an important part in 
developing the needed Better Homes Service Center 
in the lumber and building products’ showrooms of 
America: 


1. Dealer associations promoting exhibit conven- 
tions in the future might offer exhibit space to pro- 
ducers and their wholesalers with the suggestion that 
they build exhibits which will demonstrate how they 
= “through” and “with” the dealer as well as “to” 

im, 

2. Manufacturers might be invited to prepare ex- 
hibits that demonstrate departmental installation of 
their products in dealer stores, together with the 
proper signs, streamers, price tags, literature and 
various dealer helps toward doing a creative con- 
sumer selling job. 


3. Exhibits might be limited to dealer attendance 
exclusively for certain days, then open to identified 
contractors and architects and building trade guests 
of the dealers exclusively for a day, and then pos- 
sibly opened for two or three days to consumer pros- 
pects screened by invitation to weed out undesirables. 

4. On the consumer days, the booths could be 
manned by dealer salesmen operating under the 
watchful eye of exhibitors. It might be a good idea 
for the manufacturer to put on sales contests among 
nearby dealers’ salesmen prior to the convention for 
the privilege of manning the manufacturer’s booth. 

At the national show each year, the first day might 
be devoted exclusively to the dealer members of the 
association which sponsors the national show that 
year. This could be one day prior to the opening of 
the convention to dealers from outside of the associ- 
ation area. 


5. Consumer prospects visiting the booths might 
be qualified and registered by the exhibitors and the 
leads equitably turned over to the exhibitors’ dealer 
customers for follow-up. 


Both dealer and manufacturers would profit great- 
ly from these steps. Manufacturers’ representatives 
would learn dealer problems and dealer salesmen 
would learn from production people the things about 
the product that should be told and shown to the 
customers. 

The whole show would constitute a model depart- 
ment store of home improvement end-use packages, 
demonstrated in the form the consumer uses them, 
and in the way that they should be sold by the dealer 
at the point of sale. 


Dealer executives could pick and choose between 
the various manufacturers in each separate industry 
on the basis of the merchandising package of dealer 
helps that the manufacturer supplies with the pro- 
duct rather than the product price alone. 

The national show would be a pattern for smaller 
regional shows, in fact, historic regional dealer con- 
vention exhibits could become annual home improve- 
ment expositions for their area. At the close of the 
convention season the manufacturers could sell their 


34 


merchandising exhibits to their dealers and thus 
liquidate the cost of building exhibits. 

The national convention management should invite 
the exhibitors to assist in workshop and clinic plan- 
ning at the conventions, with a view to further inte- 
grating the merchandising at the point of sale. The 
manufacturer-dealer coordinating committee, which 
was set up before Korea, should be revised and put 
to work. 


Clinic workshops and convention sessions should 
be educational with major emphasis on “how-to-do-it” 
rather than “what-to-do”. Manufacturers and whole- 
salers’ associations could contribute importantly to 
the engineering, estimating, packaging, handling, 
displaying and selling demonstrations of the end-use 
packages, of which their materials are a part, and 
some of this could be done from the stage of the con- 
vention itself. 


The best way to absorb knowledge is to learn by 
doing. The next best way is to learn by seeing it 
done. This should be the motivation of convention 
programs. 


The national show could be rotated to state and 
regional association areas and in each case should 
replace the association’s current annual exhibit con- 
vention, without monetary loss to the association, of 
course. This should be planned with due financial 
consideration to the local association. 

The December 10, 1956, convention presents a most 
unusual and significant opportunity. Christmas will 
be in the air. The finest gift any family can be given 
is a better home. Of the 125 home improvement pack- 
ages on display at the booths, perhaps 100 would 
make wonderful Christmas gifts. 

“Buy now and pay later” could be stressed, gift 
certificates offered, monthly payment prices offered, 
(plenty of price flexibility here) and layaway plans 
featured. 

The dealer convention program should be integrat- 
ed with year ’round training for dealer sales manage- 
ment and creative consumer salesmen. After two or 
three years of such activity, we should realize the 
goal of a home improvement industry built around 
the “Home Sales and Service Centers” in the retail 
lumberyards of America. With this accomplished, the 
lumber dealers would have 20,000 newly trained re- 
tail sales managers and an additional 50,000 creative 
retail salesmen and the industry as a whole might be 
cashing in on another $10 billion annually in home 
“+ epemama volume, which at present is an unfilled 
need. 


Reader comment is invited. 


*The third in a series of three editorials on this subject. 
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dealer 


forecast 


24% Say Fewer New Homes 


40% Expect More Do-It-Yourself Sales 


49% Will Build or Remodel Showrooms 


54% Anticipate Higher Labor Costs 


What Dealers Expect in 1956 


Several weeks ago dealers from 
Falconer, N. Y. to El Centro, Calif. 
began sending us their detailed es- 
timates for the coming year. And 
in between, to mention a few, were 
retailers in Lowden, lowa, Bryan, 
Ohio, and Bayfield, Wis. 

For us, this was a very personal 
sort of survey. Not just bare sta- 
tistics but the thinking of dealers 
our staff has met and worked with 
over the years in a friendly fashion. 
The facts revealed by this survey 
should encourage buiiding mate- 
rials retailers in every section of the 
country. Here’s the way it stacks 
up: 


Business in 1956 


While 24% of the dealers ques- 
tioned said they believed new home 
construction would be off next year, 
this was balanced by 20% who pre- 
dicted more new homes. Many of 
the 20% who expected more new 
homes in 1956 said that increased 
promotion would be the reason for 
the jump in starts. Any drop in 
new homes will be offset by the in- 
creased business predicted for other 
categories. For example: 

36.5% more business in re- 
modeling 

40.5% more sales to the han- 
dyman customer 

19.0% more commercial busi- 
ness 


Only estimates for farm sales 
predict a serious decline 23%. It 
is generally agreed that only high 
farm prices will correct this situa- 
tion. 
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Merchandising Planning 


Back of the estimates for more 
business in remodeling, consumers 
and commercial, are significant 
changes planned by dealers. 

For example, when next year 
ends, 66% of the dealers questioned 
planned to have one or more out- 
side salesmen scouting up more 
business. A hefty 22% will hire 
their first salesman in 1956 and 
44% already have a salesman or 
salesmen on their payroll. 

More newspaper advertising will 
be run in 1956 — 43% of the deal- 
ers plan increased budget for this 
item. About 43% plan to invite the 
public to open houses and 15% will 
hold homeowner clinics. 





First Survey of Its Kind 


This survey is believed to be the 
first of its kind in the retail lumber 
and building materials field 


Litera ly thousands of dealer in 
large and 
ma were asked for their ideas on 


very tate and in cities, 


business for next year. 

The impression we gothered was of 
Jealers who were optimistic and keen- 
y aware of the changes taking place. 


Their plans for new and remodeled 
howrooms, warehouses and other fa 
lities illustrate thet retnilers are 
determined to increase their volume 


st? a pr fit 











Dealer Facilities 


Nearly half of the dealers queried 
plan to build new showrooms or re- 
model their present store. New 
showrooms will be erected by 21% 
and 28% will remodel their show- 
rooms. This, again, probably re- 
flects the plan of more dealers to 
increase their sales to the consumer. 

Even more spectacular were the 
dealers’ plans for new and re- 
modeled sheds and warehouses. A 
whopping 64% plan remodeling and 
41% will build new warehouses. 
And with the improved building, 
18% will buy new lift trucks and 
52% will purchase new trucks. 


New Products in 1956 


The survey revealed that adding 
new lines of products is now stand- 
ard procedure in most yards. New 
and remodeled showroom planning 
is expected to make this easier and 
to accelerate the process. 

Dealers do, however, expect to 
be sold constructively on the new 
lines. They aren’t going to be 
rushed into products without a 
careful study of the space re- 
quired and the profit potential. 


Labor Relations 


In the office, the majority — 
64% expect no change in wages 
during 1956. The remainder — 
36% anticipate increase of about 
10¢ an hour. 

In the yard, 54% predict they 
will have to pay more next year. 
The average increase will be about 
10¢ to 12¢ an hour. 
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Modern Truek Features 


That Mean Business! 


Chevrolet trucks have got it! A full list of modern features 
that mean better business—on the job today and at trade- 
in time tomorrow! 


When you get right down to it, any truck 
without all of Chevrolet’s Task-Force features 
is still living in the past. Why risk losing money 
with an old-fashioned truck—both on the job 
and at trade-in time—when you can get a 
Task-Force model with the industry’s most 
advanced features? 


Most modern power—V8 or 6. There’s longer life in 
Chevrolet V8’s (extra cost in most models). 
With their short-stroke design—shortest of any 
leading truck—you can count on less friction 





2 


and wear per mile. If you go for sixes—Chev- 
rolet’s gas-saving valve-in-head sixes are famous 
for their dependability. All engines are sparked 
by a modern 12-volt electrical system for quicker 
starting and smoother going! 


Most modern comfort and safety features. New efficiency 
boosting advances like panoramic windshield, 
High-Level ventilation, softer seat action and 
concealed Safety Steps! 


Most modern chassis features. New suspensions; new, 
more rigid frames; Power Brakes standard on 
2-ton models! 


See your Chevrolet dealer for details. ... 
Chevrolet Division of General Motors, Detroit 
2, Michigan. 


NEW CHEVROLET 
ater Jask-Force TRUCKS 


}UILDING Propucts MERCHANDISER 
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dealer 


forecast 


Retailers See Sales Holding in the New Year 


It would be difficult to be any- 
thing but optimistic after care- 
fully studying dealer estimates for 
business in 1956. 

While 24% of the retailers ques- 
tioned expect that fewer homes 
will be erected in the new year, 
it’s widely anticipated that the de- 
cline will be more than balanced 
by jumps in other sales categories. 

For example, 36.5% expect 
sharp increases in the sale of ma- 
terials for repairs and remodeling. 
And the upward trend is also 
striking in sales to the do-it-your- 
self customer, where a 40.5% jump 
in volume is planned. 

On the other pages in this re- 
port, you will note that dealers 
don’t expect this new business will 
just walk in the door. The survey 
reveals retailers plan to spend 
more money for advertising and a 
sizeable number, 22%, expect to 
capture more business by adding 
their first outside salesman next 
year. 


Standing out very sharply is the 


reluctance of dealers to begin fab- 
ricating building parts, similar to 
Lu-Re-Co, on a widespread scale. 
Less than 7% plan to start this 
sort of an operation in the new 
year. In the run-down on prod- 
ucts, however, you will note dealers 
generally are interested in all 
items that cut construction time, 
like ready-hung doors, etc. Pre- 
finished products of all kinds are 
also favored — sanded, waxed pre- 
finished hardwood plywood, for 
example. 

In studying trends on labor 
costs for the new year, it was ob- 
served that most of the increases 
will come in yard labor rather 
than office workers. About 54% 
of the dealers expect they will 
pay more—about 10¢-12¢ an hour, 
for yard labor in 1956. Only 36% 
of the retailers anticipate raising 
office employes next year. 

Aside from adding outside sales- 
men, most dealers indicated they 
expect to handle more volume in 
1956 with their present manpow- 
er. There is a growing under- 


standing that an extra 10%-15% 
of increased sales with the same 
personnel makes all the difference 
in the world profit-wise. 

Many retailers wrote us at 
length on this subject and suggest- 
ed that more efficient showrooms 
with emphasis on _ self-service 
would be employed to achieve more 
volume with the same number of 
employes. 

Financing is a subject widely 
discussed and suggested as one 
factor which might seriously re- 
duce new home building in 1956. 
Dealers generally seem to believe 
that this could be a problem. Still, 
45% stated that they believed fi- 
nancing would be adequate next 
year and only 32% said it would 
be inadequate. 

But like political pulse-taking, 
there are lots of dealers on the 
fence. A good 23%, and they just 
didn’t know, said that an honest 
answer was impossible at this 
time. A small percentage, 22%, 
said they thought interest rates 
would increase in the new year. 


BUSINESS FORECAST FOR NEXT YEAR 
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working capital ? 


Let your independent 
plywood jobber help carry 
your inventory! 


No need to sink all your operating cash into a large 
inventory. Your independent jobber stocks a wide, 
diversified selection of fir plywood that you can draw 
on in a moment. Keep your working capital free and 
clear to turn a profit. Let your independent plywood 
distributor provide you with all these benefits: 


e Quick delivery @ Selling aids 


© Personal interest ©¢ On-the-spot inventory 


Deal with the man who helps you most to keep your 
capital free . . . your independent plywood jobber! 


EVANS PRODUCTS COMPANY, Dept. $-12, Plymouth, Michigan 
Plants at: Coos Bay, Roseburg and Gold Beach, Ore.; 
Vancouver, B. C.; Evans Sales Offices: Plymouth, Michigan; 
Coos Bay, Ore.; New York, N.Y.; Chicago, Ill.; Tampa, Fla, 


DFPA grade-marked for uniform quality 


Evaneer is a TM of Evans Products Co. + Evans is an associate member of the NPDA 
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LVAMEER FUR PLYWOOD ff: Ry 


% 1906—Fir Plywood Golden Jubilee—1955 
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Biggest Year Ahead for Improving Facilities 


One of the great surprises re- 
sulting from the American Lum- 
berman survey was the tremen- 
dous plans dealers are making 
next year for new and improved 
facilities. 

Evidently, 1956 will be the big 
gest year yet for better showrooms, 
efficient warehouses and the buying 
of the latest in materials handling 
equipment. We get the impression 
that literally hundreds of dealers, 
after talking and planning for 
years, are now ready for major new 
construction and vemodeling proj- 
ects. 

Back of all this planning are sig- 
nificant changes in the operation of 


building materials retailing. Few of 


these yards would be improved un 
less the owners had set their sights 
for more consumer business. Some 
retailers will use their modernized 
stores for snaring more over-the 
counter business with the stress on 
a semi-self-service operation. Oth 
ers, we beiieve, are starting their 
new and remodeled showrooms de 


liberately for increased package 
selling of major home improvement 
jobs. 

The typical new or remodeled 
showroom seems designed essential- 
ly to merchandise both pick-up sales 
and major remodeling. The edge is 
a bit in favor of over-the-counter 
business. 


New, Remodeled Stores 
The survey shows that 21% of 
the dealers responding plan to build 
new showrooms in 1956. They will 
range in size from 800 square feet 
to huge affairs totaling 20,000 to 
25,000 square feet. The average is 
around 3,000 square feet. 

Dealers say their new showrooms 
will be modern in design with large 
plate glass windows, strong show- 
room lighting and frequently air 
conditioning. Post and beam con- 
struction with extensive use of 
wood is favored. Wood will fre- 
quently be used structurally in a 
novel manner to stress its utility 
and warm appearance. 


Remodeling the existing store is 
even more popular 28% of the 
dealers say they plan renovation 
this year. Projects range from mod- 
est face-lifting with a new exterior 
and removal of ginger bread, to 
larger windows and more extensive 
remodeling jobs. 

A new front is appreciated as the 
first essential step in modernizing. 
There’s a general understanding 
that a front should be kept clean in 
design and that in all cases the ma- 
terials employed should be those 
sold by the dealer. 

Within the showroom, moderniz- 
ing next year seems to be emphasiz- 
ing quality materials. This holds 
good for everything from floor tile 
to lighting fixtures. 

Few dealers seem content to in- 
stall minimum materials with a 
sales drive for more consumer busi- 
ness just ahead. 


Air Conditioning 
Before this survey, few experts 
in the industry realized the number 


Physical Plant Planning for 1956 


you plan to remodel your showroom in ‘56? Yes 28% 


you plan to build a new showroom in ‘56? Yes 21% 


you plan to improve your office operation in ‘56? 


New equipment 27% 


Improved methods 56% 


you plan to remodel your sheds, warehouses is ‘56? Yes 64% 


you plan to build new sheds, warehouses in ‘567 


you plan to buy mechanical handling equipment in ‘56? 


Lift trucks !8.2% 
ls your showroom air conditioned? 
. Do you plan air conditioning? 


What type would you use? 


Conveyors 9% 
Yes 33% 
Yes 18% 


Window 60% 


Yes 41% 


Trucks 52% 


Floor mode! 40% 
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of showrooms already air condi- 
tioned. The figures show that to- 
day 33% have air conditioning, at 
least partially in the showroom. 
About 18% of the dealers replying 
to our questions planned to install 
air conditioning next year. Nearly 
60% will buy window units and 
10% more permanent floor units. 

American Lumberman is grati- 
fied that anticipating this need, we 
began a series of store designs in 
May of this year. Presently, we 
have available detailed blueprints 
for fixtures which a dealer can 
make in his own shop at low cost. 
We also offer an architect consult- 
ing service on both new and re- 
modeled store buildings. 


Sheds and Warehouses 


: SS. 
Just one fact highlights this side 
of the business over half of the NEW SHOWROOMS will be built by 21% of the dealers responding to the 
dealers answering the survey ques American Lumberman survey. Above, the new buliding of Hillsdale Builder 


tions plan to remodel or build new Supply Co., San Mateo, Calif 
sheds and warehouses in 1956 

Remodeling is popular in every 
section of the country 64% will 
do something with their sheds or 
warehouses next year. Most of the 
jobs will be projects with improved 
materials handling the ultimate 
goal. We plan special articles to 
help dealers with this problem 

New sheds and warehouses will 
be erected by 41° of the dealers 
replying. Most of these new build- 
ings will be of light, low-cost design 
planned to serve a specific purpose 
Sheds open on three sides, which 
are planned for selling piece-priced 
materials to the general public, ap 
pear to be especially popular. 

The big conventional warehouses, 
like the new showrooms, seem to be 
on the super-side. The designs we 
have seen call for roof inserts with 
plastic materials for natural day- 
light, rest rooms and lunch rooms 
for yard employes and new stand- 
ards for fire safety. 





Mechanical Equipment Courtesy Pittsburgh Plate Glass Co 
REMODELED SHOWROOMS are planned by 28% of the retailers in this survey 
ah , Photo is of the Earl Huston Lumber Co., Wichita, Kansas 
To equip. these new and re 

modeled warehouses and _ sheds, 
dealers plan to buy lots of equip- 
ment. About 52% will purchase 
new trucks in 1956. The lift truck 
is the most popular item of mate- 
rials handling equipment 18.2% 
plan to buy one or more lifts in the 
new year 


Office Equipment 


More new office equipment will be 
purchased in 1956 to keep opera- 
tions moving more smoothly. This 
survey shows that 27% of the deal- 
ers will buy new office equipment 
next year and that 41% plan to de 
velop new office techniques that are NEW SHEDS are scheduled by 41% of the dealers queried. Above is ¢ 
more efficient for consumer selling at Hillsdale Builders Supply Co., San Mateo, ¢ 
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Accent on Merchandising in the New Year 


The new aggressiveness of to- 
day’s retailers of building mate- 
rials is especially apparent in a 
study of their merchandising 
plans for the coming year. 

With “Operation Home Improve- 
ment” schedtiled to begin in Janu- 
ary by President Eisenhower, the 
status of outside salesmen to sell 
remodeling is especially import- 
ant. This survey shows that 22% 
of the respondents plan to add a 
salesman in 1956. And 44% al- 
ready have one or more salesmen. 
This will mean that soon 66% of 
the dealers will have a salesman 
or salesmen actually calling di- 
rectly on customers. 


Advertising Pians 
Dealers will also be asking for 


business with greatly expanded 
advertising programs. Newspaper 
ads are preferred and 43% of the 
retailers answering the survey 
planned more advertising in the 
coming year. Just over 1% of 
gross sales will be spent for news- 
paper ads. The average dealer will 
spend $1,460. 

Direct mail will be increased by 
48% of the dealers replying to the 
American Lumberman survey. Re- 
tailers plan to use both their own 
and manufacturers’ materials for 
their campaigns. A growing num- 
ber of dealers plan to develop their 
own direct mail in 1956. 

Radio seems to be less popular 
than other media with dealers. 
Only 7% of the respondents are 


now budgeting dollars for radio 
advertising. 


Special Events 


Open houses will be scheduled 
by 42% of the dealers next year. 
The pattern for open houses is 
now fairly well established and 
retailers seem to enjoy meeting 
their customers informally. Like 
everything connected with this 
business, the trend now seems to- 
ward all-out affairs rivaling a 
barbecue in Van Horn, Texas. 

By way of contrast, only 15% 
of the respondents planned home- 
owner clinics in the new year. The 
press of business and the difficulty 
of securing qualified instructors 
were cited as the reasons for waiv- 
ing use of this promotion. 


Merchandising Planned for 1956 
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A 
Space 547, Sherman Hotel, 


cordial invitation, 


NAHB Convention. 


QUICK-LIFT-OUT 


almost as easy as opening a door. 


“MICROMETER” ADJUSTMENT 


a thumb-and-finger twist stops rattles, sticking, 
and drafts. 


PATENTED BALANCE 


so efficient that even big windows “Finger Lift.” 


AND ALL FOR VERY LITTLE 
MORE MONEY... 


ARB Wood Windows 


That's the whole story on A.R.B. Wood Windows. It's 
why more than a million have been installed in just 5 
years. It's why A.R.B. is now fourth in the industry. 
And it’s why A.R.B. will open up your window market 


with more, solidly satisfied customers. 


Lumber Dealers, 


= or 
by B Window Sales Company 


19433 John R Street Detroit 3, Michigan 
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Dealers Say “We Must Be Sold New Products” 


With showrooms being improved 
and increased in size, retailers are 
now in a position to add many new 
lines to make customer service 
more complete. 

In this survey, dealers repeat 
time after time “we must be sold 
new products.” When they stock 
a line they want all the facts need 
ed to make a logical decision from 
the manufacturer or jobber 

This includes an honest apprais 
al of the market potential for the 
product in the dealer’s area, the 
items required for a_ balanced, 
reasonable inventory and assist 
ance in the way of display and 
merchandising generally. 

Dealers report that last year 
they added many new lines of 


products, which paid off profit- 
wise. The products most frequent- 
ly mentioned were folding doors, 
combination windows and doors, 
floor tile, plastic tile, ready-hung 
doors, laminates, custom kitchens, 
builders hardware, hand and pow- 
er tools, jalousies, plumbing, ap- 
pliances and various types of pre- 
cut or packaged homes. 

In the coming year these same 
products, dealers say, will con- 
tinue to be added or further mer- 
chandised across the country. Sev- 
eral new products, however, joined 
the list of new items dealers will 
add. Air conditioning for sale was 
often mentioned along with built- 
in electric ranges and ovens. 

There seemed to be a strong in- 


terest in the new prefabricated 
farm buildings. Better grades of 
lumber will be stocked by more 
dealers in 1956. Many will add the 
new low cost electric and elec- 
tronic garage door controls. Al- 
most every retailer seems to be 
interested in adding pre-cut, pre- 
finished or ready-to-use materials 
and products. 

To sell these products dealers 
seem to prefer temporary display 
materials by a 3 to 1 ratio over 
permanent type displays. Retail- 
ers do suggest that copy on dis- 
play tools should be made more 
forceful and effective. The most 
widespread complaint was lack of 
sufficient samples to give or show to 
customers. 


Some of the Products Dealers will add in ’56 


Lal 


; er | co. 


Prefabricated buildings 


44 











Folding Doors 
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FROM THE WORLD’S LARGEST 


FLEET 
truck mixers of Colonial Sand and Stone Co.. Inc.) this 
Jaeger “horizontal” unloads concrete for paving the deck 


(210 Jaeger of the New 


York Thruway’s Tappen Zee Bridge. 
schedule called for a production average of six 
bays requiring 250 yds. each 6 hours, 


In the world’s largest and smallest fleets .. . 


Jaegers deliver more payloads 


The 210 big Jaeger truck mixers 
of Colonial Sand and Stone Co. Ine. 
in New York City, and the one and 
two Jaeger truck mixers that comprise 
many small fleets, alike produce greater 


average payloads for their owners. 


This greater productivity is possible 
the 
fastest charging, mixing and discharg- 
the market today 

weight-engineered to haul full payloads 


because Jaeger truck mixers are 


ing mixers on 


legally and long-life engineered to main- 
tain their high production month in, 


month out, with a minimum of time 


(and money ) spent in maintenance. 


It all adds up to this: More concrete 
is sold in Jaeger truck mixers than by 


any other method. 


Jaeger. as the industry leader. builds 
the broadest line of truck mixers avail 
able. to meet the widely varying needs 
of different plants, local practices, 
weight limitations, and payload require- 
ments. Your Jaeger distributor knows 


your own local conditions and how 


Jaeger basic units can be most efficiently 
equipped to serve your particular re 
quirements. Check with him. or write 
today for catalog learn how Jaeger 
truck mixers can serve you. 


Jaeger fast charging. mixing and dis harging 
High Dump” the 
most 


mixers are 
These 


available 


standard for 
Mix-Plus® 
with either open-end 
Maxi-Loader or perfected sealed-end loader 


areas today laeger 


mixers are 


THE JAEGER MACHINE COMPANY, 


160 Dublin Avenue, Columbus 16, Ohio 


LOADERS @ 


BUILDING PRopuCcTs 


COMPRESSORS 


MERCHANDISER 


PUMPS © CONCRETE MIXERS © 


PAVING MACHINES 
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...»FOR THE DEALER 
H .. +e FOR THE DEALER 


LUDMAN PRODUCTS ARE YOUR KEY TO MORE SALES! 


Famous LUDMAN Products are your best assurance of 
big volume. For LUDMAN creates the market for you .... 


LUDMAN | promotes heavily . . . . directs its efforts towards your 
customers .... and creates a demand for LUDMAN 
lu ()- 0 Products. The famous AUTO-LOK Wood Window ... . 


and every LUDMAN Product .. . . has a big success story. 
wenae. weenenes [=__} There is no better line... .no line so valuable to a dealer. 


Seals tighter than 
a refrigerator 


FLEXIBLE USE 


Ask your jobber for LUDCO single sash wood windows to fit a ae 

home ... and thousands of new homes are designed with this #ingew BIG HOUSING MARKET 

in mind. Builders like this inexpensive, completely flexible stylet 

can be stacked in multiple banks, vertically and horizontally, BOTH TYPES OPEN WITHOUT 
beauty and quality. Both help to increase home sales. These Lud a- 

tures help you get more than your share of the market...units f ee, TOUCHING SCREEN 

with either roto-type operator and concealed hardware, or 

type hinge and push bar with or without hardware cover pla 
continuous heads, sills, and jambs that retain attractive narra 

lines ... completely weatherstripped . . . the easiest operating r 

est, positive-acting hardware yet designed .. . assembled for muse 
easy installation. Yes Sir, LUDCO assures you of quality at @ Brie 


ENDLESS VARIETY OF COMBINATIONS 


Ludman provides greatest selection of possible combina 
window arrangement .. . greater flexibility for Ludman AU 
and LUDCO single sash units match. LUDCO single sash har 
also available for LOF-type frames or any size awning 


ADD EXTRA SALES 


Send coupon now for details. vig 
se ae nwaeannaeaanseawaae = ewe aw a arn 


LUDMAN CORPORATION, North Miami, Floride — Dept. AL-I12 


Please send full details of Auto-Lok Wood Window Single Sash 
Roto-Operated Window [_| Single Sash Wood Push-Out Window 


LUDMAN (40:0lim 


— 
saath 
io 
= ; 

See tke i ae 
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Best Wishes for joy and happiness through- 


out the Holiday Season and the New Year 
from Packy and all his friends at Pack River. 


PACK “ZS RIVER 


TREE FARM PRODUCTS 


P. O. BOX 64 SPOKANE, WASHINGTON 
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American Lumberman Exclusive 


ANOTHER GOOD HOME-BUILDING YEAR is forecast for 1956 with 


around 1,200,000 private homes scheduled for construction 


One Expert's Prediction 





1956--Biggest Building Year in History 


Home improvement field 
offers dealers single largest 
market (almost 33%) in 
another boom construction 
year. 


By W. C. BOBER 


Economist, Johns-Manville Corp. 


In 1956, we should have the big- 
gest building year in al] American 
history. Unless and this is 
hardly likely more people than 





down into four divisions: 
New construction 
private non-re 


pub Cc. 8 kind 


j 
siterat r repair 


alterations, repairs.” 


struction industry. 





1956 Construction Breakdown by Dollar Volume 
This is how the estimated $65 billion volume in 1956 construction breaks 


private residential 


ler tial 


Note that the biggest chunk of the $65 billion construction picture is 
the frequently under-estimated and ignored division, “modernization, 


This tremendous section (of which the fix-it and do-it-yourself markets 
are only modest portions) is the biggest single factor in the entire con- 


$16,500,000,000 
14,720,000,000 22.4 
| 3, 100,000,000 20. 
2!,200,000,000 32.4 


25 2° 


$65,520,000,000 100%, 








I think possible get cold feet be- 
cause of the recent irrational be 
havior of the stock market. 


The stage in 1956 is set for over 
$65 billion of construction of all 
kinds. This includes moderniza 
tion, alteration and repair of exist- 
ing structures as well as new con- 
struction. It makes building, by 
all odds, America’s biggest in- 
dustry. 


So gigantic has this industry 
become that over 16% of the total 
economic activity of the United 
States (our total output of goods 
and services) is now construction. 


The modernization market is the 
biggest single sector of the con- 
struction industry, almost one 
third of its grand total, amounting 
to over $21 billions. It is far more 
immune than new construction 
from violent ups-and-downs. 

It is likely that in the owner-oc- 


cupied residential sector alone, 
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somewhere close to $7.9 billions 
may be spent on modernization, re 
modeling, alterations and repairs 
in 1956. This includes a huge 
amount of do-it-yourself, incalcu- 
lably bigger than before the war 
for four reasons: 

1. The short workweek and long 
two-day weekend have given in- 
numerable homeowners leisure to 
work on their homes. 

2. Great numbers of young 
homeowners are veterans, who 
learned to use their hands in war- 
time. 

3. Myriads of youthful home 
owners had to move into any kind 
of dwelling they could get in the 
earlier years of intense postwar 
housing shortage. With the com- 
ing of the second, third, and even 
fourth child, they have to alter 
and enlarge their homes. 

4. The great increase in supply 
of small power tools within easy 
buying range of the average home- 
owner. 

On top of the huge but still bad 
ly underrated owner-occupied mar 
ket, we have an immense tenant- 
occupied residential modernization 
market. In this sector, statistics 
are still very inadequate. It is 
possible that, at the least, $2.8 
billions will be spent here in 1956. 
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REMODELING BUSINESS, such as the conversion of this garage into 


an added room, will total almost 33% of total construction for 1956 


Home building outlook. Home 
building next year is likely to be 
slightly bigger in money volume, 
but slightly smaller in number of 
dwelling units than in 1955. But 
the stage is set for big increases 
in some other classes. Industrial 
should be about 18% bigger and 
commercial 15% more than in 
1955. All social construction and 
installation of utilities should ad 
vance sharply because all of them 
have lagged behind the housing 
boom. 


In the long run, projecting our 
minds ahead a decade and a half 
when the tidal wave of war and 
postwar babies will have become 
a corresponding tidal wave of pro- 
ducers, consumers and home-want 
ers, the construction industry will 
reach dimensions that dwarf even 
today’s. By 1970 we should expect 
an annual volume of $100 billions 
of construction. 

Big expansion ahead. Since 
Pear! Harbor the United States 
has been, almost without a break, 
in the greatest expansive period 
in its entire history. That period 
of expansion is far from over. On 
the contrary, it is just getting well 
under way. 

It will continue for decades to 
come. And before it is over, it will 
have utterly transformed our 





Outlook Summarized | 


This is how the 1956 con 
year looks as we gi 
says Mr. Bober 

Overall expenditure—$65 

billion 

New homes—1!,200,000 

Commercial—-+- 15°/, 

Industrial—-+- 18°, 

Modernization—$21 billion 











country. Needless to say, in that 
transformation, the construction 
industry will play a truly colossal 
part. 

Sasically, all things economic 
depend on people. The key to the 
vast expansion ahead is popula 
tion. In the depressed decade of 
the 1930’s our popwiation  in- 
creased by less than 9 million. In 
this decade it is increasing by 
roughly 27 million. In the next 
decade it could well be 30 million. 
Somewhere in the period 1980 to 
1985, only a generation ahead, the 
population of the United States is 
very likely to reach the quarter 
billion mark or 85 million more 


(continued on next page) 
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people than we have today. 


That is the pemeny key to the 
picture of the future. In this dec- 
ade we are adding three times as 
many people to the existing popu- 
lation as in the decade of 20 years 
earlier. There is of course a rea- 
son. Since the 1930’s the birthrate 
of the United States has risen by 
over 50% and has stayed there, 
year after year, on a high plateau. 

Inexorably, this immense crop 
of war and postwar babies grows 
up and adds to the flood of pro- 
ducers, consumers and home-buyers. 


As a result, everything in this 


country — the manufacturing and 
housing resources, our stores and 
offices and highways all become 
too small to cope with the flood of 
population. Only by an enormous 
construction effort can the coun- 
try’s physical plant remain ade- 
quate. 


At the same time, technological 
progress is advancing at a pace 
such as the world has never 
known. A thousand research lab- 
oratories pour out their new prod- 
ucts. The electronic revolution 
marches on. Atomic energy is here 
to give mankind power beyond the 
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wildest dreams of the past. Pro- 
ductivity per man hour, which for 
decades has been increasing at the 
rate of 2% a year, has leaped for- 
ward to 3% per year, compounded 
annually — a truly enormous in- 
crease of fateful proportion. These 
things will utterly change the 
world as we know it today. 


As a result, while the surge of 
population makes everything TOO 
SMALL, the march of technology 
makes everything OBSOLETE. 


Our factories and dwellings, our 
schools’ and stores, our cities and 
towns and highways, even entire 
countrysidés, will. be immensely 
expanded, modernized and rebuilt 
in the generation ahead. This is 
the construction industry’s meat. 
Its future is assured, on a truly 
titanic scale, as far as any man 
can see ahead. 


Setbacks we will have of course. 
Economic activity never advances 
unbrokenly in a straight line. But 
the setbacks will be brief and no 
such depression as in the 1930’s 
will ever again happen in the for- 
seeable future. 


For one thing, there exists in the 
world today a totally new philoso- 
phy about money. Right or wrong, 
that philosophy is universally ac- 
cepted today by all governments, 
political parties and money man- 
agers in the Western world. Money 
is no longer tied to gold. It is con- 
ceived of today as merely the 
necessary lubricant to keep the 
wheels of commerce spinning at 
top speed. The lubricant is to be 
supplied in an ample and steady 
stream by our money managers, 
the Federal Reserve system, so 
that employment, industry, com- 
merce and construction may re- 
main at permanently high and ris- 
ing levels as long as the nation 
keeps on growing. That is the 
modern concept of the function 
of money. It permits of no such 
vast deflations and depressions as 
we have had in the past. 


It is only when the bottom of 
the labor-supply barrel has been 
reached and factory capacity is al- 
most fully utilized that the money 
managers of today take steps to 
throttle down the flow of money. 
If demand for goods goes beyond 
the power of labor and machines 
to fill it, you don’t get additional 
production or consumption. What 
you get is an inflationary rise in 
prices! And that is the point at 
which prosperity turns into infla- 
tion with its inevitable relapse 
into recession. 

That point was practically 
reached by the American economy 
last fall. Hence the money manag- 
ers moved in to tighten up money 
and FHA and the Federal home 
loan banks increased down pay- 


(continued on page 52) 
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INCINERATORS 


FOR THE “HOTTEST” MARKET 
DEALERS HAVE TODAY 


for apartments ¢ schools 
e stores @ hospitals ¢ institutions 


e factories @ industrial plants 





Dealers everywhere are profiting from 

the increased sale of incinerators! 

The Donley line includes standard models of 
flue and floor-fed (charge through fire door) 
design as well as units for use in small and 
medium size plants, gardens or estates. Pre- 
fabricated steel-shell units also are available. 


AVE 





All Donley Incinerators feature greater waste 
disposing capacity through the utilization 
of an automatic burning principle. 





With Donley plans and parts, local 
contractors can build complete incinerators 
... profit from this growing market! 


Write today for full information 
about Donley incinerators. 





OTHER DONLEY PRODUCTS TO SELL 


» Garbage 


ca SS SoReceiver 
. = 


Ash Pit Door 


~ Fa 


Package 


&. 


z 
Receiver 
, 


Steel Area 
Wall 


TT TET] Dd deh bh ll ll 


No. 23 Range 
Ee i ‘ Assembly 


Zz => Basement 
“SUPERMARKET-SHOPPING” at Donley Wiadewe 





saves you money. os 


ah 


Attic Ventilator , 


13928 Miles Avenue + Cleveland 5, Ohio 
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ments on homes, shortened the re- 
payment period of mortgages and 
made it somewhat more difficult 
for people with too little means to 
go too deeply into debt. 


Estimated home starts. These 
controls will do the building in- 
dustry little harm in the short run 
and a lot of good in the long run, 
by preventing excessive fore- 
closures among home-buyers and 
bankruptcies among builders and 
dealers. It kicks the unhealthy 
froth from off the top of the build- 
ing boom while the deep stream of 
sound demand keeps on flowing 
serenely underneath. 

It is likely that instead of build- 
ing homes beyond the powers of 
the market to absorb next year, 
we will start in 1956 only around 
1,200,000 or maybe a little less. 
But that will nevertheless be a 
very good year. And if home starts 
should fall more seriously, we can 
be sure the monetary authorities 
and the housing agencies will move 
fast to loosen up money and ease 
the terms of credit. 

The permanent need remains 
for a great deal more than a mil- 





lion homes a year for as far ahead 
as the eye can see into the future. 
Family formation has been under- 
stated in most of the public press 
at roughly 650,000 new families in 
1956. That figure is arrived at by 
deducting from the 809,000 net in- 
crease in families expected in the 
non-farm areas in 1956, a sum of 
150,000 to represent the average 
annual decline in farm families. 
That is a wrong way of figuring. 
Non-farm families, living in cities 
and wishing to move, leave for the 
suburban areas. They don’t move 
to the farms. The 150,000 dwell- 
ings that farmers abandon each 
year are null and void and irrele- 
vant in estimating the supply of 
available homes in relation to de- 
mand. The figure to use in 1956 to 
represent the demand for new 
homes resulting from family for- 
mation is the 800,000 net increase 
in families in the non-farm areas. 


Equally irrelevant is the oft- 
quoted rise in vacancies in the 
older parts of the cities from 
which people move away. That is 
not where most people want to 
live today. It is only the vacancy 
ratios in areas where people move 
TO, not where they move FROM, 
that have true significance in the 
equation of home supply versus 
home demand. 


Equally irrelevant is the rise in 
vacancies in some of the cities in 
the older parts of the United 
States. There is a continual tre- 
mendous regional migration, grow- 
ing in volume year by year, from 
the old northeast and the colder 
areas of the middle west to the 
far west and mountain states, to 
the southeast and the Gulf Coast, 
and to the Great Lakes cities. It is 
in these regions of immigration, 
not those of emigration, that 
vacancy ratios have true signifi- 
cance, and in the former they are 
still extremely low. A large num- 
ber of empty homes in, say, Port- 
land, Me., is irrelevant if the va- 
cancy ratios remain low in Port- 
land, Ore. It is from east to west, 
not in reverse, that the tide of mi- 
gration is flowing today, and build- 
ing construction moves with mi- 
gration. 

Migration is now playing a 
colossal role in creating demand 
for new homes. It is becoming al- 
most as important as family for- 
mation. Every year, over 5,000,- 
000 people cross state lines leav- 
ing behind houses that may stay, 
in part, temporarily or even 
permanently empty. But such va- 
cancies in no way detract from the 
need for 5,000,000 homes in the 
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SOLD 


More and more quality-conscious home buyers are becoming _. 
“sold” on the strength, adaptability and beauty of lumber fe 


bearing the stamp of Grade-Marked Southern Pine 
Lumber. They know this stamp is the way to 
tell this superior, versatile wood . . . and 
those who 
That's why you can build sales 
and reputation with Grade- 


to look for 


Marked Southern Pine. 
More saleable .. . 
more avail- 
able than 





SOUTHERN PINE ASSOCIATION+ NEW ORLEANS, LOUISIANA 
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4 > « Fs) FEATURES like 
Ws ; these make 

a customers FAST! 

Roll-formed, V-bottom 

metal track « Lifetime 


‘ONSUME VERTIS- 
CONSUMER ADVERTIS Nylon Ball bearing 


ING pre-sells your cus- 
I ‘ ‘ wheels « Full adjustment. 
tomer! 


SALES have doubled in 
less than 24 months! 


COLORFUL POINT-OF- Easy 11 minute installation 


SALE DISPLAY reduces 


your selling time! 
DEALERS — DISTRIBUTORS 


EXCLUSIVE QUALITY GLIDE-MASTER will be one your fastest moving 
FEATURES assure max- lines. WRITE for free folder today 
imum satisfaction! 

Arthur Cox & Sons, inc., 70 No. Sycamore, Pasadena, Calif. 


Tell me your profit story. Send folder. 
Manufactured by . is ' 


ARTHUR COX & SONS, INC. 


PASADENA, CALIFORNIA 


NAME 
FIRM 


ADDRESS 


cImTy STATE 
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. How this brand name * 
* onlumber helps build business ; 
* * 
+. for dealers A 
* 7 
+ * " x * 


Experience has shown Weyerhaeuser 
4-Square Lumber Dealers that this 
well-known brand name helps them 
strengthen their competitive position 
by attracting new customers and 
holding old customers. 

First, every piece of lumber bearing 
the Weyerhaeuser 4-Square brand 
name is kiln-dried —one of the features 
which contributes to the dealer’s rep- 
utation as a reliable supplier of build- 
ing products of quality. 

Second, consistent advertising over 
the years has made the brand name 
well-known and widely accepted. It 
is easier to sell quality products which 
buyers know and trust. 


*y% x ** 
Th ke ek eK 


Third, Weyerhaeuser 4-Square 
Lumber is carefully milled, accurately 
graded, and loaded properly to pre- 
vent damage. 

Fourth, dealers featuring the 4- 
Square Home and Farm Building 
Services gain the added benefit of our 
continuous advertising in major 
national magazines, plus merchan- 
dising and advertising programs for 
dealer’s local selling. 

For full information covering the 
extra values of Weyerhaeuser 4- 
Square Lumber and the 4-Square 
Home and Farm Building Services, 
talk to your Weyerhaeuser District 
Representative. 


Weyerhaeuser Sales Company 
ST. PAUL 1, MINNESOTA 
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states to which these people move. 
Always, the maxim to keep in mind 
is that vacancy ratios have real 
significance solely in the areas 
where people move TO, not where 
they move FROM. In the former, 
so far, they remain abnormally 
low. 

But the greatest migration of all 
is of course to the suburbs. This 
is a flood the like of which this 
country has never seen. Sparked 
by the automobile which has revo- 





lutionized our transportation, it 
has been immensely accelerated 
by the spectacular climb in the 
birthrate. Because the American 
family is increasingly having a 
third and even fourth child, people 
seek out the greater spaciousness 
of the suburbs, even the non-farm 
rural areas. 


This has given us for the first 
time a real and steadily growing 
replacement market. This is an 
historic development of top-rate 
importance to the building in- 
dustry. It ranks with a correspond- 
ing development in the automobile 
industry in the late 1920’s when 
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“GALVANNEALED” FARM FENCE —-Noth 
ing can touch Mid-States Galvannealed for 
long life, ability to last. It’s triple-wrapped, 
heavily-crimped— built to resist expansion 
and contraction. Through a special heat proc- 
ess, the copper-bearing wire has a thick 
coating of protective zinc fused into the steel! 


GOOD BUY FOR THE FARMER! 
GOOD DEAL FOR THE DEALER! 











¢< 


HEXAGON NETTING —Unrolls 
flat, does not buckle or curl be 
cause it is constructed with a re 
verse twist at the junctures of the 
wire strands, Made in | and 2 inch 
mesh. Galvanized before weaving. 
Available in 150 ft. rolls. 

















MID-STATES 


Steel & Wire Products 


“GALVANNEALED” BARBED WIRE— 
Stays on the job long after ordinary galva- 
nized wire must be replaced. Made of copper- 
bearing wire with protective zinc fused into 
the steel. Barbs well-pointed and uniformly 
spaced on evenly twisted cables. Types and 
weights available for all needs. 











\ MID-STATES STEEL WIRE 
\ NAILS—Made from ful!-gauge, 
open hearth, copper-bearing steel. 
They're strong, well pointed, uni- 
form and have well-centered heads 
that won't fly off or break. Bright, 
blued, cement coated or galva- 
nized finishes, packed in 100 
pound cartons. 





the bulk of demand for the first 
time started coming from people 
who turned in and replaced old 
cars with new. 

Replacement in the housing in- 
dustry at the present time, takes 
place not mainly by pulling down 
old dwellings in the central city 
and building new ones at the same 
sites, but by people moving out of 
the old dwellings into newly built 
homes out in the suburbs. It is 
nevertheless a true replacement 
market and an increasing number 
of the old dwellings from which 
people move, unless satisfactorily 
modernized, will ultimately be 
demolished. 


This process is being powered 
by the spectacular revolution in 
incomes since the days of Pearl 
Harbor. The average annual fami- 
ly income is now $4,400 which is 
enough to carry payments on a 
new house costing 21 times that, 
or $11,000. For that price, the 
home builder has been giving ex- 
cellent value. Thus, the average 
American family can now, for the 
first time in our history, afford 
not a second-hand, but a NEW 
home. 


So rapid is the rise in incomes 
that each year a good deal over a 
million families cross the $5,000 
annual-income mark. In another 
year or two of prosperity, over 
half of all non-farm families in 
the United States will have an an- 
nual income of $5,000 or over and 
therefore be able to afford a new 
$12,500 dwelling. 


Compare this with the prewar 
situation. In 1940 not even 25% 
of American non-farm families re- 
ceived $2,000 a year or over and 
could afford a new $5,000 home, 
for which price a new dwelling 
could be built in those far-off days. 


Probably no later than 1957, 
most American families, even 
many of those just married, will 
demand a newly built home or 
an existing home so completely 
modernized that it will be as good 
as new. 


It so happens that American 
families of today don’t want to 
live in yesterday’s homes, obsoles- 
cent and inadequate by today’s 
standards. And as the actual ma- 
jority of families in 1956 or 1957 
will have the incomes to afford 
NEW homes, they will move. 


The owners of the antiquated 
dwellings have only one alterna- 
tive: modernize or demolish. Not 
superficially, with paint and patch- 
es, but drastically and radically 
from basement to roof to make 
them at least as attractive as the 
average suburban dwelling of to- 
day. Fortunately for these owners, 





. EL AND WIRE COMPANY the rate of population increase is 
MID-STATES STE ' ee a so spectacular and the housing de- 
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The One Name that Guarantees 


SINK FRAMES 


* 
\ 





RED CEDAR MAGIC brings 
pete inciopnciotonm \ Ti} Fedecrtents alin: | new life to spring sales 


clamp-down sink frame puts Guaranteed Sizes to Fit. 


quality and dependability Years of leadership and : ‘ 
into every sink and vanity tradition of superiority are Start now to create new sales in the re- 
top. a part of every HUDEE 


Sink Frame. You know modeling and expansion market. Sell the 
You have a feeling of confi- you've used the best 


dence and satisfaction when when you use HUDEE. magic of Western Red Cedar to make good 
old homes new, regardless of the present 
exterior—brick, stone or stucco. Your cus- 
tomers will enjoy the smart new simplicity 
and natural beauty of Western Red Cedar 


Siding...nature’s quality wood ! 


It costs no more for the “‘grown-in” quali- 


ties of Western Red Cedar. It’s easier to 
‘oe : sell because it is high in paintability, applies 
the frame fast, is split resistant, works easily, resists 
rot and termites, is full of natural insula- 
tion—and holds its shape in all kinds of 
weather, generation after generation. 
NATIONALLY 


100% WATERTIGHT— 100% SANITARY ADVERTISED For Merchandising, Modernization and 
No callbacks —No bacteria breeding crevices Leading magazines 


tell 
COMPLETELY SELF-SEALING off Remeowners 
- - : the advantages 
Patented installation — Seals itself 


of Hudee. 
EASY TO INSTALL — 
No rabbeting, scribing or special tools wN € S E R N 
USE WITH ALL TOP COVERINGS 
Plastic laminates, linoleum rubber 


FOR AU FLAT RM sin BOWS (attra hein rome RED LDAR. 
With either round or square corners 4 me sink trame 


» bearing these 
STAINLESS STEEL OR ALUMINUM quality seals LUMBER 


Your choice —to match other trim 
SOc1atT! °* 


4403 WHITE HENRY. STUART BUILDING, SEATTLE 1, WASHINGTON 


Technical Information, write us... 


Call the Hudee Distributor in your crea or write — 


225 West Hubbard St. - Chicago 10, Illinots Whe Cndusngly Cbadttific! Wood 


IN CANADA: Welter E. Seick and Company, iid. - Toronto 
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PUBLIC CONSTRUCTION, like these 
low-cost apartment projects in New 
Orleans, will constitute about 20% of 
the overall building volume in 1956 








BIGGEST BUILDING YEAR 


(begins on page 48) 





mand of the future so great, that 
there will be a place for both new 
dwellings and fully modernized 
old ones for a long time. 

Space prevents detailed discus 
sion of other modernization sec- 


tors. There is of course an im- 
mense amount spent in expanding have got because it will be of 
and keeping up to date the stores, 
other commercial structures, utili- 
ties and factories. 

My advice to builders and deal- 
ers is this: go after the 1956 new 





NEED FOR SCHOOLS will help expand commercial construction next year. Deal- 
ers with trained salesmen will find a profitable field here. 


construction market with all you 


fabulous proportions. But never 
for a moment ignore, or underesti- 
mate that immense one-third 
chunk of all construction: the 
modernization market. 





HOW TO BUILD MORE 
SALEABLE SPACE INTO HOMES 


Write today for 
FREE 

BESSLER 
CATALOG and 
WALL CHART 
showing how 
easily and 
economically 
you can use 
BESSLER 
DISAPPEARING 
STAIRWAYS 

(7 Models) 


to assure more 





cubic feet per 
building dollar! 


IMMEDIATE 
DELIVERY 
assured on all models! “fe 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900-8 East Market Street, Akron 5, Ohio 














SPRING! 


tHe best DO-IT-YOURSELF season 


of the entire year 





DOZENS 


of refinishing jobs this Spring are 
going to require the use of Wood 
Scrapers. Cash in on this profitable business by 
selling a kit of three assorted scrapers instead 
of just one. Three books of ex- 
tra blades are also included to 
make this kit an outstanding 
seasonable buy. Order them 
from your regular jobber. 






KIT RETAILS 
FOR ONLY 


5198 


THE FLETCHER-TERRY CO. 


802 SOUTH STREET + _ Forestville, Conn. 
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ATLANTA CONTRACTOR CALLS THEM... 


the mixer champs 


Listen to Mr. E. J. Kelley, vice president and gen- 
eral manager of MacDougald-Warren, Inc., con- 
struction contractors of Atlanta, Ga., as he praises 
his new Mack B-42 six-wheeler concrete mix trucks. 


cr 


I'hroughout the Greater Atlanta area, which we 
serve,” says Mr. Kelley, “no other trucks can meas- 
ure up to Mack six-wheelers for mixer operation, 
both in heavy traffic and over rough ground. 


They’re champs for economy and dependability 
because they’re free from breakdowns on the job.” 


Wherever you go, you'll find plenty of prominent 
concrete mix operators like Mr. Kelley who 
swear by Macks. For trucks that will keep rolling 
under heavy payloads .. . in fast, uninterrupted 
schedules . take their tip and make greater 
profits with Macks. 


MACK TRU CK S&S Empire State Building, New York 1, N. Y. 














now...lath and plaster 


when you build with the 


Three Keys to Stronger Plaster 
KEYMESH - KEYCORNER : KEYBEAD 


SELLING FOR YOU 


Advertising like this is constantly 
broadening your market for Keymesh, 
Keycorner and Keybead sales, in 
addition to the gypsum lath and 
plaster required. It will pay you to 
tie in now with the expanding profit 
opportunities of the Keystone line. 























are better than ever! 


Every day, builders and contractors are discovering 
the big advantages of building with plaster reinforced 


with Keymesh, Keycorner and Keybead. 

For example, Keymesh adds 50% greater fire safety 
to plaster ceilings in frame construction. It triples the 
fire endurance limit of open web, steel joist construc- 
tion. And when you fireproof steel beams and columns 
with Keymesh reinforced plaster, the reduction in the 
insurance rate soon pays for the fireproofing. 

Keycorner economically provides the extra strength 





3 KtiysT 
STROMCER PLASTER 





Blaine Orake, architect 





that takes the worry out of trouble spots like corners, 
wall-ceiling junctures and joints. 

Keybead allows exacting work on outside corners 
where ordinary beads fail. You save time and money. 

In addition to these hidden values, the Three Keys 
help make plaster even more beautiful, more easily 
adapted to any design requirement. 

For far better construction that costs very little, 
ask your plastering contractor to figure your jobs with 
the Three Keys to Stronger Plaster. 


KEYMESH 


| KEYCORNER oe 
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Courtesy Marsh Wall Products, Ini 


BASEMENT RECREATION ROOMS can be finished off attractively 
with plastic-finished panels in blocks and large sheets 


Remodeling Will Set Record in ’56 
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By CYRUS B. SWEET 


Assistant Commissioner, FHA 


The year 1956 will produce the 
largest home improvement and re- 
modeling program this country 
has experienced. 

This is not a fanciful statement, 
it is based on facts and reason. 
The facts are so compelling that 
they force the conclusion. These 
facts are not isolated instances, 
they are an accumulation of forces 
which combine to make the outlook 
so promising. 

Contained in this design for 
home improvement for °56 are 
these facts: 

KITCHEN COUNTER TOPS can be a do-it-yourself project with the 1. 


Labor is joining industry in 
ald of today’s fast-drying plastics 


promoting small jobs. 
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- 
ADDED ROOM offers a major remod 
eling market in the areas where small 
post-war homes were built 


Six reasons why 1956 


will be a banner year. 


TWO-CAR GARAGE i increasing 
with trend toward multi-car families 
and need for more storage space 


2. Subcontractors are planning 


to become prime contractors. 

3. Large contractors are eyeing 
the home improvement field 

1. The daily press and home 
service magazines are contribut 
ing millions of dollars in free ad- 
vertising. 

5. A soap company is sponsor- 
ing its product through a home 
improvement contest 

6. Cities are taking the initia- 
tive and the manufacturers of 
building materials are joining 
with trade associations and cham 
bers of commerce all over the 
nation with one objective—to make 
‘’'56—The Year to Fix.” 

These great promotional pres 
sures, all directed toward improv- 
ing the home, are bringing to- 





BUILDING PropucTs MERCHANDISER 


gether the separate trades of man 
ual skill into a solie industry 

For the first time home improve 
ment and its every ramification 
may be called an industry—and 
big business. 

In 1954, modernization was a 
$13,500,000,000 business. New resi 
dential construction for that year 
amounted to an estimated $14, 
500,000,000, or 42% of the light 
construction volume. Only 3 per 
centage points separated the dol 
lar volume of these two types of 
construction. 


Vast market. Some of the rea 
sons why the nation is ripe for a 
great surge in home remodeling 
are: one-half of the country’s non 
farm homes are now more than 30 
years old. There are 30 million 













homes in this country that have 
not been painted in 10 years or 
more, 

The Bureau of Census reports 
that over 39 million dwellings lack 
some items considered every day 
bathrooms, 
electric lights, central heating, 
etc. 

The market for home expansion 
is ready and waiting it only 
needs to be sold. Much of the new 
construction since the war has 
been in the small home class 
These homes were quickly and 
cheaply built to meet the imme 
diate needs of veterans and others 
who had been doubling-up_ in 
quarters 

There are two million G.I. home 
owners who are now bursting their 


essentials such as: 


(continued on page 127) 
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With WINTON 
in the picture... 


WINTON 


Producers and distributors 
of high-grade, fast-selling 
7 Western White SPRUCE 


you get better quality white SPRUCE 





Va 


Minnesota 


~ 


Call or Write these WINTON MEN 
Ohio 


4. M. Ellison 
316 Marion 
Building 
Cleveland 


Wisconsin Iinois 
W.E. Lenz 
P.O. Box 32 


Wauwatosa 


H. H. Grace 

4554 North 
Broadway 
Chicago 


Lovis F. Huet 
3100 West 
Lake St 
Minneapolis J. A. Westrup 
2542 North 
Richards 
Milwaukee 


C.D. Hess 
P.O. Box 5001 


Columbus 


Fred Cool 
3100 West 
Lake St 
Minneapolis 


LeRoy Andrews 
P.O. Box 27 
Normal 

lowa 


R. W. Hamilton 
P.O. Box 376 
Mason City 


T. H. Gardner 
P.O. Box 66 


Cincinnati 


W. A. Oliver 
P.O. Box 202 
Rockford 


R. C. Nelson 
3100 West 
Lake St 
Minneapolis Mike Morrissey 
P.O. Box 213 
Waterloo 


Donald Olson 
P.O. Box 523 
Davenport 


Michigan 


J. V. Sharkey 
P.O. Box 4721 
Redford Station 
Detroit 


indiana 
R. E. Somers 
3100 West 
lake S 
Minneapolis 


4. P. Gallagher 
P.O. Box 627 


Hammond 











Milled right and delivered fast 
so you can sew up those special 
profit jobs! 


Experience means something in the 
production of Spruce . . . and Winton is no 
Johnny-Come-Lately. We have been at it 

for a long time — nearly half a century in fact. 
And after half a century of continuous 
operation in the prime Spruce areas of the 
continent, you learn how to handle 
Spruce and prepare it the way customers like 
it. Give Winton a trial and see the difference 
this experience makes! 


WINTON LUMBER SALES CO. 


3100 West Lake St., Minneapolis 16, Minn. 


Distributors for The Pas Lumber Co 
Mills at: The Pas, Man., Reserve, Sask., Prince George, B.C. 
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‘ADVERTISED BRANDS PAY OFF.” 


say leading lumber dealers 


“NATURALLY WE FEATURE 
SISALKRAFT and enjoy good profits... 


We’ ve built our business on satisfied customers, 
so we’re happy to push Sisalkraft because it’s 


“We recognize the impor- 
tance of quality, brand-name 
merchandise in our yard. 
Sisalkraft has long been one 
of our best. There are a lot 
of uses for this tough paper 
and our customers always 
want and ask for the best— 
genuine Sisalkraft,” says Mr. 
Gordon G. Coonrod, Mgr., 
C. W. Chapman Lumber Co., 
Waterloo, lowa. 


“It's always good for 
any merchant to push 
the leading brands, 
That's why we stock 
and feature genuine 
Sisalkraft. It's the orig- 
inal and best known 
waterproof reenforced 
paper,” says Mr. J. H. 
(Bert) Laird, J. G. Laird 
Lumber Co., Ashtabula, 
Ohio. 


American Sisalkraft is proud of its reputation among 
dealers all over the country. It will pay you too, to push 


this familiar, 


products. 


Buritpinc Propucts MERCHANDISER 


quality 


line of reenforced waterproof 


the toughest, 
we’ve ever known 


longest-lasting reenforced paper 


and our customers agree,”’ 


says Mr. William Grote, Pike County Coal & 


Lumber Co. 


AM 


, Pittsfield, Illinois. 


i 


“Certainly, | recognize the im- 
portance of quality, brand- 
name merchandise in my yard. 
Sisalkraft has long been a 
profit-maker for me. There's a 
lot of uses for this tough paper 
and my customers always ask 
for only the genuine — Sisal- 
kraft,”” says Mr. Don J. Breyer, 
E. Breyer Lumber Company, 
Dale, Wisconsin. 


ERICAN 


SISALKRAFT 


CORPORATION 
Dept. AL-12, Attleboro, Massachusetts 


Chicago 6 


* New York 17 


San Francisco 5 


(For more dais on advertised products {ill in coupon on page 128) 











i=iF-VaMilatelos7=iiele beauty 
= Wale me \{-t-hdal—j1ge)gele)mrelelaairela: 











Residence in Minneapolis. Thorshov & Cerny, Inc., architects 


There's delight in winter beauty, plus protection from winter 
blasts, in homes you plan or build with Andersen wWINDOWALLS. 
As windows they let in sunshine, fresh air, the view. As walls they 
provide year ‘round protection against cold, dust and moisture. 

For more information on building sales with Andersen win- 
DOWALLS see your WINDOWALLS distributor or write Andersen. 
WINDOWALLS are available from distributors throughout the 
country including the Pacific Coast. 


ANDERSEN CORPORATION « BAYPORT, MINNESOTA 


@TRADEMA ~ 
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Labor costs are expected to in- 
crease their upward spiral in 1956. 
During the past year, wages for 
common labor rose 3.7%; for car- 
penters and other building me- 
chanics, 3.83%. Labor costs are 
sure to go higher under new con- 
tracts which call for renegotiation 
or automatic increases every six 
and 12 months. 

The last stronghold of rugged 
labor individualism—the lumber 
industry—will be the goal of 
union organizers in 1956. Their 
objectives will be: organization of 
non-union yards and mills and in- 
creased wages and fringe bene- 
fits for the organized ones. 

In several cities, teamsters and 
other building trades employed in 
lumber yards will reopen negotia- 
tions for wage increases and 
fringe benefits during the first six 
months of 1956 as provided in 
their contracts. These wage in- 
creases and benefits will probably 
be reflected in higher retail costs 
of building materials and home 
construction. 

In Chicago, current teamster 
contracts will be reopened for re- 
negotiation in May. Currently, the 
hourly wage rate is: materials 
handlers, $2.17; foremen, $2.09; 
graders, $2.04 and tallymen, $1.99. 

In San Francisco, wages for an 
eight-hour day are: 
$17.50; straddle-carrier drivers, 
$18.50; stackers, $18.50 and clerks, 
$17.60. 

New Minimum Wage. In some 
areas, employers are planning to 
make an orderly transition to the 
new $1 per hour minimum wage 
which will be effective March 1. 
Because many firms won’t be able 
to absorb the increased labor 
costs, it will be passed on to the 
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teamsters, 


labor 


No Building Mechanic Shortage 
in ‘56 


Fewer house starts will help provide a reservoir of build- 
ing mechanics for commercial building and remodeling. 
Wage rates will continue their upward spiral. 


consumer. There’s no doubt that 
the wage increase, in some areas, 
will snowball into a general round 
of increases. This pattern has 
been a characteristic of increasing 
the minimum wage since the 25¢ 
an hour minimum went into effect 
in 1938. 

Building Mechanic Supply 
Ample. Home builders in most sec- 
tions of the country will have an 
ample supply of building mechan- 
ics in 1956. There are bound to 
be some local shortages where 
commercial building is more ac- 
tive. 

Wage rates have mounted 
steadily in the building trades and 


are expected to continue upward 
in 1956. On the basis of a Bureau 
of Labor Statistics report, union 
building trades continued to im- 
prove their hourly wages during 
the past three months. Higher 
rates were reported for carpenters 
and the trowel trades. Rate in- 
creases for carpenters were about 
10¢ hourly as an average. Some in- 
creases went as high as 15¢. 
Unions are stepping up appren- 
tice training programs to maintain 
a steady supply of mechanics. 
Most of the major building trades 
experienced a decline in registered 
apprentices from 1950 to 1954, fol- 
lowed by a sharp upturn in 1955. 
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These dealer aids help you 
sell Certain-teed products 


It’s a complete merchandising package that can help you sell all of the 8 basic 
Certain-teed building materials: asphalt and asbestos-cement roofing and 


siding; gypsum wallboard; sheathing; lath; plaster; Fiberglas insulation; paints 


This Home is Protected by 


WOODTEX SHINGLES 


Wt BEST ROOFS 1OU CAN Buy 


CUSTOMER 
GOOD.wit, 
PIECES 


Practical. 


STORE SIGNS 


u 


AND DISPLAYS 


Colorful, eye-catching pieces 
you can use to turn counters, 
wall, floor and window space 
into effective selling areas. 


Counter Cards 
Window Cards 
Decals 

Outside Signs 


you 


buil 


seful iter 
ns f, 
to Live out to or 


7 help 
= ; 800d will. They're 
fis and time Savers you, 
appre, late 
Plasterers’ Caps | 

lasterers’ 

ay Envelopes 
On-the-jop Signs 


Time Book s 


Wall and Floor Displays 
Paint Color Cards 


Graintoa ~* 

Ce 
BUILDING 
PRODUL 


ARDMORE, PENNSYLVANIA 








DEALER 
ADVERTISING AND 
SALES HELPS 


Hard-working, hard-selling 
pies €*s you can use overt 
your own name—lfor new 


papers, radio or direct mail 


4-Color Envelope Stuffers 
Do-it-Yourself Folders 
Blotters 

Ad Mats 

Radio Scripts 


Ask your Certain-teed representative about these Certain-teed products and dealer helps 


Certain-leed 


@CG. U.S. PAT. OFF 


a Quality made Certain . . . Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 


EXPORT DEPARTMENT, 100 EAST 42ND ST., NEW YORK 17, NLY, 

ASPHALT ROOFING © SHINGLES © SIDING © ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER © LATH © WALLBOARD © SHEATHING © ROOF DECKS 

FIBERGLAS BUILDING INSULATION © ROOF INSULATION © SIDING CUSHION 

PAINT PRODUCTS—ALKYD © LATEX © CASEIN © TEXTURE © PRIMER SEALER 
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Tools for almost 





ALL trowel jobs—and they're good as = when 
they're Goldblatt. (Goldblatt T ool Co., 1944 W ainut, Kansas City 8, Mo.) 





EXnOckTon 


omes this combination of dependable service on quality 


SE carload lots from the finest mills or by company owned 


trucks from 14 


conveniently located 


KOCHTON warehouses. 


MIXED CARLOADS OF LUMBER AND PLYWOOD ARE AVAILABLE. 


CHOOSE FROM THIS PARTIAL LISTING IN STANDARD OR CUT TO SIZE SPECIFICATIONS. 


Rotary Cut Ash (Sen) 
Natural Beavtiwall 
Pegged Oak Beouvtiwol 
Prefinished Beavtiwall 
Fir Beauvtiweave 

Birch Plywood 
Aromatic Cedar 
Western Red Cedar 
Douglas Fir 
Mengelbord Gum 
Utility Grade Gum 
Hordboords 

Perforated Hardboards 
Hemasote Products 


Branch Warehouses 
Decatur, IiMinois 
Detroit, Michigan 
los Angeles, Calif 
Saginaw, Michigan 
Grond Rapids, Mich. 
South Bend, indiane 


Rotary Cut Lavan 


Sea Swirl 


Ribbon Striped Lavan Shadowood 


' Sliced Limbo 


Sketchwood 


African Mahogany Spruce Plywood 
Nevamoar Plastic Laminates Plain Sliced Walnut 


Plain Sliced Ook 
Rift White Oak 
Rotary Cut Ook 
Knotty White Pine 
White Pine 
Ply-Veneer 
Plyweave 
Regluing Stock 


Woodtape Plywood Edging 
Hardwood Doors 

Fir Doors 

Combination Doors 
Everside Beveled Siding 
“Crezon™ Faced Panels 
Suite 16" 

Tenex 


CONTACT US FOR YOUR OTHER REQUIREMENTS 


indianapolis, ind 
Minneapolis, Minn 
Cincinnati, Ohio 
Columbus, Ohio 
Milwaukee, Wis. 
Green Bay, Wis. 
Fort Worth, Texas 


NE 


rKOCHTON 


PLYWOOD uo VENEER CO 


General Offices & Warehouse 509 W. Roosevelt Rd. Chicago 7, Ill. TAylor 9-0800 
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Jobbers-Dealers 
Join to Sell Merits 
of Wood Windows 


Seventeen retail and wholesale 
lumber firms in the Saginaw, 
Mich., area are joining in a promo- 
tional program to sell the merits 
of wood windows. 

“We want to get people thinking 
about wood windows and ask for 
more information,” said Helmer 
Hall of Saginaw Sash & Door Co., 
Saginaw, one of the firms sponsor- 
ing the program. 

Hall explained that the Saginaw 
group entered into a 10-week ad- 
vertising program. It started early 
in August and continued into No- 
vember. It is planned to resume 
the program in the spring of 1956. 

The advertising consists of one- 
quarter-page ads published once 
each week. The theme of the series 
is, “Wood windows are best for 
you.” Copy in each ad stresses the 
value of modern treated wood win 
dows. Each ad contains a coupon 
which readers clip and mail, re- 
questing more information. The 
ads are prepared by the news- 
paper. 


Retailers Identified 


The retail lumber dealers par 
ticipating in the program are 
identified in the ads. The copy 
states, “The following dealers car- 
ry and recommend treated wood 
windows” followed by the list of 
dealers. The participating whole 
sale firms are not identified. 

Cost per firm runs approximate- 
y $5-$6 per week, according to 
Hali. 

“There’s an added benefit to this 
program,” he explains, “since this 
is the first time that all lumber 
dealers in the Saginaw area have 
taken a united front.” 

Acting as coordinators of the 
program are the managers of the 
three wood window jobbers in the 
area: Hall of Saginaw Sash & 
Door Co., John Fetterman of Flint 
Sash & Door Co., and Jack Murray 
of Royal Oak Wholesale Co. 

The retail lumber dealers par- 
ticipating include Bliss & Van 
Auken Lumber Co., Brinker Lum- 
ber Co., Fisher Lumber Co., Gra- 
tiot Lumber Co., Furstenberg- 
Braun Lumber Co.; L. C. Smith 
Lumber Co., Saginaw Lumber Co., 
Strable Lumber Co., Sun Lumber 
Co. and West Side Lumber Co., all 
of Saginaw. Also, Hubinger Lum- 
ber Co., Frankenmuth; P. A. Hart- 
ley Lumber Co., St. Charles; Rein- 
del & Bronner Lumber Co., Fran- 
enmuth; and Weber Lumber Co., 
Reese, Mich. 
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PROFITUNITY! 





FOLDOOR 


et” - — ¥ 
: Bicailyliie 
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—new folding door for 








high-volume sales, 








year-around profits 








@ Any dealer who sells folding doors knows the 
high unit profit, steady pattern of daily sales and 
year-round demand offered by this popular product. 
Here, now, is a new folding door— FoLpoor 
“Beautyline’’—with a host of exciting new features 
to outshine competition and make even faster sales 
and profits. Consider: 
A. Attractive cornice at no extra cost. B. Deep-textured fabric for 
“drapery” look. Tough, pliable mist gray vinyl is entirely washable. 
C. Sturdy, unbreakable all-metal hardware for a lifetime of use. 
D. Nylon trolley wheels—and ‘Multi-V” construction with 61% less 
hinge friction for feathertouch action. E. Pantograph keeps folds 
evenly spaced at all times. F. ““Truss-Embossed” hinges are stronger, 
insure greater rigidity. G. “Beautyline” stacks in less space—only 
14” per foot of opening 


With all this—and more—Fotpoor “Beautyline’ 


is built to list complete as low as $2224s" 


* Slightly higher in western states. 
Ask your FoLpoor Distributor —or send coupon, 


In Canada: Foldoor of Canada, Montreal 26 


HOLCOMB & HOKE MFG. CO., INC, 

1545 Van Buren Street 

indianapolis, Indiana 

Please rush me “Profitunity” Package on new FOLDOOR 
“Beautyline,” 








Pe - La ' 
ee . Company 


Address 


Foipoor “Beautyline” is the new and different 
fabric-covered folding door—in 11 stock sizes 


; ; City State 
for all standard openings in homes, offices, etc. 


Individual 
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NEW HOME CONSTRUCTION in 1956 is expected to reach 1.2 million 
houses. Basements and separate dining rooms will be found in a large 


proportion of the new homes. 


HERE'S THE TREND: By EARL W. SMITH, President 
more three-bedroom and National Association of Home Builders 
basement homes; more floor % * RE é 
space and home equipment a Nato 1006 at w substantially 
and, inevitably a somewhat slower construction rate than in 


hich a the fourth quarter of 1954 when 
igher price. building was at an exceptionally 


“Flat-Top" Smith 


Earl W. "Flat-Top" Smith, the 1955 president of 
NAHB, earned his nickname from the flat-topped 
house which he designed in 1947. He has built more 
than 11,000 of these houses in the San Francisco 
Bay area. He is a third-generation builder, who 
started his career as a carpenter's assistant. 


high seasonally adjusted rate of 
close to 1.4 million units annually. 
Yet this fact does not foreshadow a 
poor year for the industry. Quite 
the contrary. 

Barring a serious deterioration 
of the international situation or an 
unexpected economic recession, 
home builders should find a steady 
though highly competitive market 
during the coming year. The basic 
limiting factor on volume will be 
the amount of mortgage money 
available. Currently the mortgage 
market is tight and this already 
has had a noticeable effect on build- 
ing output. 

Another factor which must be 
taken into account are the credit re- 
strictions imposed by the Federal 
Housing Administration and Veter- 
ans Administration last July. Be- 
cause of the lag and lead time fac- 
tor in home building, because there 
are many months of business ac- 
tivity preceding housing starts, con- 
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trol actions in the housing field are 
always subject to delay in showing 
their effect on the rate of starts. 


Expect late °56 pickup. The 
lower rate which we are experienc- 
ing today reflects the tightening 
which the building industry knew 
was taking place and which it pre- 
dicted would slow down the rate of 
housing starts towards the end of 
1955. 

The indications are that the in- 
dustry will enter 1956 at a building 
rate of approximately 200,000 less 
than a year ago. It is my feeling 
that some of this loss will be re- 
covered during the latter stages of 
the year and that the overall 1956 
volume will be on the order of 1.2 
million units, or approximately 
100,000 under the starts anticipated 
for 1955. 

Dollarwise, 1956 should equal the 
$15 billion expected this year 
the best business year the industry 
has ever experienced. The reason is 
that larger homes are being built 
and housing prices will reflect the 
increases in the costs of materials, 
land and labor. 


It is difficult, if not impossible, 
to predict the extent of increase in 
housing prices, but it is to be hoped 


it will be held to a minimum. The 
highly competitive market will be 
a major force in this direction. 
MERCHANDISER 


BUILDING PrRopucTs 


THE NO. 1 PROBLEM IN 1956, says NAHB president Smith will be 


securing adequate development area already served by public utilities 


schools and hospitals 


Nevertheless, some increase must 
be expected in view of the continu- 
ing demand for larger and better 
equipped homes. 

Figures just becoming available 
from the Bureau of Labor statis- 
tics show that approximately 74% 
of the new homes built in 1955 had 
three or more bedrooms, as com- 
pared with 63.4 percent in 1954. 
The average floor space was some 
what larger and the median sales 
price was $13,700 as compared with 
$12,300 in 1954. A part of this in 
crease probably reflects the increas- 
ing amount of new equipment 
kitchen, lavatory, air conditioning 
and the like — as well as the new 
and more costly materials which 
home buyers are demanding. 


Design changes. The trend to 
wards single family housing, which 
in both 1955 and 1954 accounted 
for about nine-tenths of the volume, 
will continue in 1956. There are no 
present signs of any revolutionary 
changes in exterior design, but the 
indications are that there will be 
more houses built with basements 
and dining rooms than there were 
this year. There will be more and 
more on and off-site prefabrication 
of component parts roof trusses, 
wall sections, storage walls and the 
like. 

Here, briefly, are some of the 
factors which will have a bearing 


on the housing outlook for 1956 


On the favorable side: 


Population — There should be 
more than 168 million Americans 
by July, 1956, an increase of about 
three million in a year. A growing 
population creates a demand for 
more housing. Further, our popula- 
tion is a restless one, with 31.5 mil 
lion changing residences annually. 
Five million move to another state 
and to the extent they move into 
areas of tight housing, they un 
doubtedly contribute to the hous 
ing demand. It is the more rapidly 
growing areas that produce the 
greatest demand for new housing. 

Net household formation in 1955 
was about 900,000 somewhat 
lower than housing starts, but con 
siderably higher than the level 
earlier anticipated for this period. 
I think it is reasonable to expect a 
similar figure in 1956 


Income—The rising income level 
of Americans is the sign of a grow 
ing, healthy economy. With a cur- 
rent median income of more than 
$5,000, 1955’s typical non-farm 
family showed an increase over 
1947 of 20% in real income, or 
24%.% yearly. A continuation of 
percentage increase appears 

(continued on next page) 
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BUILD YOUR OWN 
FIXTURES 
AT LOW COST! 


for the first time lumber dealers 
are offered complete working blue- 
prints on an island display fixture 
designed just for this industry. In- 
structions are easy, complete, and 
the materials for the fixture cut out 
economically, You get everything 
you need .. . drawings, information 
on glass binning, department signs, 
suggested uses for the fixture. Here 
are just a few features of this fixture 
you can make yourself: 


© unlimited flexibility. It is a 
fixture that can be quickly 
changed to accommodate 
any line of products. 


basic unit is a half-island. 
Units can be combined to- 
gether or used separately to 
take full advantage of all 
available floor space. 


It has a unique adjustable 
center panel that can be 
raised for display of prod- 
ucts on perforated hard- 
board. 


the size is right for the small 
or medium-sized yard. The 
half-island is 24%" wide; 
48" high and 60” long. 


it has been tested and has 
proved successful in dealer 
showrooms. 


OTHER DESIGNS AVAILABLE: 
This is just one of the fixtures de- 
signed expressly for the retail lum- 
ber dealer. Additional designs are 
available for sidewall fixtures, roof- 
ing and siding, board products, and 
for a checkout and service counter. 


Send in Your Order Today! 











American Lumberman, 
Dealer Service Dept., 
139 N. Clark Street, 
Chicago 2, ll. 

Please send me postpaid the 
four blueprints that cover the 


istand display fixture. | am 
enclosing $8.75. 


Name 
Company 
Street 
City 








justified in view of the good overall 
business conditions. 

Furthermore, the movement 
within income groups has been 
quite large. It is estimated that 
since 1950, more than a million 
families per year have moved over 
the $5,000 yearly income mark. It 
is this income group that has pro- 
vided so much sustaining force in 
the home building market. 


Home ownership—Home owner- 
ship has more than doubled since 
1940, and there are more owner- 
occupied homes today than there 
were total dwelling units, owned or 
rented, in 1930. Recent studies sug- 
gest that home ownership has in- 
creasing importance among consum- 
er preferences; that consumers are 
more dissatisfied with their current 
housing than almost any other as- 
pect of their life today; and that 
many of them are determined to do 
something about it. 


Minority group housing — The 
demand for better housing from 
Negroes and other minority groups 
whose needs have not been well met 
in the past could well be an im- 
portant sustaining factor in the 
market, particularly as their in- 
comes rise. 

As the potential in the minority 
market indicates, we have barely 
begun to develop this segment of 
the housing market in this country. 
Producing more good housing avail- 
able on terms within the financial 
means of our lower income families 
would certainly mean an enlarge- 
ment of the market and be a means 
of ensuring the continuance of a 
high and stable volume of residen- 
tial building in the years ahead. 

On the less favorable side, the 
industry is likely to have some 
problems in these areas: 


Materials — Home building in 
1955 placed more strain on the sup- 
ply of certain materials, notably 
gypsum products and cement. There 
may be some easing of the short- 


ages in 1956, but at the same time, 
prices are likely to be higher for 
seme products, thereby making it 
increasingly difficult to meet the de- 
mands of the minority and lower 
income markets. 


Money — This undoubtedly will 
prove a problem next year. There 
will be the demands of business and 
local governments. The local gov- 
ernments will need schools, sewers, 
water, hospitals, all accompani- 
ments of growth — competing with 
housing in the money market for 
the limited available funds. Sav- 
ings, from which all of these — and 
housing must be financed, will 
continue to grow as the economy 
does, but there will undoubtedly be 
times and places at which there 
will be strain on the then available 
money supply. 

New sources of mortgage money 
supply must be sought out, particu- 
larly pension funds, as well as de- 
vices to stimulate a greater flow 
of funds into localities somewhat 
remote from the great financial 
centers. 


Manpower — This may cause 
some concern in a tight labor mar- 
ket, but should not be a major re- 
stricting force, if adequate appren- 
ticeship programs are fostered. 

Land—The industry will face a 
major problem in securing land, 
adequately served with facilities 
required for modern living such as 
schools, sewer, water, hospitals, etc. 
Indeed, the lack of such facilities 
has been designated by the Nation- 
al Association of Home Builders as 
the “No. 1 Home Building Prob- 
lem” in the next decade. 

There will be many problems in 
home building next year, but they 
should, by and large, be the happy 
problems of opportunity and chal- 
lenge. Looking ahead for the next 
decade, it is becoming increasingly 
aparent that the home building 
market, far from being satisfied, is 
just beginning to unfold. 





TOTAL NEW CONSTRUCTION 
Private, total $25 
Residential (Nonfarm) 13 
New dwelling units 12 


Non-housekeeping, hotels, ctc. 
Non-residential bu lding 4 


Warehouses, etc. 


Other non-residential 2 
Religious 
Education 
Hospitals, institutions 
Social, recreational 
Miscellaneous 


Public, total 


All other private 





Offices, stores, etc. b 
008 


Farm construction I, 


$i, 
Public utilities 4, 


New Construction Activity (millions of dollers) 


1954 
(Actual) 
$37,577 
768 
496 
,070 
Additions, alterations l, 


130 
296 


250 
industrial 2, 


030 
958 
254 


593 
529 
337 
228 
321 
560 
809 
341 
121 


1955 1954-55 1956 1955-56 
(Estimate) (Change) (Forecast) (Change) 
$42,000 12% $44,000 5% 
$30,000 16% $30,850 3%, 

16,345 21 16,200 1 

14,765 22 14,300 3 

1,250 10 1,500 20 

330 i 400 21 

7,630 22 8,700 14 

2,400 18 2,800 17 

1,125 17 1,225 9 

1,920 53 2,250 17 

2,185 9 2,425 it 

740 25 850 15 
500 5 525 5 
350 a 350 0 
245 7 275 12 
350 9 425 21 

1,400 10 1,350 4 
$12,000 16% $13,150 10% 

4,465 3 4,450 Vn %o 

160 32 150 6 
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on the move... 
all year ‘round 


because . 


Trinity White is a true portland . . . it’s 
whitest in the bag . . . whitest in the mix 
. whitest in the completed job. Strongly 
advertised to all elements of the building 
industry for architectural concrete units; 
stucco; terrazzo; cement paint. A favorite 
with the do-it-yourself for home and gar- 
den jobs. For further information dealers 
are invited to write Trinity White Cement, 
111 W. Monroe Street, Chicago. 


A TRU PORTLAND CEMENT 


Send for your copy of this new 
popular booklet for consumers. 


! 
a product of GENERAL PORTLAND CEMENT CO. DEALERS! 
I 


DALLAS . CHATTANOOGA . TAMPA . LOS ANGELES 
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This expert tells you 


what buildings farmers need 
and steps you can take to 


meet these needs. 


By WALLACE ASHBY 


When one considers that the 
farmhouses and service buildings 
on U. 8. farms are valued at nearly 
$24 billion and that in 1954 ex- 
penditures for new farm con- 
struction, not including repairs, 
amounted to more than $1.5 bil- 
lion, it’s easy to understand why 
lumbermen can expect a big chunk 
of business from the American 
farmer in 1956, 

But there is reason to believe 
that the farmer’s lumber buying 
this coming year, although it will 
be substantial, will be less than 
the 1954 level. 

Farm building has been decreas- 
ing since it hit a peak in 1952. The 
1954 figure represents an 18% 
decline in actual construction (not 
dollars) from the high. During 


Mr. Ashby is head of the Farm 
Buildings Section, Agricultural Re 
search Service, Agricultural Engi 
neering Research Branch, United 
States Department of Agriculture 
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USDA Photo 


NEW POULTRY LAYING HOUSE built in California this year. Hens 
will be on wire mesh floors. Grain and feed will be stored in high part 


of building, foreground. 


the first nine months of 1955, dol- 
lar volume of farm building was 
estimated to be 10% below the 
same period in 1954. As is well 
known, a great many farmers are 
caught in a “cost-price squeeze.” 
Their income has been falling 
while prices of things they buy 
are going up. Under these circum- 
stances they must tighten their 
belts and postpone non-essential 
improvements. 

Another fact to be considered is 
that the number of farms is de- 
clining. USDA estimates that in 
1954 there were about 1% million 
fewer farms than in 1950, al- 
though about the same acreage of 
land was in use. 

On the other hand, many farm 
buildings are either worn-out or 
obsolete because of changes in 
farm methods. This results in in- 
efficient use of high-priced feed 
and labor. Many farmers would 
like to replace buildings for this 
reason. 

Following are a few specific 
sales suggestions to lumber deal- 
ers: 


(a) Carry a good stock of pres- 
sure-treated posts, poles and 
lumber for pole barns and 
other farm uses. 


Investigate the market for 
prefabricated, knocked- 


down roof trusses in spans 
of 20-50 feet complete with 
metal fittings. 


Find out from county agents 
what kinds of small build- 
ings and equipment are 
needed on local farms. Many 
of these could be built in 
lumberyards and sold as 
package units. 


Buildings for Livestock 


Dairy Cattle. Milkhouses are 
receiving more attention in qual- 
ity milk programs. Many dairy- 
men are building or remodeling 
milkhouses to accommodate cold- 
wall bulk milk tanks. 

The loose housing system for 
dairy cattle with elevated stall 
milking room is gaihing in popu- 
larity and we anticipate that many 
farmers will shift to buildings of 
this type. The milking room and 
attached milk-house must be 
warmly built and have concrete 
floors, but they are small build- 
ings. An open shed is satisfactory 
for the resting area and feeding 
area if shelter is needed. Thus the 
building cost is usually less than 
for a stall barn and the size of the 
enterprise can be increased more 
readily. 


Beef Cattle. The one-story open 
front building is being used to an 
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increasing extent for beef cattle. 
Other new developments include 
construction of feed bunks along 
the edge of the feed yard so that 
feed can be delivered by a self- 
unloading wagon or by hand shov- 
eling without going into the yard. 
Other labor-saving arrangements 
provide for an elevated carrier 
hung from a mono-rail or running 
on rails above the sides of the 
feed bunk so that the operator does 
not have to go among the cattle. 
Pneumatic and mechanical con- 
veyor systems are also being de- 
veloped for distributing feed to 
beef cattle. 

Horizontal above-ground (bunk- 
er) silos are attracting a good 
deal of attention since they are 
easily filled and are adapted to 
self-feeding silage to cattle. 

Surpluses of grain and cotton 
may result in further shifts to 
grass and livestock, especially in 
the southeast. This would increase 
demand for fencing materials, 
livestock shelters and grain stor- 
ages. 


Hogs. The use of the farrowing 
stall is increasing rapidly. It con- 
fines the sow during farrowing 
and for about two weeks after- 
wards. Compartments on each side 
of the stall are provided for the 
little pigs and during cold weather 
heat lamps are hung over these 
compartments to keep the pigs 
warm. These stalls are removable 
and can easily be prefabricated 
and sold as complete units by the 
lumber dealer. 

Some large producers are using 
a central hog-house for farrowing 
and raising the pigs to about eight 
weeks old, then moving sows and 
pigs to movable houses on pasture. 
Sows farrow in rotation so that 
both the central house and the 
movable houses are in use much of 
the year. 


Poultry. There is a great deal 
of interest in cage housing in the 
south and west and to a lesser de- 
gree in the colder climates. Cages 
for one or two hens come in knock- 
down package units while colony 
cage floors are built on the job of 
Ix2 inch galvanized wire mesh. 
3irds housed in cages are more 
exposed to cold and heat than 
those on litter and in cold climates 
require warmer house construc 
tion and may need supplemental 
heat. 

Poultrymen are becoming con- 
scious of the bad effects on poultry 
of summer heat, which reduces 
production and sometimes kills 
many fowls. The use of aluminum 
roofing or galvanized steel] painted 
white on top considerably reduces 
heat radiation from the roof to 
birds or animals below. If asphalt 
roofing is used for poultry houses, 
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University of Maryland Photo 


POLE BARN FOR COWS with bunker silo in front. Note self-feeding fence. 


it should have a white or light- 
colored top surface. Roof or ceil- 
ing insulation is valuable in both 
hot and cold weather. Some poul- 
trymen “fog” their chickens with 
water sprays to cool them. 

Poultrymen are shifting to the 
use of bulk feed for both layers 
and broilers, and need hopper bot- 
tom bins. There is an advantage 
in using prefabricated bins or bin 
bottoms and no doubt demand is 
developing for them in many 
places. Other new developments 
are mechanical feeders and drop- 
pings pit cleaners, and mechanical 
ventilation systems for use in well 
insulated houses. 


Reducing Farm Costs. Farmers 
everywhere are conscious of both 
high labor costs and high building 
costs and are trying to reduce 
them. One answer is prefabricated 
metal buildings which have been 
purchased in large numbers, par- 
ticularly for grain storage. 

From the long-time point of 
view, flexibility of use is a very 
important point in reducing farm 
building costs. A farmer often 
wishes to expand or change his 
operations in response to market 
demands. For example, he may 
wish to shift from dairy cattle to 
beef cattle or from laying hens to 
broilers. Buildings should be de- 
signed so that these shifts can be 
made without large expense. 

A one-story building with the 
supporting posts spaced far apart 
or entirely eliminated by use of 
trusses is easily converted from 
one use to another. If it has head- 
room enough so that supplies can 
be hauled in and manure removed 
with power equipment, such a 
building also saves labor. 

The pole shed or barn often with 
sheet metal roofing and siding 
meets the need economically in 


many cases. However, the con- 
struction of pole frame buildings 
has been retarded by inadequate 
distribution of pressure-treated 
poles in sizes of 4” to 6” tops and 14’ 
to 25’ lengths. Pole barns also need 
a two-foot high skirting of two- 
inch creosoted plank and bunker 
silos use pressure-treated 6” x 8” 
x 12’ or 4” x 8” x 10’ structural 
grade posts and pressure-treated 
matched planks for walls. Treated 
lumber is also needed for skids for 
movable feed bunks and small 
buildings, house sills in wet loca- 
tions and many other farm uses, 
and treated fence posts for longer- 
lifed fences. 

Many farmers think first of sav- 
ing labor by use of improved ma- 
chines. However, labor can also be 
saved by good planning of the in- 
dividual buildings and the farm- 
steads as a whole. 

Points to be observed are loca- 
tion of buildings conveniently in 
the farmstead where they can be 
easily reached by loaded trucks or 
trailers; storage of feed in the 
building where it is to be used, in- 
cluding use of overhead bins with 
gravity feed; use of self-feeding 
devices for grain, hay and silage; 
access to feed bunks and troughs 
without having to open gates; and 
paved barnlots, walks and drives 
so that the person doing the work 
does not have to wade through mud. 


Plan sources. The USDA and 
the State agricultural colleges co- 
operate in preparing publications 
discussing new developments as 
well as plans for farm buildings 
adapted to new methods. Lumber 
dealers can benefit both their cus- 
tomers and themselves by consult- 
ing their County Agents or writing 
to their State agricultural colleges 
about publications and building 
plans. 
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The two latest additions to the “Dutch 
Boy” interior line are new WONSOVER 
and new COLOR GALLERY interior 
paints. 

And between them—between these 
two modern, easy-does-it Nalkyd wall 
finishes—“Dutch Boy” dealers have 
everything 1955 paint buyers want in 
interior flats. 


Everything! Sales prove it! 


(For more date on advertised products fill in coupon on page 128) 





have the 


cin ready mixed paints 





In ready-mixed paints, WONSOVER 
is in a class by itself! 


For easy application, easy cleaning, 
you just can’t top brand-new WONSOVER: 
it’s made from special Nalcolyn resins, 
exclusively “Dutch Boy.” It dries fast, 
it’s high-hiding, it’s odorless. It’s popu- 
larly priced, too. What’s more, it comes 
in a wide range of most-wanted colors. 
And, great news to paint buyers, all these 
wonderful WONSOVER colors are pre- 
harmonized. No color clashes! No won- 
der WONSOVER is easy to sell! 
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In Easton, Pa. 
H. M. Prince says 


WONSOVER IS 
A BIG SELLER 


Dealers 
last word... 


in simplified color planning 


COLOR GALLERY 


The local school board, 
for example, wanted to 
redecorate Easton High 
School. Teachers were 
going to do part of the 
painting. So Easton 
Paint-Up, owned by the 
Prince brothers, recommended new, easy- 
does-it “‘Dutch Boy” Nalkyd WONSOVER. 
They sold 400 gallons—and both WONSOVER 
and the Princes got straight ‘“‘A’s” from 
the Board. The teacher-painters, too! 





“COULDN'T . 
f COMPETE 


DUTCH oer - 
Gila Alay 
- an = 


TODAY 
without the Color Gallery 


Griffin & Sons is the oldest “Dutch Boy” 
dealer in San Francisco (1906). It’s also 
one of the first stores to stock the Color 
Gallery. “Every year since that time,” 
says Frank Griffin, Jr., “our paint busi- 
ness has grown while our inventory has 
diminished. We couldn’t compete today 
without the Color Gallery.” 








Sells color, sells paint, 
steps up profits! 


The last word in simplified color plan- 
ning, the “Dutch Boy” Color Gallery not 
only helps your customers find the colors 
they want. It also tells them what colors 
go together. Selling color sells paint — 
that’s why profit-minded “Dutch Boy” 
dealers are sold on the Gallery. 


To “Dutch Boy” dealers: if you’re not 


Boy” salesman calls. We want 1955 to be 
a big profit year for you. The biggest ever. 


To dealers everywhere: if you’d like 
to put in the fast-selling, nationally ad- 
vertised “Dutch Boy” line, find out if 
there is a “Dutch Boy” franchise avail- 
able in your area. Phone or write our 
nearest office. 


NATIONAL LEAD COMPANY: New York 6; Atlanta; Buffalo 3; Chicago 
80; Cincinnati 3; Cleveland 18; Dallas 2; Philadelphia 25; Pittsaburgh 12; St. 
Louis 1; San Francisco 10; Boston 6 (National Lead Co. of Mass.) 


yet carrying both WONSOVER and COLOR 
GALLERY, sign up next time your “Dutch 
Propucts MERCHANDISER 
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@ SAME TRACK 
® SAME HANGER 

© SAME FLOOR GUIDE 
and 1%” By-Passing Doors 
In One Package 

Half Inventory e Double Turnover 
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For %” 






2808 
le 

Track with 
Built-In 
Header Trim 

For 1%” Doors 


Track with 
Built-In 
Header Trim 
For %” Doors 











SALESMAKERS 


FREE Salesmaker included 
with your order (about 
$200 Retail Value) for 
any 24 sets of Stanley 
2800, 2804 or 2808 and 
Sliding Door Pull Assort- 
ment 2970A — a com- 
plete trim department in 
one package. 





WM 2600 WM 2804 


Free Salesmaker in- 
cluded with your or- 
der (about $70 Retail 
| Value) for any 12 sets 
of Stanley 2800, 2804 
or 2808. 





Free Salesmaker with 
ta order ($60 Retail 

alue) for Sliding Door 
Pull Assortment 2970A, 
or pulls of equal value. 


Ask your wholesaler about this new Stan- 
ley Sliding Door Hardware. Ask him 
about Stanley 2800. Now is the time to 
sell this Stanley quality, easy-to-handle, 
easy-to-install, competitively priced hard- 
ware. 

Write Stanley Hardware, 12D Lake 5St., 
New Britain, Conn., for free copy of 8- 
page 2800 catalog, newspaper mats, price 
list, and stuffer for customer mailings. 


STANLEY 


The Stanley Works + New Britain, Conn. 
HARDWARE + TOOLS + ELECTRIC TOOLS 
STEEL + STEEL STRAPPING 
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NEW DESIGNS and added promotion are expected to double the sale of Lu-Re-Co 


homes in 1956 


Director Harrell says 
dealers will step up produc- 
tion to combat prefab com- 
petition. 


The Lu-Re-Co program spon 
sored by the Lumber Dealers Re- 
search Council will continue to 
make rapid progress in 1956 and 
place more and more lumber deal- 
ers in direct competition with pre- 
fabricated house builders. 

In 1955, hundreds of dealers 
started Lu-Re-Co houses with only 
one thought in mind: to build only 
four or five houses to gain ex- 
perience for their 1956 program, 
when an all-out effort will get un- 
der way. The number of Lu-Re-Co 


homes built in 1955 will be 
doubled during °56. 
More dealers will go into the 


program as they see their neigh- 
boring lumber dealers and con- 
vention acquaintances get a de 
sired profit margin by merchandis 
ing Lu-Re-Co homes to their custo 
mers. One dealer from a small 
community reported his gross 
sales in September of 1954 as $40,- 


000—September, 1955 the gross 
was $72,000. The difference was 
his Lu-Re-Co homes. 


Added to the Lu-Re-Co program 
of 1956 will be components of 
floor and interior partition panels 
that are made on the jig that is 
now in use for the exterior wall 
sections. These are two more fab- 
ricating operations without added 
expense to the dealers. 


Clarence A. Thompson, chair 
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man of the Lumber Dealers Re 
search Council, says the two items 
that make the Lu-Re-Co program 
so outstandingly successful are: 

1. It is a lumber-dealer spon- 
sored and executed program, 
which means the builders and 
owners are working directly with 
established firms of their own 
community; local money is util- 
ized at home, both in material and 
labor. Quality housing and more 
house per dollar are made possible 
by utilizing local know-how 
through Lu-Re-Co and the use of 
mass manufactured component 
parts. 

2. Its extreme ilexibility makes 
houses of most all designs easy to 
construct and the adaptations of 
plans make geographical limita- 
tions a very minute point in the 
overall program. 

Next year will see more leading 
architects becoming acquainted 
with the Lu-Re-Co system; conse 
quently, a great variety of designs 
will be utilized by the dealers. 
This parade will be led by three 
nationally known architects from 
Chicago; namely, Morgan Yost, 
George Keck and Bertram Weber. 
Each architect has demonstrated 
the possibility of this program by 
designing one house using the sys- 
tem. These three designs will be 
made available to all Lu-Re-Co 
dealers after January 15, 1956. 

All in all, 1956 looms on the 
horizon as a bright and active 
year for Lu-Re-Co, yet the full im- 
pact on the prefabricated industry 
will be delayed until a dealer in 
each community is behind this pro- 
gram and beating his prefab com 
petition with Lu-Re-Co. 


AMERICAN LUMBERMAN ANI 








step right up. 
and see the LONG-BELL exhibits 
at the lumbermen's conventions 
and the NAHB show! 


_— 
\ 
{ # 
} 
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ow REDS BOOSTER! 


A new, improved and extended line of Long- 
Bell Kitchen Cabinets . . . high quality, low 
cost. Quick to install, adaptable to countless 
kitchen designs. Preferred by builders and 
architects! 


ww PROFIT PULLER! 


Distinctive FLAKEWOOD, the decorative pan- 
eling that builders and home buyers prefer 
for traditional or contemporary, residential 
and commercial interiors. Available in pine, 
maple, fir, cedar or Philippine mahogany. 


From 27 Modern Plants — Long-Bell Supplies These 

Quality Wood Products: 

LUMBER: West Coast Fir, Hemlock and Cedar, 

Ponderosa Pine, California Douglas and White Fir, 
Southern Pine and Hardwoods. 

OAK FLOORING 

MILLWORK & FACTORY PRODUCTS: 


DOUGLAS FIR: Quality Frames, Industrial Cut Stock, 
Doors, Kitchen Cabinets, Prefabricated Building Stock. 








Long-Bell Ven-O-Wood, a new product com- 
PONDEROSA PINE: Quality Frames, Industrial Cut bining the beauty of domestic and foreign 
Stock, Sash and Doors, Glazed Sash, Box Shook woods with the economy of Long Bell manu- 

- Varled Products facturing methods. High strength and low 
PLYWOUD: Douglas Fir, Knotty Idaho White Pine 


cost for residential, commercial and indus- 
and Ponderosa Pine. 


trial uses. 
LONG-BELL FLAKEWOOD 
LONG-BELL VEN-O-wO0D 
FIR TEXTURE ONE-ELEVEN 
PRESERVATIVE TREATED PRODUCTS: Lumber, 
Piywood, Posts, Poles and Piling pressure treated 


with Creosote, Pentachiorophenol (‘‘Penta’’) 
and Wolman Salts. (R) 


See the BIG SHOW AT BOOTH 
BIRCH FRONT KITCHEN CABINETS No. 575-76 at the NAHB Con- 
TIMBER FABRICATION vention—January 22-26 Chicago— 
Hotel Sherman 











The Jonc-Reut Jumber (Ompany 


Established 1875 — Kansas City 6, Mo. 
DIVISIONAL OFFICES 
EASTERN DIVISION—KANSAS CITY, MO. WESTERN DIVISION—LONGVIEW, WASH. 
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specializing in 


PONDEROSA 
PINE 


AND ASSOCIATED 
SPECIES 


KILN DRIED—AIR DRIED 
SURFACED—ROUGH 


The mills’ facilities and care 
in manufacture and grading 
omure you top-grade ltumber 


ond lumber products 


CONTRACT PLANTS LOCATED 
IN. Idehe, Oregon and Wash- 
ington 


CONTRACT MILLS members 
Western Pine Association 


Send Us Your Inquiries 


- STARRY. 


KELLY 


LUMBER CO. 


x 


. 


INC. 


1120 Old National Bank Bidg 
SPOKANE 1, WASHINGTON 
Phone: Timple 1448 
Teletype: Sp-175 
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PREFABRICATED HOME MAKERS plan to increase production in 1956 as more 


home buyers become 


accustomed to buying a house as 


a complete package 


Prefabbers Aim for 90% 
of New Home Market 


Prefabricated churches 
and schools part of the pat- 
tern for increased sales. 


The prefabricated home indus 
try accounted for about 10% of all 


new, single-family housing erected 
in the United States this year. In 


1956, the industry expects to sur 
pass the 1955 figure, which is now 
well over the 100,000 mark. 

“IT believe that in the next 15 to 
20 years, fully 90% of all houses 
built will be fabricated,” says 
P. S. Knox, president, Prefabri 


cated Home Manufacturers Insti- 
tute. 
Knox attributes the increasing 


popularity of prefab homes to the 
fact that “folks don’t want to go 
to all the trouble of erecting cus- 
tom-built homes anymore .. . and 
design and quality of prefab 
houses have improved tremendous 


ly in recent years. Builders are 
finding they can build at least 
twice as fast with prefabs.” 


Urges More Cooperation 


Knox recently told a meeting of 
the National Lumber Manufactur 
ers Association that prefab men 
and lumbermen should get togeth 
er to cut overhead expenses, re- 
duce waste and build better houses 
at lower costs—-using lumber. 

Knox estimated the prefab in- 
dustry would double its consump 
tion of lumber and wood products 
in 1956 as compared with 1954. 
Last year, prefab housing con- 
sumed more than 400 billion feet 
of lumber, some 250 million feet 
of plywood, more than 78 million 
feet of flooring, 52 million feet of 
wood trim and 847,000 doors. 

Of the 77,000 prefabricated 


é mber 


houses erected in 1954—the last 
compilation of accurate figures 
available—only 10% were under 


the $7,000 class; 42% sold in the 
$7,000 to $10,000 bracket; 36% 
were in the $10,000 to $15,000 class 
and 2.7% were in the $20,000 to 
$30,000 group. Only 0.3% sold at 


prices in excess of $30,000. With 
more buyers upgrading their 
homes, the final 1955 figure will 


show a slight shift to the higher 
priced houses. 


Map Expansion Plans 


Looking ahead to 
sales, prefabbers are 
the stock market to finance their 
expansion programs. One prefab 
company president says: “The hot- 
test things on the stock exchange 
are uranium, automation and pre- 
fabrication.” 

4 Toledo prefabber is currently 
awaiting SEC approval of a $900, 
000 bond issue to finance an ex 
pansion program. Besides licens- 
ing and building new plants, the 
firm wants to set up an acceptance 
corporation to provide its builders 
with smoother mortgage financing 
and eventually triple its 1,000 
home per year volume. 

Prefabbers are turning to other 
fields, and demonstrating their 
methods can be used to build 
schools and churches economically 

A notable advance in _ school 
building design was introduced 
last fall when a _ prefabricated, 
eight-room school was erected in 
Lafayette, Ind., in 21 days. The 
one-story school cost $18,444 per 
classroom. A similar design 
school, conventionally built and 
containing only four classrooms 
would cost an estimated $27,000 
per classroom. 


burgeoning 
turning to 
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Recommend Marlite 


...for beautiful rooms like this! 


Make the most of 
Marlite —the 
profitable paneling 
for every interior 


> 


Now available in Planks, Blocks, and large Panels Marlite is desiened 


for every residential interior from recreation rooms to attic rooms. 


Upstairs, downstairs — in bedrooms, living rooms, dinettes, 

kitchens, baths — Marlite is the melamine plastic-finished paneling truly 
“at home” in every room. New “Companion Colors” styled by Raymond 
Loewy Associates, distinctive wood and marble patterns 

(all in semi-lustre finish) plus beautiful deluxe Hi-Gloss colors give 

you new sales opportunities in both residential and commercial building 


and remodeling. 


MARSH WALL PRODUCTS, INC., Dept. 1241, Dover, Ohio 


so ® 
arlite olastic-finished wall paneling 


ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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Gypsum 











Industry Primed to Meet 1956 Demand 


Encouraged by the overall con- 
struction outlook and the growing 
demand jor iis product, the gypsum 
industry is primed to reach new 
production peaks in 1956. 

The nation’s gypsum producers 
are gearing their production for 
another big year on the basis of 
market analyses, which indicate 
that the possible decline in new 
home construction will be offset by 
an increase in non-residential con- 
struction and accelerated activity 
in the home improvement and re- 
modeling field. 

Shipments of gypsum products in 
1955 are expected to show an in- 
crease of 17% over the 1954 figure 


Cement 


This is about 75% over the ship- 
ments for 1947-49 the U. S. De- 
partment of Commerce base period, 

The industry’s current multi-mil- 
lion dollar program to expand fa- 
cilities is expected shortly to in- 
crease the supply of gypsum mate- 
rials and permit the development 
of new markets in many areas. The 
number of new and enlarged plants 
is growing at such a rate that the 
industry will be capable of an out- 
put of gypsum board products that 
will almost double that of the post- 
war period. 

In the research field, the gypsum 
industry has introduced a radical- 
ly improved nail for the application 





Increased Supply Short 


Determined to meet the unprece- 
dented demand for cement, manu- 
facturers are embarking on expan- 
sion programs to increase produc- 
tion at least another 30 million bar- 
rels by the end of 1956. 

In the light of current demands 
and production facilities, it seems 
doubtful that there will be any eas- 
ing of the cement shortage till the 
latter part of 1956. By then new 
facilities will take up part of the 
slack. 

A mild winter would have an im- 
portant effect on the availability of 
cement next spring. The cement 
industry, as a whole, accumulates 
about 30 million barrels in storage 
during the winter. With good 


Glass 


of ’56 Demand 


weather, mills won't be able to build 
substantial reserves. Last year sev- 
eral mills reported their reserves 
depleted by June and current pro- 
duction wasn’t enough to meet de- 
mands. 

According to a Bureau of Mines 
survey to learn how much cement 
manufacturers will eventually pro- 
duce under their current expansion 
programs, a figure of 338.5 million 
barrels was set for 1956. By 1959, 
when new plants will be in high 
gear, the industry expects to ship 
407 million barrels. 

For 1955, experts feel that over- 
taxed plants will have ground out a 
record-breaking 300 million barrels 
of cement. Some experts feel 310 is 





of gypsum board. A series of tests 
during the past year conclusively 
demonstrated the advantages of 
poured gypsum roof decks. 
Lloyd H. Yeager, General 
Manager, Gypsum Association 





closer to the final production figure 
for the year. 

During the past three months six 
mills have raised cement prices as 
much as 25¢ a barrel to meet the 
rising costs of labor, materials and 
to purchase new plant facilities. 
Cement producers are expanding 
not only to take care of current de- 
mands, but also to prepare to meet 
the market created by expanded 
highway construction. 





Supply Will Remain Tight in ’56 


Despite accelerated expansion 
programs and increased produc- 
tion, glass manufacturers’ will 
have a tough time filling the de 
mand during the early part of 
1956, 

A spokesman for a major glass 
company says his firm is allocating 
supplies of both plate and insu- 
lated glass and expects tough go- 
ing at least through the first quar- 
ter of 1956. By then production 
facilities should be expanded 
enough to ease the load. 

Present shortages are traced to 
the tremendous increase in new 
construction and remodeling, a 
stepped up demand from the auto- 
mobile industry and heavy replace- 
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ment needs from areas hit by 
hurricanes and floods. 

The pinch has been getting 
tighter in recent months and a spot 
check indicates that builders have 
been waiting months for insulated 
glass and have substituted ordi- 
nary window glass pending deliv- 
ery of double-glazed sash. 

With the growing acceptance of 
large glass areas in homes, in- 
creased use of glass block and 
double-glazed sash, manufacturers 
will be hard-pressed to fill demand 
for several months. 

Since it was introduced 18 years 
ago, glass block has been increas- 
ing in popularity. With the in- 





creased use of air conditioning 
the inherent insulating qualities 
of glass block are a prime selling 
point. The development of a clear 
glass block for residential con- 
struction has created a demand 
which will be difficult to fill in 
1956. 
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Fir Plywood 





New Grades Will Keep Plywood Booming in’56 


The western fir plywood industry 
a record-shattering Golden Jubi- 
lee just behind it—has set a 1956 
production goal of 5.3 billion feet. 
W. E. Difford, managing director, 
Douglas Fir Plywood Association, 
said the 1956 goal is based upon in- 
formation that by the end of this 
year at least 10 new plywood mills 
would be producing the greatest 
variety of panels the building in- 
dustry has ever known. Of this 
expected total, from 1.5 billion to 
1.75 billion feet will be sheathing 
grade. 
Some of the fir plywood indus- 
tries plans for 1956 include: 
Development of a “workhorse” 
grade of fir plywood which will 
utilize “white pocket”. Wide- 
spread use of this exterior- 
grade panel for farm struc- 


Insulation Board 


tures is seen. This will open a 
market for timber previously 
regarded as unusable. 
Utilization of increasing 
amounts of western softwoods 
other than fir. New uses for 
other species are being de 
veloped. 

Development of a_ one-inch 
combination subfloor and un- 
derlayment panel to be used on 
a four-foot grid system. This 
panel can be used under wall- 
to-wall carpeting and linoleum 
and complies with FHA re- 
quirements. 

When all returns are in, more 
than 100 west coast mills will have 
produced an estimated 4.8 billion 
feet of fir plywood another rec 
ord. The industry has set new pro- 
duction and sales records in each 


Se ack 


succeeding year since 1947, This 
year’s production will be about 80% 
over 1954 and all grades share in 
the record. 

In 1956, DF PA will focus alten- 
tion on the lumber yard as the place 
to merchandise all building mate- 
rials including plywood. A series 
of ads have been prepared for con- 
sumer magazines to direct readers 
to local lumber yards. 

W. E. Difford, Managing Direc- 

tor, Douglas Fir Plywood Assn. 





Roof Deckings Face Optimistic Future 


With their growing popularity, 
insulation board products face a 
bright future. A _ relatively new 
product insulation board roof 
deck is being produced by sev- 
eral members of the Insulation 
Board Institute and indications are 
that all members will be producing 
it soon. 

To meet the expanding demand 
for insuJation board products, many 
manufacturers have already in- 
creased their production capacities 

others have expansion plans on 
the drawing boards. This indicates 
the strong faith insulation board 
producers have in continued and 
expanding construction levels in the 
years to come. 


Because insulation board, par- 
ticularly tile, plank, sheathing, 
building board and shingle backer 
board, are widely used for remodel- 
ing and new construction, manu- 
facturers of these materials have 
strong reasons for optimism. 

Home remodeling activity has ex 
panded steadily during the past 
decade. Operation Home Improve- 
ment and ACTION, in 1956 will 
add impetus not only to remodeling, 
but will also focus attention on 
homes in general. 

Thus, even though the rate of 
new home construction starts may 
ease off under the pressure of tight- 
ened credit restrictions, remodel- 
ing activity should balance out the 


difference and maintain a high sales 
volume for insulation boards. 
Insulation board will continue to 
increase in popularity for commer- 
cial construction which should 
continue at high peaks well into 
1960 and beyond. 
Charles M. Gray, Manager, 
Insulation Board Institute 





Maple Flooring 


Commercial Market Gives Impetus to Sales 


Sales of northern hard maple 
flooring are expected to gain mo- 
mentum in 1956. During the first 
10 months of this year, sales in- 
creased 15% over the like period 
in 1954. The outlook for the fu- 
ture is good. 

Maple Flooring Manufacturers 
Association market studies show 
that the school market will account 
for increased uses of maple floor- 
ing. The industrial market, both 
new construction and remodeling, 
also shows promise for increased 
sales. 

Industrial uses of maple flooring 
increased 27% in 1955 over the 
same period in 1954 a surprising 
increase because the MFMA pre- 
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dicted a 5% drop in the use of 
maple flooring in industrial build- 
ings. Preliminary plans of archi 
tects designing religious buildings 
indicate at least a 20% increase of 
maple for church floors in 1956. 

Northern flooring mills are cur 
rently producing block and pat- 
terned design maple flooring at an 
increased pace. The popularity of 
mastic-laid flooring has increased 
substantially during the past two 
years, due partly to the trend to 
slab-on-grade construction. With 
home buyers upgrading the quality 
of their homes, all indications show 
the demand for wood floors will in- 
crease, 

The current orderly distribution 


Se 


bis. SS 


of maple flooring should continue 
indefinitely. Supplies of rough 
maple are adequate to provide for 

any increased demand. 
L. M. Clady, Secretary-Manager, 
Maple Flooring Mfg. Assn 
(continued on page 128) 
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You Can’t Beat 


GALVANIZED 


Roofing & Siding 


: p 


ror Best VALUE, buy Grade- Marked 
sheets, which show weight of zinc 
coating. And for longer, stronger 
service, specify heavy-coated 
roofing and siding such as the 


“Seal of Quality” 
Wo ae 


... With galva- 
rN. 


nized sheets, you 

get the strength OTya ao 

of steel, the pro- or 
tection of zinc. Preferred by thou- 
sands of users. Proved by time 
itself, Feature by feature, they’re 
your best buy. Check and com- 
pare with any other material! 





Ment [a 








STRUCTURAL STRENGTH and 
rigidity; withstand ves 
rough treatment 





VEARS OF RUGT-FREE 
SERVICE; little or ves 
no upkeep problems 





SAGIEST TO HANDLE, lay and 
nail; stay put, hold at ves 
nall-holes 





LIGHTNING PROTECTION, 
fireproof, ratproof, ves 
pleasing appearance 





LOW COST ALL THE WAY, 
to buy, to apply and ves 
thru the years 

















perme r rw errrr sor sesrer---- 7 
IFREE!"DO-IT-VOURSELF” MANUALS, 
Write: AMERICAN ZINC INSTITUTE ; 
‘ 324 Ferry Street H 
Lafayette, Indiana AL12 i 

16) Facts About Galvanized Sheets ' 
to How To Lay Galvanized Sheets ; 
{o Metallic Zinc Paint for Metal Surfaces ; 
i 

{NAME a a 4 
' 1 
tanoness ie ; 
fcrry 4 STATE. ; 
J 
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LOOKING FORWARD. Within 20 years, the lumber industry predicts, growing 


Manufacturer News 


trees will be injected with hormones and radioactive materials to preseason the 
wood, make it fire resistant and even stain it desired colors. Scene is from the 


new 16 mm 
Chamber of Commerce 


Foresees Future Homes 
From Ground Wood Waste 


“Mine white gold from rotting 
wood,” Joseph Wilner, president 
of the Wilner Wood Products Co., 
Norway, Maine, urges lumbermen. 
A better way of life can come 
through utilizing previously un- 
usable waste, he declares. 

Looking ahead, Wilner says he 
believes the “next 25 years will 
see parts of homes — floors, walls, 
roofs, ceilings — built out of 
waste wood to such an extent that 
many small logs, branches and 
small pulp trees will never leave 
the woods as such, but will be 
ground up right there to supply 
the demand of industry. 

“The interior finish made from 
this type of raw material wili be 
way ahead of anything we have 
known in our homes in the past. 
It will be cheaper ... wear bet- 
ter ... be fire resistant ... will 
conserve heat ... give better pro- 
tection from the weather... have 
a better appearance, and it will be 
done by using products of the for- 
est after grinding up the whole 
trees,” he declares. 

“I believe that wood utilization 
will have a lot to do with chang- 
ing the concept of housing as we 
know it at present. I believe the 
forest products industries are on 
the threshhold of a great big fu- 
ture,” Wilner adds. 


color film, People, Products and Progress 1975, issued by U. S 


New Red Book Released 


The November 1955 edition of 
the Lumbermen’s Red Book — the 
148th issue of the credit and sales 
guide — has just been issued by 
the Lumbermen’s Credit Associa- 
tion, Chicago. 

It lists and evaluates manufactur- 
ers, wholesalers, retailers and 
quantity users of lumber and wood 
products. Listings include credit 
ratings, business classifications and 
addresses. It also compiles detailed 
analytical credit reports and con- 
ducts a collection service. 

The Red Book, published semi- 
annually, is kept up-to-date by 
twice-a-week supplements. 


COMPANIES ANNOUNCE 


United States Gypsum Co. has an- 
nounced plans for greatly increased 
gypsum board production, including 
lath, wallboard and sheathing, at its 
Plaster City, Calif., plant. According 
to C. H. Shaver, USG chairman, the 
addition will make this the world’s 
largest gypsum products manufactur- 
ing unit, and will provide board and 
lath enough for walls and ceilings of 
about 45,000 new homes per year. 


Sunmaster Products Co. has moved 
its plant and national sales offices to 
Sunnyvale, Calif., reports Horace Jor- 
dan, general manager. The firm has 
been in San Bruno since 1939, when 
it moved from San Francisco. 


(continued on page 88) 
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SOLID CORE PLASTIC DOORS 


—space- and money-saving doors and room dividers 


By saving the space a swinging door wastes, you increase the useable 
area of any room! The Novafold Solid Core Plastic Door provides 
this attractive sales feature—at a price 25 to 50% less than com 
parable Vinyl-covered doors 

Novafold folds to 16% of its expanded width in a flush-with-the 
wall 414” stack. 4” leaves, in individual, full-length pockets in the 
Vinyl Plastic cover, give you a solid core door—room-to-room 
privacy —true accordion folding. 

Smooth, silent operation is assured by self-lubricating Nylon 
slides. An exclusive Novafold feature is the linkage chain that gives 
even pleating when the unit is drawn. 

Novafold is available in six colors—a wide range of sizes— 
affording unlimited application possibilities. 

In Novafold, you have a top-quality product that is guaranteed 
for one year by the manufacturer against defects. This unit folds into 
the smallest space possible, thus increasing the useable floor and 
wall space. 

Novafold affords the latest design features —in a wide range of 
size and color combinations —at a price 25 to 50% less than for 
doors of comparable quality. 

Novafold is installed in 4 to 7 minutes. In new construction— 
no furring, trim or roughing is needed. There are no floor guides. 
With special track, Novafold is available for curved openings. 

Colors: Beige, Dark Green, Chartreuse, Eggshell, Gray and Red. 

May we send you color samples and specification data suggesting 
many applications of Novafold in the home? Please address your 
inquiry to Department M-15 


4” leaves, in individual 
pockets, assure perfect 
accordion-folding. 





Extruded heavy-gauge 
aluminum track, fixed to 
the top of the opening 
Self-lubricating Nylon 
swivel slide,fixed to metal 
plate riveted to leaf 


wate 


Easy-grip handle. Soft, 
Plastic beading affords 
silent closing and tight 
fit — door -to-door and 
jamb-to-jamb. 





TRENTON 3, N. J. 


A wholly-owned subsidiary of Homesote Company—manufacturers of the oldest 
and strongest insulating-building board; wood-textured and striated panels 
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New! terling. 
sliding door locks... 








— 
a feet OF Lock Ring 


Pe 


for by-passing doors 


The first sliding door lock for by- 
passing doors. Now closets can be 
locked and contents kept secure 
from pilferage. Designed on a revo- 
lutionary new principle, One half 
turn of key raises tongue to locked 
position or returns it to unlocked 
position. Cylinder is geared to 
tongue and action is positive. Simple 
to install—bore one hole. Fits 34” 
to 15," doors. 





















A new type of lock for bathroom or 
bedroom doors. Privacy is assured 
by turning locking button on inside. 
Emergency button on outside per- 
mits unlocking with screw driver or 
coin. Neat, simple installation, Fits 
1%" or 134" doors. 


STERLING HARDWARE MFG. CO. 
Chicago 18, Illinois 


SEE OUR CATALOG IN SWEET'S: 
Architectural File © Light Construction File 


VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C. 
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GET ON THE BANDWAGON! 





Every dealer who carries Gates Form Ties is enthusias- 
tic about their increasing demand...and the increas- 
ing profits they're bringing. They're showing a steady 
increase all the time. 1954’s sales figures show a 30% 
increase over 1953! Get on the bandwagon! Sell the 
Gates Form Tie System —for profits! 





=! 


en 


—. a 


GATES REGULAR TIES 


available in rod type or 2x 4” type 


A 

gen GATES BREAK-BACK TIES 
available in rod type or 2x 4” type 

The break-back feature breaks clean within wall 


Small holes are easily filled giving architectural finish. 


a 
GATES STRAP TIES 


ideal for low wall construction 















GATES FORM TIES 
@ A Quality Product to Increase Your Sales! 


They are zinc coated and twisted (except the strap tie) to form 
@ leak-proof, chemical and mechanical bond. They can be used 
for foundations, bridge abutments, retaining walls and high 
wall construction to cut costs, save time, materials and labor 
on concrete forming 


@ Ideal for Lumber Dealers! 
They are ao “natural” for 
and plywood panels 

@ Convenient for “Transit” and “Ready-Mix” 
Operators 


@ Gates Support Their Dealers! With... 


National Advertising 
Display Material 


“Tie-in” sales of 2 x 4's, sheathing, 


Sales Helps 
Free Engineering Service 





Visit us at the 
NATIONAL ASSOCIATION OF HOME BUILDERS SHOW 
Booth 756 in the Chicago Coliseum ¢ January 22-26 


















Send in the attached coupon today! 
GATES & SONS, INC 
80 So. Gelapago 5$1., 


Au 12-55 
Denver 23, Colo 


Gentlemen 


Please send me Name 

additional 

information Fiem 

regarding 

availability Address 

of Gotes 

Dealerships City Zone Stote 





GATES & 


SONS. INC. 


DENVER @© SPOKANE 
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DAY AND NIGHT. This highway sign, designed for D & G 


Builders Supply Co., Cape Girardeau, won first prize in 
3M’s contest for signs using Scotchlite reflective sheeting 
and visible in full color under auto headlights at night. 
The 7 x 14’ billboard has a third-dimensional can of paint 
set in the top and standout letters to identify firm name 


Armstrong Aims at Fix-Up Market; 
Plans More Glamorous Products 

To make its sales less directly dependent upon fluc- 
tuating new home construction, Armstrong Cork Co., 
Lancaster, Penna., is setting its sights on the lush 
home modernization field. 

Armstrong, whose business has been largely corre- 
lated to the level of housing starts doesn’t feel that a 
sharp decline in new housing starts is in the making. 
The new lines will be used to stimulate existing home- 
owners through product lines radically different in 
style and color from prewar items “just in case.” 

Besides capitalizing on the public’s new style con- 
sciousness, the firm is also developing multi-purpose 
products—materials which serve several rather than 
function and thereby make the products more 
economical to the users. 

“Take our roof deck insulation for instance,” says 
W. E. Hoadley, Jr., treasurer of the firm, “it insulates 
the home, provides an interior finish, has acoustical 
properties and provides structural strength. 

Hoadley, besides being treasurer of Armstrong is a 
well-known economist, predicts a “tapering off” in new 
housing starts as a result of tightened mortgage cre- 
dit, but not a serious decline. Hoadley predicts at least 
a million starts in 1956. 


one 





ST. REGIS PANELYTE’S Harvest Festival promotion is 


explained to distributor executives——-David Fritting, O. F 
Ruprecht and Harold Schneier, by Panelyte’s Bob Bunting 
(far right). The promotion is called the “most concentrated 

ever experienced in the decorative laminate industry.’ 
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JAYCEE PRESIDENT McKenna and his children outside 


the Jaycee White House. Building features southern pine 
ceiling beams; exterior is southern pine and alternate 
blocks of solid stone 


Jaycees Build Official Residence 


The Jaycee “White House” is the first of its kind 
erected by a civic organization. National headquarters 
of the U Junior Chamber of Commerce is in Tulsa. 
Since the president must reside there during his term 
in office, the organization decided to build an official 
residence. Materials and appliances were donated by 
members throughout the United States. 

Completed in time for occupancy by the 1955-56 
president, Hugh Francis McKenna of Omaha, the house 
features many unusual architectural devices. There 
are glued laminated southern pine ceiling beams of 
the type usually associated with church and school 
construction. Siding, interior paneling and roof deck 
are of southern pine. 

The ep ng White House is U-shaped with the 
center of the “U” a courtyard kept private by a fence. 
Wood siding on ake exterior and wood paneling on the 
interior alternate with sections of solid stone. 


New Machine at Young Door Plant 
Will Cut Installation Costs 


Simultaneously with its announcement of the com- 
pletion of a new 25,000 square foot factory at Sun- 
bury, Penna., the Young Door Co. announced the in- 
stallation of a new machine at its Nevi (Mich.) plant 
which automatically prepares a flush door to receive 
the lock and hinges. 

According to Robert Young, president, considerable 
savings are now possible in the installation cost of 
doors in housing developments, apartments, and other 
locations where specifications call for the same type of 
door hardware throughout. The machine makes it pos- 
sible to feed an entire door into the machine and it 
will route for the hinges and bore for the lock at the 
rate of one door per minute. 


Fire Test for Vinyl Tile 


The Asphalt Tile Institute has developed a flam- 
mability test that demonstrates the fire resistant quali- 
ty of viny! asbestos tile. 

The center tile in a square formation of tiles is sub- 
jected to direct flame from a gasoline blow torch for 
35 minutes. At first a small area around the main spot 
of heat from the torch smolders with a low flame. But 
in less than 12 minutes the flame goes out and no 
further combustion takes place, even though the blast 
of heat continues. None of the adjacent tiles are af- 
fected in the test 


(continued on page 91) 
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THAT SELL THEM FAST 
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Columbia-matic Tension Screens are the revolu- 
tionary new screening idea. They fit outside the 
window, just like regular screens, yet they go up 
from inside. They are flexible, full length, all alumi- 
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num. Installing them for the first time takes only 
minutes—anyone can do it. 

See eseneeecwesweoeeewecooeoseces= * 

. ne ! 

Columbia Mills, Inc., Dept. AL-12, Syracuse 2,N.Y. 1 

i 

Please send me complete information i 

on Columbia-matic Tension Screens ' 

i 

Name__ — ; 

1 

Company ~— —_ : 

i 

Address ae = ' 

1 

i 

City Zone State i 

i 

My distributor tiie is ; 

i 
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The small self-demonstrating model 
shown above is the key that unlocks two 
big screen markets for you. With this 
silent salesman prominently displayed in 
your salesroom you can sell both of them 
more easily, more profitably. 


You sell frameless, full-length Colum- 
bia-matics with a minimum inventory 
. your distributor can supply fast 
delivery on all standard Columbia-matic 
sizes, and any special-order size. You 
stock only what you need ... yet sell a 
complete line. 





Sell aries! 


These are the 
Columbia-matic features 
they go for: 








Patented Automatic Tension —Patented spring-loaded bot- 
tom rail holds full-length screen drum-tight against window 
frames for complete insect protection. 


Save time—Easy to put up and take down from inside. 
Anyone can do it in seconds. 


Save work—No more struggling with clumsy rigid frames or 
ladders. Columbia-matics have top and bottom rails only. 
Roll up for compact storage. 


Save money —Columbia-matics cost no more than ordinary 
screens. Rustproof aluminum needs no painting, maintenance. 


‘your builders 


Show them how Columbia-matics 
actually save them money 
over ordinary screens 





Easily installed by unskilled labor in minutes from inside, 
no template. 


Ne fitting —Columbia-matics arrive pre-cut to your specifica- 
tions . . . perfect fit assured. 

No callbacks—Columbia-matics can’t swell, stick, warp... 
won't drip-stain house siding. 


Get the twin market 
Columbia-matic profit story now! 
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DEMONSTRATING PRESIDENT. Ed Guerrant. Ready Hung Door Corp. presi- 
dent, shows personnel of A. W. Hastings and Co., Boston, how door and jamb 
are mortised for lock. The Hastings firm is one of 25 jobbing companies pro 
ducing doors under license agreement with Ready Hung. 


Advertising Promotion 
Changes at SatEvePost 


A new alignment of The Satur- 
day Evening Post’s advertising and 
promotion department is described 
by Morton Bailey, vice-president 
and advertising director, as a 
further step in 
the comprehen- 
sive development 
program begun 
a year ago. 

A merchandis- 
ing group with- 
in the sales dept. 
which covers all 
product classifi- 
cations, will be 
headed by Rob- 
ert K. Farrand 
as merchandising and promotion 
manager. 

Advertising activities will be car- 
ried on by a separate division, the 
advertising dept., headed by 
Thomas F. Bright, as advertising 
manager. Bright was formerly 
manager of building products pro- 
motion. 

Channing Way, Jr., formerly ad- 
ministrative assistant to the adver- 
tising manager, has been promoted 
to manager of the building products 
div. in the promotion dept. He also 
will supervise promotion in the 
plumbing, heating and air condi- 
tioning classifications. 


Channing Way 





COMPANIES ANNOUNCE 





Georgia-Pacific Plywood has an- 
nounced new assignments for three of 
its managerial staff: Charles D. Fratt 
was named assistant to S. W. White, 
vice-president in charge of the firm’s 
warehouse program. Al Wright suc- 
ceeds Fratt as manager of the Seattle 
and Pasco warehouses, and will also 
be regional supervisor of warehouse 
operations in Spokane, Wash., and 
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Billings, Mont. William C. Holzer, 
who opened the firm’s Billings ware- 
house, is now manager of the Spokane 
warehouse. 


Weldwood Plywood Ltd., wholly 
owned Canadian subsidiary of U. S. 
Plywood Corp., has’ purchased the 
assets of the plywood division of Mata- 
pedia Co., Ltd., of Quebec City, Que- 
bec, according to 8S. W. Antoville, 
president ... P. E. Chartier, who man- 
aged the division for Matapedia, will 
continue as manager for Weldwood 
Plywood Ltd. 


The Davis Plywood Corp. has opened 
a new and larger warehouse in Can- 
ton, Ohio... Harold Dunlap manages 
the Canton operation and new ware- 
house superintendent is Ed Evcic, for- 
merly with Davis at Cleveland. 


Gates & Sons, Inc., recently held its 
first national sales meeting. Distribu- 
tors from as far away as Halifax, 
N. §S., attended the three-day con- 
ference conducted by Lee Gates, presi- 
dent, at Denver, Colo. 


The Philip Carey Mfg. Co. has 
established a new eastern division, 
according to John W. Humphrey, 
president, that includes sales districts 
of Charlotte, N. C., Boston, New York, 
Philadelphia and the manufacturing 
facilities at Perth Amboy, N. J. C. E. 
Howard has been named general man- 
ager and will have his headquarters 
at Perth Amboy. 


ARCHITECT’S DRAWING of Amert- 
can Steel Door’s new Detroit plant 
Raw sheet steel enters one end of 
automatic production line and comes 
off other end a finished folding door, 
ready for installation, packed in a car- 
ton for shipment. Production will soon 
exceed 1000 doors per day. 





Owen's-I__tinois 
Grass BLocKk 








BEAUTIFY 


What woman wouldn't love a kitchen 
like the one shown below —a kitchen 
that’s flooded with daylight yet easy 
to keep spic-and-span? She can have 
such a desired feature in her kitchen 
by including a panel of Owens-Illinois 
Glass Block No. 316, 


INSULATE 


A panel of glass block has the insulat- 
ing efficiency of an 8-inch thick brick 
wall. The panel won't frost or sweat in 
winter . . . provides better insulation 


than a window with storm sash, 


Glass block are easy to handle and easy 
to store. They come pre-packed in 
sturdy cartons of convenient size. They 
are handled in the same way as cement 
blocks and can be made to fit any size 
opening. They go in at the same time 
or they can be used for re-modeling jobs 


Plan now to push and profit from this 
beautiful, insulating, profitable build 
ing material. For complete details how 
easy it is, write Kimble Glass Com 
pany, subsidiary of Owens-Illinois 


Dept. AL-12, Toledo 1, Ohio 


Owens.-ILLINOIS 


GENERAL orrices(]) ToLevo 1, OHIO 
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YOU GET AMERICA'S FINEST WITH 


Appalachian Hardwoods! 





The Appalachian area produces a fine type of Hardwoods—+soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, too. Specify lumber, flooring and specialties of Appalachian 


Hardwoods. Consult the concerns on this page. 


“Cherry River Boom & Lbr, Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products 
Glued Dimension 


The M, B, Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
Century” Oak and Maple Flooring. 


“Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock. Hardwoods, Flooring. Dimension. 


“McCracken & McOall, Inc,, Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Plening Mill at Flat Lick, Ky 


“M. E. Crisp Lor. Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods. 
Oak. Poplar. Beech, Maple, Ash ickory, Chestnut and 
other hardwoods. All facilities 


eeeeceeeeeeeeeeee eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring. 


*The Mower Lbr. Co., Charleston, W. Va. 


West Virginia Hardwoods, Flooring and Glued-up Di 
monsion. Dry Kiln and Planing Mill facilities. Mills: Cass. 
Nallen, Dailey. Durbin, Colcord and Pettus, W. Va. 


Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut. Poplar. Basswood. Beech 
Cherry, Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring 


“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 


J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia. Va. 


Manufacturers Appalachian Hardwood Lumber 


*Member Appalachian Hardwoods 
Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 
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PALE® Architectural Quality Redwood is loaded 
into the Cars with particular CARE and SKILL 














i 


- Ce VI x3 
“<< 


But your interest 
requires this further 
protection of its 
premium value 





From headrig to loading platform, the most 
modern handling procedures protect every piece of Palco* 
Architectural Quality Redwood against mars or blemishes. 
Car loads are solidly stowed, strapped and rigidly braced 
against shifting. 

But in spite of every loading precaution, cars in transit 
are sometimes subjected to severely damaging switch-yard 
jolts. 

If there is the slightest evidence of damage, protect your 
interest by notifying your Railroad Agent at once, and secur- 
ing his inspection report, which is required in event of claim 
against carrier. And it’s in your interest, too, to caution 
your lumber handlers to use care in unloading—to maintain 
the extra premium value of Palco* Architectural Quality 
Redwood. 


S povily the best in edward. -PALCO’ 


THE PACIFIC LUMBER COMPANY 


Since 1869 « Mills at Scotia, California 


35 £. Wacker Drive 2185 Huntington Drive 
Chicago 1 San Marino 9, Calif 


100 Bush St. 
San Francisco 4 


*Trade Mark ® 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 


BuitpinGg Propucts MERCHANDISER 





When you specify PALCO®* Architectural 
Quality Redwood for exterior or interior 
design... you can be sure that it is 


® Certified Dry 

® All Clear Heart or A Grade 

® Highest Uniformity of grade 

® Vertical grain on all resawn patterns 


® Where flat grain is specified, pattern is 
always cut from the bark side 


SED FOR THIS FREE BULLETIN 
NS 


las oh 
THE PACIFIC LUMBER COMPANY ae 


100 Bush St., San Francisco 4, Calif. 


Please send me, without obligation, the new bulletin 

outlining basic redwood specification data, with charts showing 
standard Palco* redwood patterns, sizes, grades and grains 

Name 

Title 

Company 


Address 


City 


(For more data on advertised products {ill in coupon on page 128) 














Wholesaler News 


Ask Better Service for Retailers 


NBMDA speakers out- 
line customer requirements 


at Chicago session. 


During a three-day annual 
meeting of the National Building 
Material Distributors Association 
in Chicago last month, 348 mem- 
bers, guests and manufacturers’ 
representatives discussed methods 
of helping the retailer merchan- 
dise his products. Another vital 
problem discussed was how to cut 
distribution costs without sacri 
ficing service. 

For 1956, the NBMDA selected 
the following officers: C. A. Haag, 
Springfield 
(Ill.) Builders 
Supply Co., 
president; E. P. 
Reising, Indi- 
ana Wholesal- 
ers, Inc., Evans- 
ville, vice-presi- 
dent, and D. N. 
Peterson, Build- 
ing Material 
Products Dis- 
tributors, Inc., Philadelphia, treas- 
urer. Haag, former vice-president 
of the NBMDA, replaces former 
president R. R. Maylone. 


C. A. Haag 


Service Eliminates Price War 


Speaking on the subject of sales- 
men and service, J. C. L. Evans, 
president, Evans Lumber Co., Buf- 
falo, N. Y., told the group that the 
distributors’ best method of get- 
ting and retaining business is 
through service to the retailer. 

“Service is more than on-time 
delivery,” Evans said. “Service 
is a warm, sympathetic interest in 
the customer requirements, a 
study of his needs and being there 
to help him when needed. Add to 
this dependability, honesty and 
coordination of manufacturers’ 
promotion with the dealer's needs 
and you have service. 

“We have improved our busi- 
ness,” Evans added, “by using 
our salesmen as territorial man- 
agers—and we call them by that 
title. Before a new man goes out 
in his territory we tell him we are 
not concerned if he doesn’t bring 
in an order—just as long as he 
gives his customer service. 

“Do something for the customer 
before you ask him to do anything 
for you. 
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“Quotas, prizes and other sales 
incentive programs can work 
against a company,” Evans added. 
“If too much high pressure is used 
to stimulate larger sales quotas, 
the objective is then to take more 
orders rather than provide the re- 
tailer with services and merchan- 
dising help.” 


Distributors’ Role In Selling 


In a panel discussion on current 
trends in distribution, I. Gom- 
berg, director of sales and adver- 
tising, The Weatherproof Co., 
Cleveland, said it is up to distribu- 
tors to stimulate retailers to pro- 
mote some items. 


“Aluminum windows were con- 
sidered a specialty item till 1953,” 
Gomberg said, “when we started 
to channel them away from appli- 
cators and toward the building 
materials dealer. 


“When we began to direct our 
sales efforts to the retail dealers 
several distributors asked to han- 
dle them for us. In one case in 
upper New York state we tried to 
cut a distributor’s reorders be- 
cause we felt he was overstocked. 
Actually, he had opened two new 
warehouses to handle aluminum 
windows and fill the demand from 
lumber dealers. 


NSDJ Schedules Basic 
Millwork Training Course 


The Northern Sash & Door Job- 
bers Association is establishing an 
aanual basic millwork training 
course for personnel of sash and 
door distributors. The first class 
will be held in January, 1956, in 
Chicago, according to Ralph A. 
Pauley, chairman of NSJD’s mer- 
chandising committee. 

The purpose of the course is to 
give new employes and those in line 
for up-grading, more complete 
knowledge of the essentials of mill- 
work in construction. General sub- 
ject matter will deal with wood 
frame house construction; proper 
nomenclature and phraseology; 
end uses of millwork products and 
functions within the jobber ware- 
house. 





“To push aluminum windows 
through a retail building material 
dealer,” Gomberg said, “the dis- 
tributor must prepare an aggres- 
sive merchandising program which 
includes meetings with retail deal- 
ers and their employes to provide 
training in selling windows.” 


Urges Co-ops Be Taxed 


Congressman Noah M. Mason, 
15th congressional dist., Ill., re- 
ceived a standing ovation when he 
said he intended to urge the next 
Congress to set a more equitable 
tax base for co-ops. 


Mason has advocated higher 
tax rates for co-ops for eight 
years and expects to introduce a 
measure for a more equitable tax 
base next year. 





UNUSUAL ADVERTISEMENTS in the award-winning 1954 Brand Names Con- 
test book prepared by Knecht Lumber Co., Rapid City, S. D., were inspected at 
the NBMDA meeting by, left to right, W. T. Loefelmacher, Rockford (Ill.) Whole 
sale Building Material Co., Thomas J. Farley, secretary, Dealers Wholesale Sup- 


ply Co., Baltimore, Md., Charles J 


Friedl, Wholesale Service, Louisville, Ky. 


December 12, 1955, AMERICAN LUMBERMAN AND 





Only 
KEYSTON 


aluminum tension 
screens 
have everything! 


YOU'VE COME OUT OF THE PAST 

... you're in the world of today...when 

you sell tension screens. These modern screens are put up and 

taken down in a jiffy from right inside the house. They're easiest to store; 

never have to be painted. They let in more light and air than old-fashioned screens. 





But only Keystone Tension Screens have every feature that brings maximum efficiency and 
safety. All-aluminum, they last for many extra years and never rust or stain the woodwork. 





in the top blind stop to hold the removable top bar bracket ... four in the window 


, , 
The original installation is extremely simple. Only six screws per window. ..two l | 
sill to hold the small, neat, permanent brackets. ms 





Patented, tamper-proof tension catches on foot of screen have knob for proper 
setting to hold screen securely... Exclusive Keystone free-floating sill bar auto- as 
matically adjusts screen to uneven or off-level sill an if 





Extra-strong vertical edges of Key- 
stone Screens are 5-strand selvage 
formed of flat wire to provide com- 
plete dependability and tautness. 


For top sales and customer satisfaction, get 
full information on Keystone Aluminum 
Frameless Tension Screens. Write Dept. B-3. 


WIRE CLOTH COMPANY 


HANOVER, PA. + FOSTORIA, OHIO 











Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 128) 














WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set 
up” for service. With many long- 
established mill contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 
Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 





VAN VALER LUMBER COMPANY 


Radice Central Bidg., Spokane 4, Wash. 
Phone: Timpie 2743 TWX SP 19. 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 


FOREST PRODUCTS 
telephone: AT 6591 Teletype: PDS7? 


WALES LUMBER COMPANY 


SPOKANE - - - WASHINGTON 
Ow Blad Year 





HALLINAN LUMBER CO. 


628 5. W. Horrison St. Portland 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
CA 8.9236 Teletype PD 457 











564 Market $1, Sen Francisco 4, Guill. 
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The Lumber Market 


Southwest Market Slow; 
Some Key Items Short 


KANSAS CITY-—Mid-November 
found lumber business in the 
southwest at one of the lowest 
points of the year. Mills reported 
that the approach of the holiday 
season, inventory-taking time and 
a spell of bad weather combined to 
slow down new orders as well as 
shipments. 

Jecause of the low state of in- 
ventories, both at mills and in re- 
tailers’ hands, price lists were not 
reduced when sales slumped. In 
fact, there was a genuine scarcity 
of some key items, notably in the 
1 x 6 boards and for dimension in 
2x 4, 2x 8 and 2 x 10 measure- 
ments. Mills received calls for 
immediate shipment and in practi- 
cally all cases for mixed cars. 
There has been litte straight-car 
business in recent weeks. 


Taxes, Holidays Slow 
California Market Activity 


SAN FRANCISCO Aproach 
of the Christmas holidays has 
brought the beginning of a “slight 
lull” in the hitherto break-neck pace 
of the lumber market throughout 
Northern California. 

Tied into the seasonal decline in 
activity if the fact that govern- 
ment credit restrictions have made 
home builders hold off on new starts 
so that residential construction is 
slightly on the downgrade as a 
market for lumber. 

Rain and mud in the forests have 
slowed logging operations and some 
mills actually have closed tempo- 
rarily due to log shortages. Others 
have found themselves in between 
high log prices and low mill prices 
for lumber and have either quit or 
slowed down. 

Another factor is the year end 
inventory for tax purposes and 
many retail yards are now concen- 
trating on reducing their lumber 
inventory in order to keep taxes as 
low as possible. 


Car Shortages, Snow Help 
Steady Seattle Prices 


SEATTLE The largest inven- 
tory of logs in five years was re- 
vealed when figures were totaled 
November 1 for the districts of 
Puget Sound, Grays Harbor, and 
Columbia river but the week-long 
cold spell the second week of the 
month cut into this lead. Road 
restrictions, snow and wind closed 
many operations. 

The weather, car shortages and 
seasonable slowing of demand 


| combined to hold most prices 





steady. In the fir market No. 3 
green dimension weakened a little 
but No. 1 and 2 firmed about a dol- 
lar. Many buyers are purchasing 
transits with regard for the tax 
situation and delivery after Jan. 
Ist. Production has been ahead 
of orders for five weeks. Timbers 
continue to be hard to buy. 

Hemlock prices are steady but 
soft. Shingles are the same though 
perfections are weak. California 
is still the best market. Red cedar 
siding is holding but 1% x 6 bev- 
eled siding is soft. Pines and 
spruce prices are unchanged. De- 
mand is on the weak side. 

The log inventory on Puget 
Sound November 1 totaled 563 mil- 
lion feet or 52 million more than 
October 1. A year ago November 
1 logs aggregated 414 million. 
Columbia river reported 479 mil- 
lion Nov. Ist, up 47 million for 
the month. On November Ist ’54 
the district had 406 million feet. 


Dry Southern Pine Scarce, 
Some Fir Items Drop $5 


BALTIMORE—Southern pine in 
this area continues very strong, 
and dry lumber is extremely 
scarce. Dealers attribute this to 
the fact that fewer southern pine 
mills are now in operation due to 
a steady decrease of consumer de- 
mand. However, the number of 
mills has apparently dropped a 
greater extent than sales, thus 
forcing many of the remaining 
producers to sell their lumber im- 
mediately rather than take time 
to dry it. Pricewise, there have 
been no noticeable changes. Dried 
roofers still bring around $89 per 
M, with a few shipments bringing 
over $90. 

Fir has dropped another $5 per 
M in most items, although clears 
and timbers remain fairly stable. 
Studding and No. 2 Common are 
the weakest items at the present. 
Although fir prices for October of 
this year are almost identical to 
what they were a year ago, it was 
pointed out that until this present 
drop, fir was as much as $13 per 
M higher than it was at corre- 
sponding periods last year. Deal- 
ers attribute this recession at 
least partially to the governmental 
tightening of credit restrictions. 

The approaching Maryland in- 
ventory tax, long a subject of heat- 
ed criticism by wholesalers, is 
forcing many yard owners to cut 
their inventories to a bare mini- 
mum until after the first of the 
year. Unfortunately, this is not 
the ideal solution; for as one deal- 
er pointed out, if you don’t have 
the lumber to sell, you can’t very 
well sell it. 
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THE SIGN OF 
QUALITY 





Ses F= iL! 


iT ERR 


FLOORING 





dealer 





MATCHED 


QUALITY FLOORING IN 3 SPECIES 


oak ba a beech - pecan 


One installation of Mt. Vernon brand flooring is like adding 
another salesman to your staff: it sells additional customers 
with its natural beauty, durability and smooth finish. Care- 
fully manufactured in every detail, Mt. Vernon brand floor- 
ing is NOFMA-certified, scrupulously graded . . . and 
there's a species and grade to meet any residential, com- 
mercial or industrial requirement. Stock and sell Mt. Vernon 
brand flooring today. 


Band Sawn Hardwoods — Modern Dry 
Kilns, Planing Mill 


Excellent facilities and skilled workmanship 
guarantee your satisfaction 


<_— 


SEND US YOUR INQUIRIES 


MOBILE RIVER 
SAW MILL CO.,INC. 


MOUNT VERNON, ALABAMA. 
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Cedar (loc Lin 


ISIN BIG 
Ldap 


Cedarco sales top 
all-time high 


The ever-growing field of do-it-yourself customers is reaching 
out again this time for the long wanted luxury and pro- 


tection of moth-proof, cedar-lined storage space in the home 


PRACTICAL ANSWER 


Cedarco is the home building supply dealer's answer to this 
demand—practical because it is well within the price range 
and ability of the home handyman, Cedarco is genuine Ten- 
nessee Red Cedar tongue-and-grooved with matched ends 

simple to install over exposed wall studs, plaster or 


wallboard 


STRONGLY MERCHANDISED 


For easy handling and storing, each 8-foot bundle (50 board 
feet) is machine spiral wrapped in heavy kraft paper, and cap- 
sealed at both ends. Dealers are supplied with free new 8-page 
booklets that list correct amount of Cedarco needed and give 
customers step-by-step instructions for installing Cedarco. A 
Moth Damage Insurance Policy for each job is available at no 


extra cost 


NATIONALLY ADVERTISED 


People interested in home improvement know Cedarco, They 
see it advertised regularly in House Beautiful, House & Gorden 
and Living for Young Homemakers 


CEDARC 


“Red” Cedarco says .. 
Cedarco is sold wholesale exclusively. For 
name of nearest distributor, write 


GILES & KENDALL COMPANY 
P.O. Box F Huntsville, Alabama 


(For more data ou advertised products fill in coupon on page 128) 








Lumber Prices at Press-Time 


The following index is intended merely as 
and average of mill prices at press time and 
the magazin, is received. The prices should 


check on purchases made approximately ten « 


DOUGLAS FIR 
Vertical Grain Flooring 
BABtr. 
\x4 170.00 
Fiat Grain Flooring 
1x4 145.00 
1x6 165.00 
Drop Siding 
ixb (Pat, 22106 
inh (Pat. 3116) 
Ceiling 
4 125.00 
a 18.00 
Boards and shiplap and 2" (Green) 
1x6 1x8 
No. | 68.00 47.00 


No, 2 63.0 65.00 
No, 3 56.00 


160.00 
160.00 


No. | Dimension 
14° 
4 76.0 76.00 
4 75.00 7700 
4 77.0 76.00 
0 77.00 76.00 
2 75.00 73.00 
No. 2 Dimension 
2x 4 7|.00 7|.00 
27x 4 70.00 72.00 
2x 8 72.00 71.00 
2«10 72.0 73.00 
212 70.00 68.00 
No. 3 Dimension r/! only 
2x 4 
zx 6 
2x12 
{Add $10 for dry lumber) 





RED CEDAR SHINGLES 

Royals 

No. | 4/2 

No. 2 24 4/2 

No, 3 : 4/2 
Perfections 

No, |! 5/24 

No. 2 ; 5/2" 

No. 3 5/24, 
KxXXX*X 

No. | ts §/2 

No. 2 ' §/2 

No.3 §/2 





WESTERN RED CEDAR 


Prices for Western Red cedar siding In 
cars, new bundiing, &' to 16’ are: 
Beveled Siding, '/) Inch 
Clear 


y by 4 inch 100.00 
Hd by 5 inch 80.00 
% by 6 inch 115,00 
'y by 8 inch 150.00 
Clear Bungalow Siding, \% Inch 
H h 
) r 


2 ine 


Finish, 8 and Btr, $2 or 45, 
6' to 16’ or Roug 


x 8 


) 
¥ 


txt? 
Ceiling or Flooring, 8 and Btr 
T to 16’ or Longer 


, Cc 0 
1x3 d 125.00 100.00 
x4 125.00 100.00 
Discount of moldings, 6' to 20° odd lengths. 


Series 6,000 


Listing under 4.00—list plus 35%, 
Listing 4.00 and over—list plus 35% 


Clear Lattice, 5/16" « 1%"—T' to 8° 
100 lin. ft 
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heck on buying practices. It is a compilation 

wild not be considered as current on the day 
useful in following market trends and as a 
s before receipt of the magazine. 


WESTERN PINES 


nderosa Pine 


5/4 RW 
and 
4/4 RW 6/4 RW 8/4 RW 
275.00 290.00 270.00 


“ects 
s2«r 48 
C&Btr, RL 
Shop, $25 
No.! 
5/4 142.00 
6/4 “ , 144.00 
Commons, $2 or 45 
No.3 
*@8Re. 78.00 
ix!2 RL ‘ 78.00 
idaho White Pine 
Selects $2 or 4S 


C&Btr, RL 
D RL 
Commons, $2 or 45 


ix 6 
1x12 


Sugar Pine Selects $2 or 4S 
4/ 
BAaBtr. RL 
Cc RL 
D RL 
Shop, $25 


5/4 
6/4 





OAK FLOORING 


tess 


185.00 


Clear Plain 
x2", 

« White 15.00 

Red 220.00 
Sel Plain 

White 205.00 

Red 210.00 
| Com. 

White 185.00 

Red .. 185.00 
#2 Com. 

Pin. White & Red.102.00 
tt! Com. & Btr. 
Shorts 

"%," 


Yox2 
195.00 
185.00 


173.00 
175.00 


175.00 
175.00 


158.00 
158.00 


167.00 
167.00 


100.00 





SOUTHERN PINE 


Vertical Grain Flooring 
BSBtr. 
1x4 230.00 


Fiat Grain Flooring 
\x4 
ixb 


Drop Siding 


Ixb 3106 
ine Hil6 
Boards & Shiplap 
Ix6 
No. ! (D grade) 120.00 
N 2 83.00 
} 72.00 


| Dimension (Dense) 
1? 14 
4 98.00 98.00 
6 100.00 
8 97.00 
10 =—s:« 410.00 ! 
2x12 130,00 130.00 


No. 2 Dimension (Dense) 
2x 4 95.00 
2x 6 86.00 00 
2x 8 86.00 
2x10 ci) 
2x12 % 


No. 3 R/L Only 
2x 4 
2x 6 
2x 8 
2x!0 . 
2x12 ven 

All prices based on kiln dried stock. 


REDWOOD 
Bevel Siding 


/p* 4 V.G. Clear All Heart. 
{a 6 Clear All Heart..... 
y Clear All Heart..... 
Clear All Heart... 
Clear All Heart 
Clear All Heart...... 
Clear All Heart...... 
. Clear All Heart... 
Clear All 
Clear All 

Note: A grade V.G. Redwood Siding $5.00 less 
for '/r, % and % in above sizes. 


<<<<<<<<< 
DOHHOOOHOO 


Anzac Siding 


1x10 V.G. Clear All Heart 
ix!2 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


Ix 4 Clear Heart S4S..... 
ix 6 Clear Heart S4S.. 

Ix 8 Clear Heart S4S....... 
\x!0 Clear Heart $4S...... 
Ix!2 Clear Heart S48 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc 
BG Sebesehdecevaboex ... 150.00 145.00 


Fiat Grain Flooring 


1x4 severe 
Te sce 


Drop Siding 


1x6 fret. #106) 
ix6 (Pat. #116) 


Ceiling 
110.00 
1x4 115.00 


Boards and Shiplap and 2" (Dry) 


1x6 1x8 


No. | ...74.00 76.00 
No. 2 +++ -67.00 69,00 
No. 3 .. 60.00 52.00 


No. | Dimension 


12’ 
70.00 
79.00 
79.00 
79.00 
2x12 79,00 


No. 2 Dimension 


2x 4 
2x 6 
2x 8 
2x10 
2x12 


No. 3 Dimension r/! only 
2x 4 
2x 6 
2x 8 
2x10 . 
2x12 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


x6 x8 ixt0 


No, 2&Btr. .. 100.00 : 103.00 
No, 3&Btr. ... 79.00 d 82.00 


No. | Dimension 


2x12 


No. 2 Dimension 
12’ 

69.00 

67.00 

73.00 

70.00 

71,00 


Mills are now grading boards No, 2 and 3 com- 
mon. Mills do not grade out No. 3 dimension 
as in fir. 
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ATTENTION LUMBER DEALERS take a 


Put ‘em together! y- good look at \)AHO WHITE P NE 





. aif s. je : . : 
“2 BARGAINS & & 
ORTS 
AIR-KING 


3 SPECIFIED LENGTHS 








ELIMINATE WASTE 


Combine your shorts with AIR- 
KING'S SPECIFIED LENGTHS of 
West Coast Standard Green 
Douglas Fir. 


one of 10 woods from the 
AIlR-HING 


direct for details 





Phone: ME 9-1141 


Mfg. . ° 
See your regular whole oie a WESTERN PINE re ion 
saler or write AIR-KING Box 908, Tigard, Oregon 











Light but strong, straight-grained, soft and even-textured, 
light-colored Idaho White Pine is one of the few true white 
pines. Its dimensional stability and splendid workability 


Y -{ t make it a superior wood to recommend for fine paneling 


and woodwork, pattern-making, siding, all residential and 
light construction 


A N A . O N DA Idaho White Pine comes in 3 select, 5 common, 4 
bevel siding, and 4 factory grades. You can order it in 


straight or mixed cars—together with other woods from 


COM NY the Western Pine region—from many Western Pine 
PA Association member mills! 


IDAHO WHITE PINE 


the Western Pines @ ronoeosa rn 


SUGAR PINE 


LARCH 
DOUGLAS FIR 
WHITE FIR 


the Associated Woods @ svonssr:srnuce 


INCENSE CEDAR 


Lumber Department ca 


LODGEPOLE PINE 


BONNER, got the facts (AKO WHITE PINE 


to help you sell V/V/V 


Write for the FREE illustrated booklet t 
MONTANA WESTERN PINE ASSOCIATION sim 


WP” is a Registered Trademark 











he Western Pine Associatior Yeon Building, Portland 4, Oregon 





'™ 
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YOUR AD OF THE WEEK 





No. 48 of a Series 


Wide Selection of Mats for Your Gift Ads 


Top-quality illustrations are needed to give your 


Christmas ads “gift appeal” to attract the atten 


tion of readers who are scanning newspapers for 


gift ideas, anxious to complete their shopping. 

It’s easy to make up effective ads of any size with 
ADservice mats. Your newspaper can follow the sug 
gested layouts shown here, or you can use the illustra- 
tions in an entirely different arrangement. 

If you hurry, there’s still time to get ADservice 


} eol, x 1% in. ad using ADservice mats nos. 71 
9%, 204, 20%, 210, 205, 212, 220, 285, 218, 114 


Gift Suggestion Check List 


For the Man of the House 
FINEST QUALITY TOOLS 


= | 
gy 


4 


~ 
an 


for Home and Family O®& Oy OQ... 
AS TS 04 





YOUR NAME 


mats in time for Christmas ads. Wire or write for 
free 48-page book showing complete series of 254 
mat illustrations for year ’round campaign. Mats are 
in stock, can be shipped immediately. 


* 


2 col. x 9 in. ad 
using ADservice 
mats nos. 202, 
i'iaeis, 27 | PRACTICAL GIFTS 
for Christmas and a lifetime of use! 
1 col. x 12 in. ad \ 
using ADservice 
mats nos. 168, 
224, 212, 208 


io — 


_ PRACTICA 
GIFTS 
































YOUR NAME 


2 col. x 5 in. ad using ADservice 
mat no. 221 








BUILD YOUR GIFTS from our 
FLUSH BIRCH DOORS 











FINEST QUALITY 


TOOLS 


























YOUR NAME 














YOUR NAME 
J 
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MB ovidie BOARD NAILS 


ed [mproes 


for longer-lasting 
installations 


These new CF&! Nails make gypsum board installations 
last longer and stay tighter; yet fhese nails are quicker and 
easier to use than the old types. 











ANNULAR THREADS 


— "* 
- 





Recommended by the Gypsum Association, these nails 

offer new, fully-proved concepts in gypsum board nails. 
They can be driven faster because they are shorter. 

Yet their ring shank gives them greater holding power than 
the longer cement-coated nails which have previously 

been used for this purpose. 
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What's more, the large head is slightly countersunk and 
tapered to minimize breaking the wallboard’s surface. 
These features also provide a surface that’s easier to 
decorate and assure maximum strength to hold the board 
against the framing. 
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See your nearest CF&I Representative for the full story 
on improved CF&l Gypsum Board Nails. 





Don't forget! CF&i offers many of its popular sizes and types of nails in 
handy 5-pound boxes as well as standard 100-pound containers. This 
enables you to stock what you need in the quantities you need... 
frees valuable floor space ... eliminates weighing and measuring . . . 
and makes inventory and re-ordering much easier. Be sure to ask your 
CF&I Representative about this modern way to stock nails. 


THE COLORADO FUEL AND IRON CORPORATION 


DENVER © OAKLAND 


Albuquerque « Amarillo « Billings « Boise « Butte « Casper « Denver « El Paso « Ft. Worth « Houston « Lincoln (Neb.) 
Los Angeles » Oakland « Oklahoma City « Phoenix « Portland « Pueblo « Salt Lake City « San Francisco 
Seattle « Spokane « Wichita « CANADIAN REPRESENTATIVES AT: Calgory «+ Edmonton « Vancouver 
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The First Thing You See... 


The first thing you see when you enter « room is the door and 
first impressions mean a lot whether in an office or « home. If the 
door shows fine appearance and excellent eraftemanship chances 
are good that it is an American Door Company product. Flush 
doors for every purpose. 


American_ | 
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Treated 


BARN POLES 


FOR ENDURING 

FARM CONSTRUCTION 
@ Quality Lodgepole Pine poles 
from our own timberlands are 
straight, strong, uniformly ta- 
pered, Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- 
treated lumber. 

Write for information. 


J.NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
LIBBY, MONTANA 





YOUR PROFIT-MAKING 


Beware of This Sales-Killer 


What the public doesn’t know will hurt you! The 
less people hear about your terms per month, the 
end uses of your products and the many specialized 
services you offer, the more they turn to contractors, 
architects, financing organizations and others for 
help. 

This is no time to hide your light under a bushel! 
The way to make your yard stand out from your 
competitors is to run day-in, day-out educational 
advertising, even if it means taking smaller space 
for a while. Above all, feature the kind of adver- 
tising that sells your organization as a whole—the 
kind of copy that is loaded with specific information 
on the advantages of dealing with you, the independ- 
ent lumber dealer, instead of competitive organiza- 
tions! 

For example, here are some of the best sales-mak- 
ing points to bang home week after week. (1) That 
real savings can be made in building, modérnizing 
and redecorating by buying directly from you, the 
independent lumber dealer. (2) That big savings 
in time and money can be made by using your one- 
stop service instead of dealing with 10 different 
people in 10 different organizations. (3) That time- 
consuming duplication of effort, costly blunders and 
misunderstandings can easily be avoided by turn- 
ing first and always to the independent dealer who 
offers complete service. (4) That your staff is just 
as interested in helping customers with small jobs as 
large ones — can arrange for everything from 
planning and monthly payment financing to free 
estimates and reliable labor. 


Top-Profit Promotion 


Here is one of the smartest ways to develop profit- 
able new leads and pack more selling-power into 
your advertising and merchandising campaigns. Make 
a house-to-house survey, based on a simple written 
questionnaire like this one. It is fast and easy to 
answer and will tell you a lot about how little and 
how much people know about your services. These 
are some of the best questions to use. 

(1) If you wanted to build a new home, where would 
you go for help first? 

(2) If you wanted to modernize, where would you 
go for help first? 

(3) If you wanted to redecorate, where would you 
go for help first? 

(4) What services do you think a lumber dealer 
offers? 

(5) Have you ever shopped at a lumberyard? 

(6) How many times have you been in a lumberyard? 


At the end of each interview, present each prospect 
with a free gift in return for his or her cooperation. 
For example, it might be a booklet of handy tips on 
making minor home repairs, a useful household 
gadget, or a sample of one of your household clean- 
ing products. But whatever it is, it should be some- 
thing that reminds people of you and your yard. 

A week later, send out a warm letter of thanks to 
each cooperating prospect. One that offers concrete 
proof of why people should always turn first for 
help to you, the independent lumber dealer, whether 


By Norm Advertising, Inc. 
New York, N. Y. 
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they want to build, modernize, redecorate or do-it- 
themselves. 

For instance, most people have no idea a lumber- 
yard offers planning service nor do they know 
whether you merely offer stock plans or completely 
individualized planning service unless you tell them! 
Many more have no idea that you offer an owner- 
builder plan of financing, or that you finance do-it- 
yourself modernization jobs. 

A good way to handle this is to list your services 
in capital letters and follow each one with one or two 
telegraphic lines of copy specifying what it includes. 
In this way, people will get a much clearer picture of 
the many specialized services you have to offer. 


Pays Off in Many Ways 


In another paragraph of your follow-up letter, in- 
vite all the people who answered your questionnaire 
to come in and get acquainted with your special de- 
partments. And mention a number that are particu- 
larly helpful to people in their daily and weekly 
shopping. For example, in your letter, ask them if 
they know you have a super bathroom and closet 
accessory shop a household cleaning supplies 
department . . a do-it-yourself department ...a 
power-tool rental department plus an extensive 
garden and lawn supply department. 

You will also want to enclose booklets on the jobs 
and products each prospect has shown the most 
interest in. Here are just a few of the many ad- 
vantages of this survey promotion. First, it opens 
many doors and gives you an excellent chance to 
establish friendly contact with many people who are 
normally unwilling to see salesmen. At the same 
time, it uncovers invaluable information that will 
help you to know exactly what to put your strongest 
advertising and merchandising emphasis on, in sell- 
ing local people. 

This plan will also give you many direct leads, 
plus specific information about what these prospects 
are most easily sold on, will tell you some of the 
things they need to know most about your yard. For 
maximum returns and good will, be sure to send your 
letter of thanks first, describing your various serv- 
ices and departments. Then phone them about a 
week later, and ask for an appointment to make a 
personal call. 


Big Opportunity — Grab It 

Try this surefire method of increasing sales and 
good will. It can pay off every month for years, if 
you keep using it. Plan a special campaign to im- 
press the people in your area who exert the most in- 
fluence on other prospects! 

Here are the people who are in the best position 
to give you word-of-mouth publicity, the most in- 
valuable kind you can get. Your local dentists, doc- 
tors, ministers, lawyers, newspaper editors and re- 
porters ... people in personal service and informa- 
tion-gathering fields who enjoy both the confidence 
and the closest personal contact with many people. 
Men and women who do the kind of work that leads 
to personal conversation on all kinds of subjects. 
Add to this list the names of all club, social and civic 
leaders who are constantly influencing others. 

The more you do to sell these people on your yard 
and products and the more you do to keep them 
posted on your newest services and products, the 
higher your returns in free word-of-mouth publicity. 
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YALE 
DEADLOCKS 





YALE #197 DEADLOCK 


YALE HAS THE PRODUCTS 
-AND THE POINT OF SALES DISPLAYS 
THAT SELL THEM FAST! 


Deadlocks 

Display GM.3 

features Nos 
2:197 


YALE 
Nightlatches 
Display GM-2 
features N ‘ 
042;60;36 


7u¥S* || FREE! SEND NOW! 


Write for valuable booklet 

“The Key to Selecting Auxiliary Locks” 

‘\ THE YALE & TOWNE MFG. CO., 

“oo Sd? Lock & Hordware Div., White Plains, N.Y. y 


' 


4 \ 
Awa \ 
VALE REG U6 PAT. OFF 


(IE YALE & TOWNE 
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ONE SOURCE SERVICE 


Kennatrack’s complete 
line offers everything 
you need for top-notch 
sliding door installa- 
tions. A wide selection 
of hangers, track, locks, 
latches and door pulls 
(also the All-Steel 
Kennaframe for pocket 
door installations) 
meets all requirements. 
Learn how Kennatrack 
sliding door hardware 
can save you time and 
money. Write for your 
free copy of the Buyer's 
Ciuide. It’s the book that 
takes the guesswork out 
of selecting the right 
hardware for any job. 


nnatrac 


SLIDING DOOR 


- 


HARDWARE 


KENNATRACK CORPORATION, ELKHART, IND 
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NEW PRODUCTS 


Lightweight Pallet Dolly 


Of all-magnesium construction, the 
new lightweight pallet dolly provides 
maximum strength at minimum 
weight. The dollies are fabricated of 
welded magnesium channels and are 
fully stress-relieved. Other features 
are: round corners and 34%” diameter 
rollers equipped with ball bearings and 
steel axles. Roller spacing may be 
even or staggered, as required. These 
new lightweight units (31 to 42 lbs., 
depending on size) are available in six 
standard sizes and in capacities of 
2,000 or 4,000 lbs. Special sizes may 
be had on request. Magline, Inc., Dept. 
AL, 1900 Mercer St., Pinconning, Mich. 


For more data circle No. 1 on coupon, p. 128 


Flexible Wood-Trim 


Weldwood Flexible Wood-Trim is 
being introduced by the manufacturer 
to solve the long standing problem of 
exposed plywood edges. An inch-wide 
tape of wood veneer on a latex im- 
pregnated paper backing, Wood-Trim 
is easily applied with any good wood 
glue. No heat or clamping required. 
Available in mahogany, oak, walnut, 
birch and Korina, it allows plywood 
edges to be perfectly matched to faces. 
Flexible Wood-Trim is sold in rolls 
of eight feet. United States Plywood 
Corp., Dept. AL, Weldwood Building, 
55 West 44th St., New York 36, N. Y. 


For more data circle No. 2 on coupon, p. 128 


Jack Knife Window 


A new Jack Knife window developed 
by Marmet has a positive weathering 
feature that is claimed to eliminate 
the possibility of air or water infiltra- 
tion past the operating sash and frame. 
Projection can be either in or out and 
the windows can be either horizontally 
or vertically projected. Marmet Corp., 
Dept. AL, Wausau, Wis 


Por more data circle No. 3 on coupon, p. 128 
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Nylon Latch Bolt 


A Nylon latch bolt insert, said to 
provide easy, quiet closing and longer 
wear, is the latest exclusive feature to 
be added to the InterraLock line. The 
self-lubricating insert protrudes on al! 
sides of the latch bolt, preventing 
metal-to-metal contact between the 
bolt and strike. The Nylon latch bolt 
is now standard on all Sargent 7600 
Series IntegraLocks, which are avail 
able in a wide range of functions, dé 
signs and finishes. Sargent & Co., 
Dept. AL, 40 Water St., New Haven 
9, Conn. 


For more data circle No. 4 on coupon, p. 128 


Jal-O-Wall Panels 


New Jal-O-Wall panels are complet« 
factory fabricated jalousie windows 
mounted into sturdy wall panels of 
rich weather-resistant redwood. With 
Jal-O-Wall any porch or breezeway 
can be completely enclosed. All glass, 
screens, storm sash and finger touch 
controls are installed at the factory. 
Installation requires only a hammer, 
nails and a saw. Jal-O-Wall’s adjust 
able design permits extending or cut- 
ting of the redwood panels to fit exist 
ing openings. Jal-O-Co Industries, 
subsidiary of A. Bruene & Co., Dept. 
AL, 37 Commerce St., Chatham, N. J. 


For more data circle No. 5 on coupon, p. 128 


Brush-On Putty 


Rap’s Brush-On Putty adheres much 
better and faster than ordinary putty 
and withstands outdoor weather, it 
is claimed. No putty knife is needed. 
It dries semi-translucent. Also calk 
ing, crack-filling and tile-setting may 
be done readily with Brush-On Put 
ty. Available in pints, quarts and gal- 
lons. Randolph-Page, Inc., Dept. AL, 
175 Fifth Ave., New York 10, N. Y. 

For more data circle No. 6 on coupon, p. 128 
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to give your customers 


_ “4 a a "i . q ‘i 
Dry Lumber Stability where it counts most p r e wo 4 h r u n k Pp r oO ft e Cc t i oO n 
ent lO ia | y 
. With joists that are dry, well seasoned and stay put. With subflooring 


that stays flush; that gives maximum strength to the structure. 


With stabilized siding to provide symmetrical exterior walls 

that take paint and hold it without checking or leaching. 

With soft textured, smartly modern wall paneling for built-ins of 

Satin-like Arkansas Soft Pine. 

nee And in Nature’s supreme achievement in forest-grown 
Seasoned Subflooring that stays flush 


beauty that becomes decorative home beauty in 


the crowning touch of Royal Oak Flooring. 


These qualities comprise more than meets the eye in a pile of lumber 
or a bundle of hardwood flooring, but qualities vital to your 
customer's sound building investment. They are 

inherent in the character of Crossett’s forest 

resources, developed and refined to their 

utmost by big mill facilities and standards of 

manufacture; qualities certified to every 

user by registered trade-mark 


and official grade-mark. 


CROSSETT RESEARCH 





Constant betterment, 


through research ; a 


CROSSETT LUMBER COMPANY 


Conan’ A Division of The Crossett Company 


CROSSETT, ARKANSAS 
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ALUMINUM WINDOWS, DOORS, 6 —— 
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WOOD 6 CABINET MANUFACTURING. WwW 
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FREE BULLETINS ON ABOVE BUSINESSES 


Chas. Ford & Assoc. 


6425 Hollywood Bl, Los Angeles. Cal 
87 Walton St., Atlanta, Ga. 


106 











(For more data on advertised products {ill in coupon om page 128) J) -)))/ 





NEW PRODUCTS 


(begins on page 104) 








Wood Grain Patterns 


New wood grain patterns are being 


introduced to the line of Marlite 
plastic-finished planks and blocks, a 
tongue-and-groove paneling. The new 
patterns are cherry in planks and 
birch in both blocks and planks. Four 
other wood grain patterns already 
were available in both sizes (16” x 16” 
and 16” x 8')—golden mahogany, 
striped mahogany, natural walnut and 
silver walnut as well as 10 com 
panion colors. Marlite, a decorated 
Masonite tempered hardboard, has a 
baked plastic finish that is claimed to 
resist soil, moisture and wear and 
needs no periodic redecorating. Marsh 
Wall Products, Inc., Dept. AL, Dover, 
Ohio. 
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Ranch Type Mail Box 


Latest addition to the McKinney 
line of Blue Ribbon mail boxes is this 
new ranch type forged iron mail box, 
measuring 16” in length, 9” in height 
and 4%” in depth. Weighing six 
pounds, it is available in two rust 
resisting finishes colonial dull black 
and colonial white. Both finishes have 
solid polished brass trims. Packed 
two to a master carton, the forged 
iron mail boxes may also be secured 
for individual sales in any combination 
of finishes. McKinney Manufacturing 
Co., Dept. AL, 1715 Liverpool St., 
Pittsburgh 33, Penna. 


For more data circle Neo. 8 on coupon, p. 128 


Shingle n' Shake Paint 

Lowe Brothers’ Shingle n’ Shake 
house paint now incorporates two ad- 
ditional characteristics, An improved, 
softer finish free of brush marks can 
be applied to smooth as well as rough- 
sawed lumber, and drying time has 
been improved. Dries dust free in two 
hours and can be recoated in eight to 
twelve hours Full Hod ed, fast dry 
ing, applying easily with brush o1 
roller, the manufacturer claims it is 
the number one finish for rough sur 
faces, exterior or interior. The Lowe 
Brothers Co., Dept. AL, Dayton, Ohio 


For more data circle No. 9 on coupon, p. 128 
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Swedish Wood Planes 


A new line of Gensco “Esteel” planes 
for the home workshop as well as the 
professional carpenter and _ cabinet 
maker is announced. Three styles are 
available: (1) smooth planes in 9%” 
and 9%” lengths; (2) jack planes in 

4” lengths, and (3) fore and jointer 
planes in 18” and 22” lengths. Planes 
are available with jie or corrugat- 
ed bottoms. Cutting blades, as well as 
the framework of the planes, are made 
of finest Swedish steel to careful pre- 
cision tolerances. Carefully shaped 
wooden handles are easy to grip. 
Gensco Tools, Dept. AL, 1830 N. Kost- 
ner Ave., Chicago 39, Ill. 


for more data circle No. 10 on coupon, p. 128 
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Sliding Glass Door-Wall 


Modernview is claimed to be the first 
sliding glass door-wall to be designed 
and built specially for northern cli- 
mate. Modernview’s exclusive inter- 
locking weatherstripping, of rubber 
and wool pile, gives six-sided protec- 
tion, which insures complete weather 
sealing. Constructed of heavy gauge 
anodized extruded aluminum, Modern- 
view is said to require no maintenance 

no painting. Stock sizes are avail- 
able for single or double glazing, in 
two-door, three-door and four-door 
sliding units. Modern Shower Door 
Co., “y pt. AL, 1804 E. 40th St., Cleve 
land : , Ohio. 


For more data circle No. 11 on coupon, p. 128 


All-Electric Collator 


Claimed to be the first all-electric 
collator in the low-priced field, the Hal- 
verson Collator is said to collate 66 
complete sets of eight sheets (total, 
528 sheets) per minute and is easily 
adjustable to all weights of stock— 
onionskin to heavy sheets, 8% x 11 
up to 8% x 14. Completely automatic 
8-station unit collates many times 
faster than hand, manual or semi- 
automatic gathering. An automatic 
shut-off stops machine if sheet is 
missed, or when the supply is “out” 
Halverson Products Corp., Dept AL, 


886 N. Milwaukee Ave., Chicago 22, 
Ill. 


For more data circle No. 12 on coupon, p. 128 
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What's Your Answer? 


It will pay i to read this Forecasting issue carefully. Not only 
the staff, but top industry experts have made every effort to give 
you all availab|« facts on business trends and their probable affect on 
your operation during the coming year. Also, to help finalize your 
1956 programming, a nationwide group of key dealers have summar- 
ized their long ange planning 

This issue will be important to your employes, too. Listed below 
are questions on some of the editorial features and manufacturers’ ads 
which you can use in your next sales training meeting. Answers on 112. 


What's Your Score? 9 or 10 correct: Excellent! 7 or 8: Good. 
5 or 6: Fair. Fewer than 5, perhaps you read too fast. 











; » two g sales u s you c use in sellin 
Angle Head Attachment What are 0 good sales arg iments you can g 
Gusmaiien less: leat elie eae Lu-Re-Co homes in your community? 

I 18 nas St introduced a new, . - es . . 
two-speed No. 155 angle head attach- 2. Who is offering you free, do-it-yourself manuals on Galvanized 
ment to convert quarter-inch drills Sheets and Metallic Zinc Paint for Metal Surfaces? 
for a multitude of drilling, sanding 3. What two low-cost factors can you emphasize in selling farmers 
and polishing jobs. Fits any quarter- on new farm buildings? 
inch drill having a %” x 24 threaded . ‘ : ? . ‘“ : 
spindle. An exclusive rudder fea . Who is manufacturing nails said to “make gypsum board in- 
ture on the new Cummins heavy-duty stallations last longer and stay tighter’? 

Maxaw 7800 is also announced. Called What phase of the building industry offers you a prime target 
the True Course Guide, the device for increased sales in 1956? 
automatically guides the saw through é , pitta : : “ 
the cut, always keeps the saw or ». Who offers you Saran Screen Cloth said to be the “longest 
open. John Oster Manufacturing Co., lasting screen cloth in the low-price bracket”? 
a AL, 5055 N. Lydell Ave., Mil What three products were most mentioned among new lines 
— “_ eg ih dealers will add next year? 

or more data circle No. 13 on coupen, p. 128 y . Wn q 

tetpek. What firm manufactures Temlok Roof deck? 

Remodeling their own facilities is an important part of dealer 
plans to increase volume at a profit in 1956. What specific re- 
modeling job is planned by the majority of dealers? 
: Who is advertising a consumers patching plaster for cracks, 
menten holes and general repair, said to need no sizing, mix white in 


AMERICAN LUMBERMAN cold water, knit quickly to old plaster? 
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When answering advertisements please 











__ EXCHANGE SawMiLLs SaLes Co. 


Since 1879 
1400 R. A. LONG BUILDING KANSAS CITY, MISSOURI 




















PHONE: VICTOR 2-6560 WManupacturers and Distributors 


TWX KC-484 


SOUTHERN AND WESTERN WOODS 


Sales Department for YONCALLA LUMBER CO., YONCALLA, OREGON % Green Fir Dimension * Boards * Cutting 














4 
. 1900 “PARKER” © BUILDERS’-SHOWCASE-CABINET HARDWARE 
Since BRASS RAILINGS DOOR CLOSERS 
HIGHEST BUTTS & HINGES PANIC BOLTS 


I COAT & HAY HOOKS PERFORATED METALS 


COAT & HAT RACKS PILASTER STANDARDS 
FASTEST 


DELIVERY 


DOOR HANDLES & PULLS PUSH & PULL PLATES 
BEST 


DOOR KNOCKERS REGISTERS & GRILLES 
VALUE! 
WRITE FOR CATALOG 


DOOR STOPS & HOLDERS RODDING & TUBING 
§ PARKER HARDWARE MFG. CORP. 23-27 LUDLOW ST. * NEW YORK 2, N. Y. © Phone WAlker 5-6300 


DRAWER HANDLES & PULLS ROPE RAILINGS 
GLASS PARTITION POSTS SHOWCASE FITTINGS 

KICK PLATES SLIDING DOOR TRACK 

LETTER DROPS SPRING HINGES 

METAL THRESHOLDS STANDEE POSTS 
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Symons Forms Do 
Another Good Turn 
For Ready-Mix 


A freak accident demonstrated the 
ruggedness and strength of Symons 
Forms. A 20-ton ready-mix truck, 
backing up to pour concrete at a house 
under construction, got too close to the 
edge of the excavation, softened by 
rains and toppled over on the Symons 
Forms. The forms supported the loaded 
truck’s full weight. After the removal 
of the truck, the contractor was able 
to straighten the poured walls by re- 
placing the waler and adding two 
braces, The completed wall showed no 
signs of damage 


INCREASE YOUR BUSINESS 
with SYMONS FORM RENTALS 


Because concrete forming is one of the 
firat construction steps, many Ready-Mix 
and Building Material Dealers are renting 
Symons Forms to local contractors. Con 
tractors find that these strong, easy to erect 
forma save them considerable labor and 
time, and insure safety no matter how fast 
the mix is poured 


Symons Form Rental bring the Dealer 
new ready-mix customers, added rental profits 
repeat sales of hardware and ties, additional 
lumber and plywood sales, increased building 


material sales and customer satisfaction 


Samples, specifications, actual job photos, 
literature and forms layouts for building 
your own Symons Forms are available upon 
request. However, for guaranteed accuracy 
and low labor cost, we recommend factory 
made forms, Rentals apply on purchase of 
these pre-fab forms 


>» 
. > 


<5 
SS 


— 
Synons 


| SYMONS CLAMP & MFG, CO 
1 4267 Divorsey Avenue, Dept. L-5 
| Chicago 39, Illinois 


| Please send complete information on how | can | 
| start in the Symons Form Rental business | 


| ome 





Firm Nome 





Address 





| 
| — 
| 
! 
| _——— ———E 
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Jamb Bolt No. 42 


A new jamb bolt for use on pocket 
sliding doors features an emergency 
release. When installing jamb bolt 
No. 42, a 3/16” hole is bored through 
the door and the hole capped with a 
grommet which is supplied to protect 
the door’s finish. Thus a release hole 
is provided through which a bobby 
pin or other slim object can be insert- 
ed to release the bolt from outside 
the room. Assembled with a stainless 
stee!| operating spring and furnished 
in all standard finishes, the bolt meas- 
ures 3-1/16” x 1%”. Besides a grom- 
met, a strike is supplied, 1” x %”, to 
prevent marring. The H. B. Ives Co., 
Dept. AL, 5 Artizan St., New Haven, 
Conn, 


For more data civele No. 14 on coupon, p. 128 


Bearing Plate 

This newly engineered Coffman 
bearing plate holds 4 x 4 wood posts 
%” above the floor out of water and 
allows air drying of post end. Each 
post bearing plate resists wind lift 
with 4,650-pound hold-down power 
and meets FHA specifications, it is 
claimed. Attractive counter display 
contains one dozen bearing plates 
complete with Raw! drive pins. R. G. 
Coffman Co., Inc., Dept. AL, P. O. Box 
1113, Orlando, Fla. 


For more data circle No. 15 on coupon, p. 128 
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Bird Ranch Roof 


Bird’s new roofing product, Bird 
Ranch Roof, is designed particularly 
for roof pitches three inches or less. 
Ranch Roof enhances the long, low 
sweep of the low-pitch roof and is 
said to combine the overall durability 
and protection of built-up roofs with 
the beauty and economy of asphalt 
shingles. Available in a variety of 
colors and blends and soft weather- 
tex designs. Bird Ranch Roof is 
rolled on and is quick and easy to 
apply. Bird & Son, Inc., Dept. AL, 
Washington St., East Walpole, Mass. 


For more data circle No. 16 on coupon, p. 128 


The Lawnscaper 


A new machine, the Lawnscaper, 
is said to incorporate all the equip- 
ment necessary for complete lawn 
care in one compact, self-powered 
unit. The Lawnscaper works in much 
the same manner as a combine used 
in harvesting grain. In one single op- 
eration, and with a single operator, it 
performs the numerous functions 
previously done by several machines, 
or by hand, including mowing, mulch- 
ing, aerating, rolling, reseeding and 
fertilizing, as well as distributing 
chemicals for the control of crab 
grass, insects and weed seed killing. 
Lawnscape Corp. of America, Dept. 
AL, 11 West 42nd St., New York 36, 
Be 


For more data cirele No. 17 on coupon, p. 128 





King-Size Econ-O-Flex 

The new King Size Econ-O-" lex 
provides 58% sq. ft. of live selling 
pace in only 18% sq. ft. of floor 
area. The Spacemaster frame has a 
length of 90”, 24 all-metal shelves. 
Irame is double-slotted on both sides 
at one-inch intervals, allowing indivi 
cual 30” shelf adjustability and speedy 
merchandise changeovers. All 30” 
Spacemaster accessories can be used 
interchangeably on the King Size 
Feon-O-Flex. Self-cerve, self-selec- 
tion unit is see-through designed, en- 
abling a customer standing on one 
side to see merchandise presented on 
the other. Reflector-Hardware Corp., 
Dept. AL, 2235 S. Western Ave., Chi- 
cago 8, Ill. 


Por more data circle No. 18 on coupon, p. 128 


Zolatone Tadpoles 


Makers of the original multi-color 
lacquer, Zolatone, has announced a 
new coarse pattern of this colorful, 
tough and versatile coating. Zolatone 
Tadpoles can be added to any multi- 
color combination, which in turn can 
be sprayed onto any properly pre 
pared surface, creating a _ highly 
decorative effect in a single operation 
Effective in renovation as well as new 
construction, Zolatone is available in 
patterns ranging from Tadpoles to 
extra fine and in 6,000 custom and 
stock multi-colors. Paramount Paint & 
Lacquer Co., Dept. AL, 3411 E. 15th 
St., Los Angeles, Calif. 

For move data circle No. 19 on coupon, p. 128 
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“Weatherstrip for the bottom of 
overhead-type garage doors 





PROVED BEST SELLER ' 


for DO-IT-YOURSELF market! Soa 


66% MARKUP! 


» Made of a special rubber compound to absorb 
shocks and jolts of repeated door closing. 


> Seals out snow, rain, dust, dirt. 

>} Protects door bottom from rotting. 
> Easily installed. 

> 8-foot strip retails for $2.95. Dealer cost $1.77. Sales impact counter display and 

* Check your wholesaler. Stock up now. demonstration block furnished FREE. 


by simply waiting te 
doar bottom 





Building Products Division 
Port Clinton, Ohio 
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CIRCULATION AMONG RETAIL DEALERS DEALER 
BUILDING, MATERIAIT & INSTALLED EQUIPMENT 


CIRCULATION 


AMERICAN 
AMERICAN 
“ MAN 
— LUMBERMAN 


wppin? 20,070 
ai 


American Lumberman Reaches 17.3% 


and the Men Who Do the Selling, in 


READER SATISFAC I N UBSCRIPTION 


VOLUNTARY NATURE OF CIRCULATION 
RENEWAL RATE* 


OF SUBSCRIPTIONS SOLD BY MAIL** 


M 
mer 79.42% : ere = 72.5% 


BUILDING BUILDING 
. ] SUPPLY 
ne 12.84% : | laa e 28.8% 


USE OF CIRCULATION AND/OR COLLECTION 
LIVENESS OF LIST OF SUBSCRIPTIONS : 
STIMULANTS (% OF SUBSCRIPTIONS SOLD 
SOLD FOR 1 YEAR** ° 
WITHOUT PREMIUM** 


AMERICAN 


LUMBERMAN 68.9% } LUMeERES 100% 


LUMBERMAN 


BUILDING ' BUILDING 
SUPPLY 


NEWS NEWS 84.1% 


‘‘The Retail Lumber Dealer's National Trade Magazine’’ 


EDITORIAL AND EXECUTIVE OFFICES - 


important: dealers will have your 

product story handy all year if 

it's iv our 1966 DEALER PRODUCTS FILE 
issue. Write for full detaits today! 
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OCCUPATIONAI 
CIRCULATION 


BREAKDOW 


General Individ 
uals & 


other 


Owners & Managers 
Sales 
es Managers Staffs En 


Corporate & 
’ Bxecutiv ployes 
AMERICAN 
LUMBERMAN 
BUILDING SUPPLY 
NEWS 


20 ,009 3,009 2,154 1,493 


19,158 2,121 415 1,383 


(differential 888 1,739 


AMERICAN 
LUMBERMAN 


BUILDING 
SUPPLY NEWS 


; 


More of the Men Who Do the Buying, 


Retail Lumber Dealer Organizations. 


Manufacturers selling building materials and related products 
I 


recognize that convincing de iler management to handle their 
product lime is only the first step in the successful movement of 
their products through today 5 retail lumber dealers The im 


portant tollow through is the education and stimulation ot 
the § iles factors in de iler organizations and the design of their 
de aler aids for easy adaptation and usage by dealer sales 


pers ynnel 


! 
ln rican Lumberman § circulation policies have also long recog 


nized that to effectively carry out its editorial and dealer 
service programs required 
@ Broad distribution among the nation’s 

better dealer organizations 
* Penetration of both the buying and 

selling personnel Ww ithin these organizations 
lo accomplish the sc objectives American Lumberman has main 
tained subscription pricing policies for over 30 years that have 
encouraged dealer Management to provide subscriptions for 
their individual store managers and for their key department 
he id and sales personnel At the Same time, policies of short 
term, mail subse ription selling without premium offers have 
maintained automatic checks against any potential dilution of 


! 
effective dealer circulation 


ult of these coordinated editorial and circulation pro 


30, 1955 ABC 
28,382 ) 


American Lumberman reported in its June 

her s Statement the highe Sst tot il paid « irculation 

er attained by any lumber dealer publication, 85,78°% of its 

circulation reaches retail dealer subscribers. These 24,366 

dealer sub criptions go into 16,714 dealer organizations who 

operate 20,070 se parate retail establi shments across the l Inited 
The 


dis ided among W hol 


6.13% 


American” Lumberman 


» or 
8.9% 


State ind Canada remainder of 


| 


circulation salers and manu- 


facturers 


How does the circulation of American Lumberman compare with 


the circulation of the next lumber dealer publication in the 
held ? 


comp 


See the charts on these pages for major points of 


irison 


ABC Publisher's Statements for 
American Lumberman and Building Supply News, for the 
1954, June 30, 


1952 


(*) Source: See 
periods ending June 30, 1955, Dec. 31] 
1954, Dec. 31, 1953, June 30, 1953 and Dec. 31 


** 


Source Figures arrived at by publishers own 


cal ulation: 


ae 
AMERICAN 
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And Building Products Merchandiser 


Published every 
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See 
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ASBESTOS 
SIDING 


Hassall threaded asbestos siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which 
guarantees maximum holding 
power. Made of #14 gauge wire 
(082) in 1”, 14”, 1's", 1%” lengths. 
Advise quantities. Prompt shipment. 


JOHN HASSALL, INC. 


P. O. Box 2158 
Westbury, Long Island, N. Y. 
Established 1850 








( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


PUTTY 


witt NOT SHRINK 
STICKS AND STAYS Y 








Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
ate year after 
ear.” What's more, 
Serban'e Rock- 
Hard Water Putty 
pe you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see way it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham's Rock-Ha 
Water Putty 7 not shrink. Absolutely 
not. It sticks and stays put. You can saw oy 
oor it, paint or polish it to a velvet <4 - 
fini ioe to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans ad 
4-1b. cans to case. Keep some of each on dis- 
lay. Available in 26, 50, 100-lb. drums for 
ndustria) users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Box #04-B 
Des Moines 
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NEW PRODUCTS 


(begins on page 104) 





9 
<= 


Snap-On Roller Bearing 


Mall Tool announces a new snap-on 
roller bearing nose guide for use on 
any chain saw. By free-wheeling the 
chain, it produces up to 20% more 
usable cutting hp, it is said. The 
new roller bearing literally snaps on. 
The bearing is simply pressed into 
the slot that is machined into the nose 
of the guide bar. The bearing can be 
easily removed by a light tap of a 
hammer on a block of wood pressed 
against the bottom edge of the bear- 
ing’s flange. A template for machin- 
ing the bar is supplied with each 
snap-on roller bearing. The bearing 
is available in 2%” and 3%” diameter 
sizes for use on bars up to 54”. Mall 
Tool Co., Dept. AL, 7725 South Chi- 
cago Ave., Chicago 19, Il. 


For more data circle No. 20 on coupon, p. 128 


Owens-Corning Tile 


Owens-Corning has combined the 
eye appeal of its Textured Acoustical 
Tile and the maintenance, economy 
and efficiency of its Sonofaced Tile in 
a single product called Textured Sono- 
faced Acoustical Tile. The manu- 
facturer combined these features by 
developing a plastic film that dupli- 
cates the surface appearance of the 
Textured Tile and has light reflection 
10 points greater than that of the 
regular Sonofaced Tile. Like other 
Fiberglas Acoustical products, the 
new tile is said to be fire safe and has 
a high acoustical efficiency. Sonofaced 
Textured Acoustical Tile is available 





What's Your Answer? 
Questions on page 107. 


Tell your customers that mass manufac- 
tured component parts and utilizing local 
know-how makes possible more house per 
dollar and provides quality heusing, as 
pointed out in article on page 480. 
American Zine Institute, with coupon on 
page 86. 
Erecting flexible farm buildings that can 
be adapted to changes or expansions in the 
farmer's operations without large expense 
will result in long range cost savings. 
Stress too, lower cost of prefab buildings. 
See article on page 76 for more data. 
The Colorado Fuel and Iron Corp., whose 
ad is on page 101. 
The home improvement field (moderniza- 
tion, alterations and repairs) which is 
expected to account for almost 33° of the 
industry. See articles beginning on pages 
48 and 62 for details. 

. Lamite Div., Chicopee Mills, Inc. See ad on 
back cover. 
Air conditioning for sale; built-in electric 
ranges and built-in ovens. See article be- 
ginning on page 36. 
Armstrong Cork Co., as shown in ad on 
page 22. 


Remodeling their own sheds and ware- 
houses, See article beginning on page 36 
for details on other planning. 


Consumers Glue Co. See ad on page 136. 


in 12” x 12” and 12” x 24” tile and as 
24” x 48” ceiling board. Owens-Corn- 
ing Fiberglas Corp., Dept. AL, Toledo 
1, Ohio. 


For more data circle No. 21 on coupon, p. 128 


Finger Lift Design 


For the builder and homeowner who 
want lift-out wood windows with a 
silent, positive-disconnecting balance 
for any size double-hung wood sash, 
the new Finger Lift offers many ad- 
vantages, it is said. The aluminum 
housing for the balance is also the 
right-hand track for the sash. The 
entire assembly of the Finger Lift 
Balance requires no extra depth in 
the right-hand jamb. Depressing the 
tiny plunger at the lower right dis- 
connects the Balance and the window 
lifts out. Replacing the sash and clos- 
ing it all the way automatically recon- 
nects the Balance. The Finger Lift 
Balance is also optional. A.R.B. Win- 
dow Sales Co., Dept. AL, 19433 John 
R St., Detroit 3, Mich. 


For more data circle No. 22 on coupon, p. 126 


x in 

astic Wall Panel 

New Miraplas wall panel can be in 
stalled without firring over concrete, 
cement or cinder block walls, either 
above or below grade; to plaster walls, 
sheet rock or any walls which have 
structural strength and rigidity, it is 
said. Panels are available in sections 
12” wide and 8’ long, and can be cut, 
mortised and trimmed with simple 
woodworking tools. Special Miraplas 
mastic is applied to the wall surface 
with a Miraplas-approved notched 
edge trowel, making application simi- 
lar to that of Miraplas wall tile. Mira- 
plas Tile Co., Dept. AL, 980 Parsons 
Ave., Columbus, Ohio. 


For more data circle No. 25 on coupon, p. 128 
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The Big Rigs 
Bring ‘Em In! 


for the best in 


SPECIALIZING IN 
VERTICAL GRAIN SIDING | 
AND PANELING 


PALO ALTO GRADE 


os ue 
Er 


a COMPANY 


ARCATA+CALIFORNIA 


( 
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WINDOW LIFT 


COUNTER DISPLAY 


A convincing sales-clincher which dramatically demonstrates 
how Weather-Tite Sash Locks effectively seal out drafts and 
eliminate rattles. Also displays the new Ives Window Lifts 
which match the Sash Lock and give a refreshing and streamlined 
treatment to double bh indows. 


Requires only eo” of counter space! Helps you build real 
volume in matched window hardware by encouraging customers 
to TRY "EM and BUY ‘EM! 


ae 
ate & 


THE H. B. IVES COMPANY + NEW HAVEN, CONN. U.S.A. 





progressive, profit-minded 


jobbers and dealers sell 


Mohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES! 


More and more builders, dealers 
and jobbers are switching over to 
Mohawk Flush Doors. Their reasons 
are clear—Mohawk's highly skilled 
craftsmen ...the use of only the 
finest materials and the most mod- 
ern door manufacturing equipment 
in the country—result in the Vighest 
quality interior and exterior doors for 
either commercial or residential use. 
Check Mohawk’'s quality for your- 
self! Check Mohawk’s prices 
too, before you order 

' your next carload., 


M hawk FLUSH DOORS 


213 W. Ewing Ave., South Bend, ind. 
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more and more dealers are saying 


“Let’s handle 


GRIFFIN’ 


Cat 
R240 
Wrought 
Steel 
Butts 
Also in 
Square 
Corners 


“The dependable line of ‘hinges to 
handle”... that’s the trade’s way of 
saying “We like to sell Griffin prod- 
ucts.” Order from our full line of 
wrought steel butts — plus a com- 
plete line of shelf hardware—in the 
selections you know your customers 
want 


GRIFFIN’ 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 


NEW VISIPAKS— 
Order by the carton 
of individual 
carded items. 





FOR oy P "g 


byte 


KILN DRIED % 


YELLOW PINE SPIB 


Grade Marked and Double End Trimmed. Quality manu- 
facturing and dressing for complete dependability. 


: ee 


Also Flooring — Siding — Boards, ete. 


W. M. McGOWIN LUMBER CO. 


PINE APPLE, ALABAMA 
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see anes MOST DEALERS AND BUILDERS 
NEW PRODUCTS 
(begins on page ay +A PREFER NOT TO USE SUBSTITUTES... 
now they Specify Genuine . .. 








Flush Type Jamb 


A new flush type steel door jamb 
that mounts on %” drywall after the 
wall is installed is announced. Spe- s o 
cial plaster bead on nailing flange per- ® 
mits joint compound to be floated flush 


to edge of jamb in finishing wall. The 
flush type jamb, like other steel in- Backbone of Steel for EVERY Masonry Wall 
terior door jambs in the Trimco line, 
features a_ three-piece, adjustable, OU can depend on top performance with 
nail on installation on standard door genuine Dur-O-waL on the job. Electri- 
openings used for wood jambs and can . ; 

be installed singly or in multiple units. cally welded of high tensile steel, Dur-O- 
Trimco Metal Products, Dept. AL, 
6304 Olive St., St. Louis 5, Mo. 
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waL works fast, lays flat to combat cracks 

in brick, block, or tile masonry. Dur-O-waL’s 
patented trussed design keeps side rods working 
together; put more steel in the wall economically. 
No. 55 Caulking Gun Increase sales and customer satisfaction the 

An air pressure caulking gun said proven Dur-O-waL way. Demand Dur-O-waL 

d é Ss - é Sé ‘ . z 
to apply caulking compounds in half 4 ' .., available everywhere. aeatal 
the time normally required with hand- oe a 
operated guns is announced. Called ae(Cod 
the Calbar No. 55 Air Pressure Caulk- 
ing Gun, it is of all-metal construc- 
tion and highly polished with a rust 
proof finish. To load, the triple lead 
screw and cap turns off in two turns 
and the gun mouth is placed in a can 
of bulk caulk. Pulling out the load- 
ing rod causes rapid action suction 
filling. The loading rod is retractable. 
Calbar Paint & Varnish Co., Dept. AL, 
2612-26 N. Martha St., Philadelphia 
25, Penna. 


For more data circle No. 25 on coupon, p. 128 


Push-A-Matic Hoods 


A complete line of Push-A-Matic 
ventilating range hoods with three- 
speed push button controls for the 
fan and light is now available. The 
line includes two basic hood models, 
one with a square cutout for use with 
a Berns Air King twin blower and the : - @ Builders everywhere are using 
other with a round cutout for use with Dur-O-waL, the customer-de- 
either their CF or TC Series fans. signed reinforcing member that 
The hoods come in standard lengths ; gives masonry walls a backbone 
of 24”, 30”, 36” and 42” and are de- of steel. Welded in o single 
signed to fit all cabinet depths from nce yeatertings yp eepedalaeeas 
11%” to 13%”. Available in stain- om mer 
less steel, white enamel and copper- 


tone. Berns Manufacturing Corp., Butt-Weld ® Trussed Design 


Dept. AL, 3050 N. Rockwell St., Chi- 


cago 18, Ill. 
For more data circle No. 26 on coupon, p. 128 


Tilting Arbor Saw 


Delta’s net’ bench model tilting arbor 
10-inch circular saw is designed to 


provide builders and small woodwork- a . } the Backbone of Steel 


ing shops with a large capacity, low- ° al 
cost portable second saw. The new ; ; : a EVERY il 
saw cuts stock up to 3%”, weighs or masonry wa 

slightly over 200 pounds, is operated 
by a 1 hp motor and is priced, less { SYRACUSE I, N.Y. Dur-O-wal Products, Incorporated, Box 628 
motor, at $149.95, slightly higher west 
of the Rockies. It is readily adapt- 
able for use in combination with the 
new Delta 6” long-bed jointer. Delta 
Power Tool Div. S ockwell Manufac- BIRMINGHAM 7, ALA. Dur-O-wal Products of Ala. Inc., Box 5446 
turing Co., Dept. AL, 443 North Lex- ; 
ington Ave., Pittsburgh 8, Penna. PHOENIX, ARIZ. Dur-O-wal Div., Frontier Mfg. Co., Box 47 


For more data circle No. 27 on coupon, p. 128 
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TOLEDO 5, OHIO Dur-O-wal, Incorporated, 165 Utah Street 
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Copper-Toned Moldings 


Aluminum extrusions in the new 
copper-gold color recently offered in 
an introductory group of Chromedge 
shapes were so quick to win accept 
ance that additional copper-hued 
shapes are now available, announces 
the manufacturer. Among the newer 
coppery moldings are corners and 
end stops for use with coved-base 
floor coverings in both 4%” and 6” 
heights. Known as Cop-R-Gold, the 
special B & T finish is produced by 
improved color anodizing processes. 
The coppery hue actually becomes a 
part of the metal’s surface. The B & T 
Metals Co., Dept. AL, 425 West Town 
| Columbus 16, Ohio. 
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Vitroliner Chimneys 


Vitroliner prefab chimneys are now 
available two ways complete in 
component form from outlets near 
the point of installation or complete, 
ready for installation without cutting 
or fitting shipped direct from the Chi- 


” 


cago factory. A choice of sizes (6”, 7”, 
8”, 10” and 12”) is available. The 
manufacturer recommends Type “E” 
for ranch homes and one story build- 
ings, Type “L” for two-story homes 
and basement heating plant installa- 
tions. A standard flue housing and 
top (19” x 19”) in plain grey or brick 
effect finish is available as well as a 
De Luxe Flue housing and top (19” x 
34”) for massive appearance and larg- 
er homes. Condensation Engineering 
Corp., Dept. AL, 3511 W. Potomac 
Ave., Chicago 51, Ill. 
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Carrier Weathermaker 


The new Self-Contained Weather- 
maker is claimed to be the industry’s 
first packaged air conditioner designed 
for universal low-cost air conditioning 
of stores, suites of offices and other 
large areas. The Weathermaker con- 
tains all its component operating parts 
in one unit or package and has a cool- 


ing capacity in excess of 1% hp. Car- 
rier Corp., Dept. AL, Syracuse 1, N. Y. 
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7S: 
Sunray Hardware 


Western Lock announces a new de- 
sign in residential locksets and match- 
ing cabinet hardware known as Sun- 
ray. The design features an inverted 
cone in the knob which reflects a geo- 
metrical pattern of light rays from 
any angle and, because the reflecting 
surface is never touched by hand, the 
brilliance is said to remain for the 
life of the lock or the matching de- 
sign cabinet hardware. Sunray is 
available in all standard finishes and 
in the complete range of models for 
every door in the home. Western Lock 
Manufacturing Co., Dept. AL, 211 N. 
Madison Ave., Los Angeles 4, Calif. 
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Trade Mark 


DOUGLAS FIR 


PONDEROSA PINE — SUGAR PINE 
WHITE FIR 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Registered 











ean - » rs err err ————— pe 3 rs : oe 
ms P i= jae ah * Sonali a erties en ed i oe 
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Manufacturers. and Distributors 


of 
TWIN HARBORS WEST COAST WOODS 
Douglas Fir, Hemlock, Cedar, 


Pine, White Spruce 
INCORPORATED 1921 


AND SHINGLES 
ABERDEEN, WASHINGTON 


Each 
geared to provide fast 


office of Twin Harbors is 
experienced 
and complete information regarding 


placement of your order 


BRANCH OFFICES 


Portiand, Ore New York 
Eureka, Calif Medford 


N.Y 
Mass 
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Artrim Has the Edge 


Superior Industries announces a 
new display designed specifically to 
show their Artrim line of aluminum 
moldings. A 20” square Upson board, 
with a double-wing easel and hanger, 
it contains 33 samples arranged in a 
decorative shield pattern on a mauve 
background. Each item is numbered 
to coincide with Artrim’s catalog. In 
addition to showing a large line of 
quality trim, it carries the company’s 
new slogan, “Artrim Has the Edge.” 
Superior Industries, Inc., Dept. AL, 
3786 Oakwood Ave., Youngstown 9, 
Ohio. 


For more data circle No. 32 on coupon, p. 128 


Two Display Techniques 


Schlage Lock is announcing two 
new, decorator designed display 
mounts—the Colorslide and Picture- 
frame—to merchandise its new lock 
escutcheon designs. The Colorslide 
mount, complete with stand-up easel, 
is furnished with six durable cards 
painted on both sides plus one panel 
of solid mahogany which permits deal- 
ers to display 18 modern color back- 
grounds for Schlage’s two new open- 
back escutcheon designs. The Picture- 
frame is produced of wood and mason- 
ite with a metal collapsible easel and 
hanger. This mount is available in 
four color combinations, or it also may 
be had in any two custom colors to 
specifications at a slight additional 
cost. Schlage Lock Co., Dept. AL, 
2201 Bayshore Blvd., San Francisco 
24, Calif. 


For more data circle No, 34 on coupon, p. 128 


Wire Brush Assortment 


A colorful display packaged assort- 
ment of wire brushes for small electric 
tools in the home workshop is an- 
nounced by Anderson Corp. This dis- 
play illustrates some of the many uses 
in the home as well. The assortment 
includes 14 wire wheel brushes in- 
dividually packaged so that they can 
be demonstrated and inspected, four 
cup type brushes and three arbors for 
attaching wheel brushes to power 
hand tools. The assortment weighs 
eight pounds, retails for $19.60. An- 
derson Corp., Dept. AL, 1029 South- 


Bostitch T5 Tacker 


This attractive dispensing display 
featuring the Bostitch T5 Tacker is 
available. “Try it now and see for 
yourself” invites prospects to pick up 
the tacker and drive a few staples. 
Tacker and hammer staples in the new 
“1000-pack” boxes are stacked in re- 
cessed sections on either side of the 
tacker. Actual samples of insulation, 
ceiling tile and screening are stapled 
to the display. Bostitch, Dept. AL, 30 
Mechanic St., Westerly, R. I. 


vis 


a? 


, 


bridge St., Worcester, Mass. 


For more data circle No. 33 on coupon, p. 128 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


ANADIAN ForEST PRODUCTS LTD. 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 
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PROFITS 


are 


“ALL WRAPPED UP” 


when 


you 
telatel is 


onc hn emixs 
COMBINATION DOORS 


UTOPIA Deluxe Z-Bar Storm-Screen Doors are designed for 
style and performance — made of the finest 6063-T5 heat 
treated, extruded aluminum — engineered for fast installation 
by home owner. At a “budget price,’ here’s a “custom” door 
that’s eye appealing, snug fitting and sturdy . . . can not warp, 
stick or swell; never n 1s painting; standard 14” kickplate 
and modern design harmonizes with all types of architecture. 


COMPLELETY ASSEMBLED AND INDIVIDUALLY PACKAGED 


All wrapped up — complete with hardware and installation in- 
structions — for fast, over-the-counter sales which mean quick, 
clean profits. Both UYOPIA Z-Bar and Overlap Doors are easy to 
stock ... easy to handle .. . cartons marked clearly for immediate 
identification. Exclusive UTOPIA designs eliminate field measur- 
ing, fitting and service. 


LOW INVESTMENT * FAST TURNOVER * GOOD PROFITS 


Pee ees eS eS eee eS eS eS 


q maiL THIS COUPON TODAY 


UTOPIA DOOR DIVISION 
Erbin Medea of Ulnar fle 


185 West Bowery Street 
Phone: HEmiock 4-6183 Akron 8, Ohio 


Storm Windows of Aluminum, Inc. 
185 West Bowery St, Akron, Ohic 


Please send me complete Utopia Door informa 
Hen and attractive prices 


Nome 
Compony 
Street 

A few valuable territories open to 
City State established manufacturers 
Al 1255 


agents 
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December 12 


Christmas Display 


New designs and new gift packages 
with duo-pack Christmas covers that 
permit a special holiday cover to be 
slipped on gift boxes for Christmas 
displays is announced. With 12 de- 
signs and a wide variety of finishes, 
including contemporary two-tone, to 
choose from, the Baldwin line allows 
the buyer to select a solid forged 
brass, highly decorative door knocker 
that will harmonize with any architec- 
tural design. Baldwin Manufacturing 
Corp., Dept. AL, 1290 Central Ave., 
Hillside, N. J. 


For more da.a circle No. 36 on coupon, p. 128 


Masonite Display Rack 


With the introduction of its new 
Water-Wash Paint Remover, the 
Savogran Company is offering a new 
all-product display unit. This con- 
vertible, collapsible, Masonite Display 
Rack is given free, with an initial 
order of 12 pints and 12 quarts of 
miracle Water Wash, the non-flam 
mable paint cleaner that you brush 
on, wash-off. A complete merchandis- 
ing kit for newspaper advertising, 
window and display is also sent free 
with each order. The Savogran Co., 
Dept. AL, 25 Huntington Ave., Bos- 
ton 16, Mass. 


For more data circle No. 37 on coupon, p. 128 


Glide-Lock Window Control 


A new and simplified low-cost win- 
dow control for double-hung wood 
sash can be used on new or old win- 
dows and can be installed by one man 
in five to ten minutes, claims the 
manufacturer. Windows glide up and 
down on a stainless spring-steel slide. 
A brass plunger pin controls the 
proper tension on the spring slide and 
automatically catches in two lock posi- 
tions. The control is said to allow 
windows to _ slide easily, prevent 
rattles and discourage burglars. The 
self-locking device does away with 
the need of a separate window latch. 
McClary Manufacturing Co., Dept. 
AL, Route 1, Box 57, Creve Coeur, 
Mo. 


For more data circle No. 38 on coupen, p. 128 
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This is How 
P, HYSTER piannep MATERIALS HANDLING 


SAVES TIME AND MONEY 


in lumber yards 


< 3 


Here are typical exumples of how Hyster 
Industrial Trucks are helping to make 
tremendous savings in materials handling 
costs in lumber yards. 

Whether you are now using lift trucks, 
or haven't ever used industrial trucks of any 
kind, your Hyster Dealer is ready to help 
you achieve cost reductions. Because he 
keeps abreast of the materials handling 
problems and improvements, he has helped 
many lumber yards realize more profit from 
their operations. Why not call him today 
and take advantage of his specialized 
services? Materials Handling Trucks from 


1,000 to 30,000 pound capac ities. HYSTER” ZA-80 LIFT TRUCK with Side Shift End Loader transports lumber from 
shed to delivery truck 





HYSTER DEALERS 
GIVE YOU ALL 3 


1. PLANNING, Your Hyster Dealer 
will plan your materials handling opera- 
tion from scratch or will analyze your 


present system to see if it can be improved 


2. THE RIGHT TRUCK for your job 
from Hyster’s complete line of industrial 
trucks (1,000-30,000 Ibs) and over 100 job 


attachments. 


3. THE RIGHT SERVICE —ample spare 
parts stock, shop facilities, factory-trained 
mechanics and an efficient field service that 
keep your Hyster lift trucks going on your 
job, wherever your job might be located. 


Hyster trucks are noted the world over for 


their low downtime HYSTER® STRADDLE TRUCK™ leaves yard for customer delivery of finished wood 
gutter products. 











2939 N. E. Clackamas Portland 8, Oregon 
1039 Myers Street Danville, Illinois 


Hyster N.Y, : Nijmegen, The Netherlands 


FOUR FACTORIES: Portiand, Oregon; Danville, Illinois; Peoria, Illinois; Nijmegen, The Ne 
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Automatic Driver 
Diamond Points 


Shoots 100 Zinc or Steel Points into 
the hardest wood—as fast as a man can 
pull the trigger. Speeds up glazing of 
sash, frames and mirrors. Points can be 
driven at an angle, due to patented 
nose plate. 

For hand-driving — perfect glazing 
with Red Devil Triangle Points. Zinc 
Coating prevents corrosion. 





Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 





MENOMINEE INDIAN 


Neopit, Wisconsin 


MILLS 


ed QUALITY LUMBER Kiln-dried 
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For 
added 
insulation 


profit 


Use this NEW 
ALFOL DATA BOOK 
to sell more insulation at a better profit! 


Just off the press, here is the most comprehensive Alfo! 
Data Book ever published--24 pages of fact, figures and 
illustrations. Answers almost any question you could be 
asked on the subject of Reflective Insulation. 

Colorful, easily understood, ideal for counter reference. 
Helps you build real volume in the insulation that offers 
more profit to you... and a better buy for the customer. 

If you're already handling Alfol, check with your dis 
tributor about this vital new selling aid. If not, why not act 
now to cut yourself in on the growing trend to reflective 
insulation. A free copy of the new Alfol data book will be 
forwarded on request. 

125-55 


REFLECTAL CORPORATION 


A subsidiary of Borg-Warner Corp. 
Suite 2891, Chicago 4, lilinols 


ALUMINUM FOIL INSULATION 


Compiects 
Bed: Shipped 
KD. Easy 
Assembly & 


Mounting 


Unioad a Load 
or Half Load at a Time 


The R-B Company 


\ 1921 Guinotte, Kansas City 20, Mo. 


ees que ae aes oe —_ 


Write, wire, phone for 


Cate og ond Pri ~~ 
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Tape Package and Rack 


Over-the-counter salability of the 
line of Behr-cat brand masking tapes 
has been increased by the introduction 
of a new, handier dispenser package, 
a convenient 60-yard roll, restyled 
counter display carton and self-serv- 
ice display rack. Behr-Manning is 
packaging its retail masking tape line 
in a new box with integral cutter edge 
and a half-moon die-cut opening which 
gives the user a sure grip as tape is 
pulled and cut from the roll. Each 
display carton holds 12 rolls, each in 
a cutter box. Sturdy pegboard racks 
with stout wire and wood supports 
and colorful display headboards are 
offered at no cost with an order for 
tape sufficient to stock them. Behr- 
Manning, Div. of Norton Co., Dept. 
AL, Troy, N. Y 


For more data circle No. 39 on coupon, p. 128 


(on™ 
nL” 


roemice PATTERNS 


Tie-In Display 


An Easi-Bild rack, available to at- 
tach to the Formica Self Service dis- 
play rack, holds nine patterns featur- 
ing Formica as the surfacing material 
for the do-it-yourself projects. The 
one master display contains Formica 
sheets, contact bond cement and Easi- 
Bild patterns for such projects as 
modern end table, kitchen cabinets, 
decorator’s desk and so-on. The For- 
ica Co., Dept. AL, Cincinnati 32, 
Ohio. 


For more data circle No, 40 on coupon, p. 128 


Kitchen Base Cabinet 


A new 36” plastic top kitchen base 
cabinet has been added to the White 
Mountain line. As in the case of their 
18”, 24” and 30” bases, these new 
numbers, Model 2536B and 2536BS 
(with back splash), are available with 
gray, red or yellow Melamine plastic 
tops. All White Mountain base and 
wall cabinets are finished in hi-bake 
white enamel with insulated engi- 
neered punch-board doors and 
equipped with recessed chrome pull 
handles. The Maine Manufacturing 
Co., Dept. AL, Nashua, N. H. 


For more data circle No. 41 on coupon, p. 128 


BUILDING PropucTts MERCHANDISER 





Shado-Pruf Vials 


A new method of mounting level 
vials is announced by Empire and fea- 


tured on its New Acra-Lite mag- 
nesium levels. When mounted in posi- 
tion on the Acra-Lite magnesium 
level, the new level vial assembly pro- 
vides a trimline, slimline appearance 
completely free from supporting pro- 
tusions. It is claimed to provide wid- 
est angle reading of any level. In ad- 
dition, the new Shado-Pruf vial as- 
sembly permits fast, simple replace- 
ment of vials should the covers be 
accidentally scratched. Available in 
24”, 28” and 48” lengths. Empire 
Level Mfg. Co., Dept. AL, 10930 West 
Potter Road, Milwaukee 13, Wis. 

For more data circle Ne, 42 on coupon, p, 128 


(continued on next page) 


on your next order 


QUALITY YOU CAN SEE 
Beautiful eye-catching matched 
grains and uniform texture that 
harmonize with any interior decor. 
Precision-graded to NOFMA 
Standards. 


QUALITY YOU CAN FEEL 
Properly seasoned and accurately 
milted to @ smoothness not ordi- 
neriiy found in the "“run-of-the- 
mill" flooring, Requires a minimum 
of sanding—saves labor and 
money. 


QUALITY THAT ENOURES 

Made from the finest of Oak 
from the Missouri Ozarks to with- 
stand many years of hard wear, 





es, try OZARK BRAND 
Oak Flooring on your next order. 
Your customers will be 
delighted with its fine quality 
and unusual beauty. Like many 
of our accounts, you will enjoy 
repeat orders. Your order 
will be shipped promptly. 
Flooring is carefully bundled 
for safe clean arrival, easy 
unloading and easy handling. 


One order will convince you, 


Write, phone, or wire us collect for quotations and delivery on any of 
your oak flooring needs. 


he OZARK OAK FLOORING COMPANY 


ARCK, MISSOUR! 


(For more data on advertised prod 


ts fill in 


PHONE 115 











Ranch-Style Mail Box 


A 


Se" To help promote their new king-size 
Y ‘ore, ranch-style mail box, the manufactur 
Aad er is offering to dealers free a unique 

/ g 1 


| display board with the first order of 
a dozen mail boxes. An actual mail 
box is easily attached to the board, 
i offering customers a chance to try its 
automatic closing feature and test 


aie 
‘ ~» its roomy interior. Griswold Manu- 
~~ facturing Co., Dept. AL, Erie, Penn. 


Vor more data circle No. 43 on coupon, p. 128 

3-D Texture Paint 
The new 3-D Texture Paint Counter 
divplay features product identity and 
graphically illustrates the product’s 
use on masonry, wallboard and 
cracked plaster surfaces. Actual paint 
product is used on the display to 
create realistic finish. Display stands 








on own easel for easy erection. Lows 
Bro’ hers Co., Dept. AL, 424 E. Third 
St., Dayton, Ohio 

For more data circle No. 44 on coupon, p. 128 


Help-Yourself Display 


| A new help-yourself counter dis- 
play that gives eye-level point-of-sale 
€ iy to popular sizes of Rocket Walligrips 
os es ‘ i available. The merchandiser, 


printed in black, red and white, is pro 
vided at no extra charge with an as- 
sortment of 170 Wallgrips. Reinforced 
metal edges lend additional strength 
; to the sturdy display package to in- 
sure long-time use. Weight of the 
counter display is five pounds, Rocket 
Devices Corp., Dept. AL, 142 Liberty 
St., New York 6, N. Y 


For more data circle No. 45 on coupon, p. 128 

















Manufacturers and Wholesalers 


WEST COAST 4 Lit 
LUMBER Lo WHITE FIR ; 


All «species Extensive con. Z = SUGAR PINE 4 
pool yy he © DOUGLAS FIR 
er commission man. ® PONDEROSA PINE 
_” @ IDAHO WHITE PINE — 

/ @ HEMLOCK—MILLWORK 

_ @ REDWOOD — CANADIAN | 
oie gbUMBER S25 easeaniial 


Lumber Wholesalers 
P.O. BOX 367 . MEDFORD, OREGON 































Phene 2.5291 Teletype MF 76 








Jeffreys - McElrath 
MANUFACTURING COMPANY © 





P.O. Box 137 — Tel. 3663 MACON, GEORGIA 
@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
© OAK FLOORING 


Daily Capacity 300,000 feet 
Factory Locations 


i] ville, Ga. Macon, Ga. Keesville, Va. 
Arkwright Ga. Chase City, Yo. Rol » MC. 
Jockson, Go. Oxford, M. C. 
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Home Workshop Machine 


The Y-A home workshop machine 
is claimed to be the first single-unit 
power tool. The Y-A machine is in- 
stantly and safely converted from an 
eight-inch tilting arbor saw to a ten- 
inch dise sander to a four-inch jointer 
by simply turning a wheel. Utilizing 
the machine’s powerful power take-off 
and quickly and safely attached ac- 
cessories, it can also be converted into 
a wire brush, a buffer, a rotary file or 
router, a drum sander, a powerful 
portable drill or hole shooter and a 
polisher, it is announced. Yates- 
American Machine Co., Dept. AL, 729 
Fourth St., Beloit, Wis. 


For more data circle No. 46 on coupon, p. 128 





Putty Knives & Wall Scrapers 


New #500 line of putty knives and 
wall scrapers whose plastic handles 
are guaranteed to resist paint solvents 
ard varnish removers is announced 


by Warner. Cutlery steel blades have 
high mirrer finish and extend full 
length of handle. New #500 seri 
covers a full range of sizes from 1%” 
putty to 5” wall scraper—both stiff 
and flexible blades. A colorful all 
wood counter display is furnished with 
#1018 stock azvsortment. Display 
takes 14” x 16” counter space, stands 
14” high. Warner Manufacturing Co., 
Dept. AL, 801-16th Ave., S. E., Min- 
neapolis 14, Minn. 


For more daia cicle No. 47 


on coupon, p. 128 





SUGAR & WESTERN 
PINE AGENCY, INC. 


+1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 





we SUGAR PINE x PONDEROSA PINE 
mw WHITE FIR 


Send us your Kiln Dried Douglas and 


specifications White Fir Mouldings 








“ak _ 


Call STEM for Kiln Dried Hardwood 


Steamed American Wainut - Wild 
Cherry + Plain, Quartered, rift 
sawn soft textured White Oak 
and Red Oak + Honduras, African, 
Philippine Mahogany + African 
Limba + Burma Teak «+ Delta 
Red Gum + Tidewater Red and 
Pecky Cypress + Birdseye Maple- 
Butternut - Hard Maple + North- 
ern Birch + and many others. 











Soft textured hardwood lumber— 
carefully manufactured and kiln 
dried at our own mill. Headquarters 
in the central west for all foreign 
and domestic species. We have the 
hard to get items in any thickness 
for overnight shipment 


Chester B. Stem, Inc. 


527 Grant Line Road 
New Albany, Ind. 
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NEW BARES VEU 


Power Shop. Three related envelope 
tuffers are available for retail deal- 
ers to promote sales of DeWalt’s 1956 
model Power Shop machines. The first 
(SP-48-55) stresses space-saving as 
pect and versatility of the multi-pur 
pose machine; the second (SP-49-55) 
is for pre-Christmas mailing on the 
theme of giving a gift that will pay 
for itself in the years to come; the 
third (SP-50-55) is a general an 
nouncement of the machine which has 
several major design changes from 
the previous model, including a % hp 
motor. DeWalt Inc., Dept. AL, Lan- 
caster, Penna. 
For more data circle No, 48 on coupon, p. 128 
Steel Strapping. Two new folders 
have been issued, one on steel strap 
ping for the lumber mill and yard and 
the other for the brick and clay in- 
dustry. Each of the two-color folders 
gives complete data and both are liber 
ally illustrated. Steel Strapping Div., 
The Stanley Works, Dept. AL, 1956 
Lake St., New Britain, Conn. 


For more data cirele No. 49 on coupon, p. 128 


Bermuda Roofs. concept in 
modern Bermuda concrete roofs is 
described in a booklet just out. Out 
lining the advantages of Zonolite con 
crete, it claims this method of roof 
construction is fireproof, insulating, 
lightweight, permanent and _ easily 
maintained at low cost. Zonolite Co., 
Dept. AL, 135 S. LaSalle, Chicago, Ill. 


For more data circle No, 50 on coupon, p. 128 


New 


Flashing. A two-color leaflet gives 
complete data and specifications on 
Cop-R-F lash, a tough, asphalt-impreg- 
nated fiberglas-reinforced covering 
that encloses and protects a core of 
copper plus lead. Cop-R-F lash, special- 
ly engineered for concealing flashing 
and waterproofing, comes in two types 
and is manufactured in several stand- 
ard weights. Phoenix Building Prod- 
ucts, Inc., Dept. AL, 3133 N. Broad 
Street, Philadelphia, Penna. 


For more data circle No. 51 on coupon, p. 128 


Importance of Windows. Bulletin 
No. 558 on the importance of windows 


in residential air conditioning, says 


good design in wind area can cut 
air conditioning costs and greatly in- 
crease comfort. Exterior shading of 
windows and optiona! natural ventila 
tion through operat windows are 
stressed as important keys to economy 
and comfort in residential air condi- 
tioning. Andersen Corp., Dept. AL, 
Bayport, Minn. 


For more data circle No. 52 on coupon, p. 128 


Scientific Insulation. Heat Flow by 
Radiation in Buildings is a new il- 
lustrated manual describing the com- 
plete line of Infra Insulations and 
their specialized uses. It offers new 
est installation plus a 
simple, scientific discussion of the 
laws of physics and significant il 
lustrated experiment Infra Insula- 
tion Inc., Dept. AL, 525 Broadway, 
New York 12, N. z=. 


For more data circle No. 55 on coupon, p. 128 


techniques 


Strapping Equipment. Brochure 
just out describes steel strapping 
equipment suitable for tying for ship 
ment of products weighing up to 100 
pounds. Two color folder is liberally 
illustrated. Gerrard Steel Strapping 
Div., United States Steel Corp., Dept. 
AL, 2915 W. 47th St., Chicago 382, Il 


For more data circle No. 54 on coupon, p. 128 


Shower Enclosures. Colorful leaflet 
for handout or envelope stuffer gives 
details and illustrates various models 
of Permalume enclosers and shower 
doors available for remodeling or new 
construction. Shower Door Co. of 
America, Dept. AL, 1301 Chatta- 
hoochee Ave., N. W., Atlanta 18, Ga. 


Vor more data circle No. 55 on coupon, p. 128 


New Product Newsletter. 
newsletter and literature on new 
manufactured products is available 
to any distributor of ladders, roofing 
and siding brackets, attics stairways 
and general scaffolding equipment, in 
states of New York, N. J., Conn., 
Penna., Mass., Rhode Island, Maryland 
and Delaware, Newark Ladder & 
jracket Co., Dept. AL-Ad, Clark 
Township, N. J. 


For more data cirele No. 56 on coupen, p, 128 


Monthly 





Net Price 


Only 


$63.50 


f.o.b. 


Wilmette, 


3UILDING PRODUCTS 


MERCHANDISER 





MAKE SCRAP LUMBER 


PAY win 


SCHUBERT picket cutter 


Points 200 to 250 pickets per hour 
» + « SMOOTH finish adjustable 
for width. Light-weight ond porta- 
ble (38 ibs.), yet rugged ond 
durable for yeors of service. Any- 
one can operate prompt de- 
livery. Write for complete infor- 
mation! 





H. A. SCHUBERT CO, machinists 


1212 Washington Ave., Wilmette, Ii! 


(For more data on advertised products {ill in coupon on page 128) 





Color Guide. Visible presentation 
book bound and covered in durable 
acetate contains color samples of each 
of the 16 House and Garden decoratot 
colors featured by Awnair. The com- 
plete line of aluminum window awn- 
ings, doorhoods, patios and canopies 
comes in 16 colors with the exclusive 
Porcenamel pressure coating finish. 
Convenient size, 6x9, the Color Guide 
permits easy pairing of shades so 
that color combinations can be judged 
before installation. Awnair Corp., 
Dept. AL, Wayne, N. J. 


Fer more data circle No. 57 on coupon, p. 128 


Fireplace Portfolio. Filing kit de- 
signed especially for home building in 
dustry contains complete literature on 
Heatform fireplace merchandise to en- 
able builder to construct a fireplace 
with maximum volume of heat and 
assure smokeless operation. When re 
questing kit, please identify profes- 
sion or trade. Superior Fireplace Co., 
Dept. AL, 1708 E. 15th St., Los 
Angeles 21, Calif. 

For more data circle No. 58 on coupen, p. 128 


Door Closer Display. New leaflet 
describes sales aid suitable for counter 
display and demonstration of Sparton 
door closer. Smartly designed hard- 
wood frame, jamb and door com- 
plete with chrome handles and mount 
ed door closer. S. Parker Hardware 
Mfg. Corp., Dept. AL, 27 Ludlow St., 
New York 2, N. Y. 


For more data circle No. 74 om ecoupen, p. 128 


(continued on page 124) 
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For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


P. O. Box 2161 
Westbury, Long Island, N. Y. 
Established 1850 


123 











Home Building Materials. Virtues 
of copper, brass and aluminum as 
home building materials are featured 
in a 30-page booklet, filled with photo- 
graphs and simplified drawings of 
specification applications. Ten sub- 
jects, radiant heating system; plumb- 
ing lines and vent stacks; hot water 
storage tanks and heaters; snow melt- 
ing system; lawn sprinkler system; 
swimming pool; flashing of all types, 
gutters and downspouts, gravel roof 
stops and exposed window boxes are 
covered, Also shown are advantages 
of copper termite shield; bronze 
weatherstripping and aluminum storm 
windows; building hardware and light- 
ing fixtures of Revere metals. Re- 
vere Copper and Brass Inc., Dept. AL, 
230 Park Ave., New York 17, N. Y. 


For more data circle No. 60 on coupen, p. 128 


Steel Strapping. A two-color bro 
chure illustrates models TA and TE 
steel strapping machines. The equip- 
ment is said to be particularly useful 
in strapping light parcel post and ex- 
press packages weighing up to 75 
pounce. Gerrard Steel Strapping Div., 
Inited States Steel Corp., Dept. AL, 
2015 W. 47th St., Chicago 32, Ill. 


For more data circle No. 61 on coupon, p. 128 


Plaster’s Jack. Two-color folders 
give data on new Plaster’s Jack and 
Trestle and Mason’s Jack. Descriptive 
information, illustrated applications 
and complete specification data are in- 
cluded in the folders. Beaver-Advance 
Corp., Dept. K-AL, Elwood City, 
Penna 


For more data circle No, 62 on coupon, p. 128 


Air Conditioner. New Thinline air 
conditioner is described in a four-color 
brochure. With a total depth of only 
16% inches and no louvers on sides 
or top, the units can be installed in 
many places hitherto prohibited. Over- 
all dimensions, 16%” deep, 25” wide 
and 20%” high are same for %, % 
and 1-hp. sizes. Providing flexibility 
of installation, the Thinline can be 
used in practically any type of window 
or through the wall itself. General 
Electric Co., Room Air Conditioner 
Dept. AL, Appliance Park, Louisville 
1, Ky. 


For more data cirele Ne. 63 on coupon, p. 128 


Tile Installation Manual. An il- 
lustrated 80-page book for profession- 
al tile setters covers completely the 
installation of Vikon metal and plastic 
wall and ceiling tiles. The carefully 
edited index contributes materially to 
the ease of using the manual. Price 
$1. Vikon Tile Corp., Dept. AL, Wash- 
ington, N. J. 


For more data circle No, 64 on coupon, p. 128 


Steel Frames. New engineering de- 
velopments in steel frames for hori- 
zontal sliding windows and a complete 
curtain wall system are detailed in 
new literature. Installation and prod- 
uct design details are given covering 
the bottom roller, top roller-hung and 
dual-glaze Steelbilt frame types, in- 
stalled in three different types of con- 
struction. Emphasis is placed on 
weather-sealing improvements. Steel- 
bilt, Ine., Dept. AL, 18001 S. Figueroa, 
Gardena, Calif. 


For more data circle No, 65 on coupon, p. 128 


Window Screens. A 24-page manual 
on screening double-hung wood win- 
dows contains many illustrations and 
text. Shows all parts of double-hung 
windows with their names; how to 
measure for tension screens; how to 
install and repair the screens. Shows 
how Tension-tite screens fit windows 
4%” wider or narrower, longer or 
shorter than standard. Also shown is 
step-by-step demonstration of tension 
sereens to customers. Rudiger-Lang 
Co., Dept. AL, 310 International Trade 
Mart, New Orleans, La. 


For more data circle No. 66 on coupon, p. 128 


Aluminum Windows, New literature 
describes church and chapel, ribbon, 
projected windows, curtain wall and 
custom aluminum windows, with in- 
stallation pictures and architectural 
details for each. Complete specifica- 
tions are included together with des- 
cription of how Marmet aluminum 
windows are made and illustrations of 
steps in manufacturing. Marmet Corp., 
Dept. AL, Wausau, Wis. 


For more data circle No. 67 on coupon, p. 128 


Door Manual. A bound book on 
panel doors and sash doors of western 
pine is complete with illustrations, ar- 
chitectural drawings, scale details and 
construction data. Coming soon is a 
supplement to the manual, a simpli- 
fied price schedule showing prices to 
jobbers and new simplified zone terri- 
tories. Morgan Co., Dept. AL, 520 
Oregon St., Oshkosh, Wis. 


For more data circle No. 68 on coupen, p. 128 





Miss Weldwood Hardboard for December 


Marian DePiero of Home Builders Supply Co., E. Paterson, N. J., 
is our Miss Weldwood Hardboard this month. Fond of swimming 
and dancing, Marian is also a Girl Scout leader, On the order desk 
at Home Builders, she appreciates Weldwood Hardboard because 
its 276 types plus speedy delivery keep customers happy. Ask your 
Weldwood representative about WELDWOOD HARDBOARD. 


United States Plywood ¢ orp 
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DESIGNED TO THE 
EXACT NEEDS OF THE 


LUMBER TRADE! 





87 branches in major cities, =— 


NOW! 





— * 
Send for Complete 
Information. 


ALL THE FEATURES 
TO CUT YOUR LUMBER 
DELIVERY COSTS... 


@ Dekalb, in close cooperation with the 
lumber industry, has designed and built a 
delivery unit to meet the exact requirements 
of the retail lumber yard or build.ng supply 
house. Provides for handling of lumber, 
nails, hardboard, paints, etc. Half cab 
affords utilizing full length of truck for haul 
ing long pieces of lumber and eliminates 
long overhang at rear of truck and permits 
loading or unloading from front or rear 
Mounts on Ford, Chevrolet, GMC, Dodge or 
International forward control chassis. Write 
for full particulars 


Dehalb 


<2 COMMERCIAL BODY CORPORATION 





233 W. GARDEN ST. + DEKALB, ILLINOIS 


December 12, 1955, AMERICAN LUMBERMAN AND 











CASH IN ON THE 


“DO IT <"y YOURSELF" 
mo TREND 


FOR 
SMOOTHER-OPERATING 
LONGER-LASTING ALUMINUM eerste 
WINDOWS AND DOORS 


Home Craftsman’s Best 
ROGERS GLUE provides the Home Craftsman with gorilla grip 
—a ton of strength in every drop... and a Clear—Uniform— 
\/ Odorless Glue that means better projects, that are stronger, 
/\ easier to finish with stain, shellac, varnish or paint. 
. rusNn 


FOR YOU: 


National Advertising in outstanding publica- 
tions like, “POPULAR MECHANICS, POP. 
ULAR SCIENCE, POPULAR HOMECRAFT, 
SCIENCE AND MECHANICS, SCIENCE 
ILLUSTRATED and HOME CRAFTSMAN 
informs customers and prospects that 
Trax-Wax penetrates to where it is need- 


ROGERS, the best liquid fish glue, is 
. nee available at your store. 
oa! : pees 9 ee ON ae Protect your customers—Protect yourself — 
and protec 
of aluminum, metal or 


Stock up on Rogers Glue. See your pester 
™ 4 , if he ji le + 
cathe yeni heel Retails for oday, or if he is unable to supp 


y you 
with Rogers Glue, write us immediately. 
oxidizing and rusting. 59: 
Another product of 


ET the weather-proof co. ROGERS 


3,885 Ibs. and over Shearing ISINGLASS & GLUE CO. 
1407 E. 40th St.+ Cleveland 3, Ohio Strength per Square Inch GLOUCESTER, MASS. 


BS 


[|_ ar MITH OAK FLOORING 
The flooring of Superior Quality 


¢ Made from genuine Ozark Mountain Oak 
* End matched —NOFMA graded 

* Carefully seasoned in modern kilns 

¢ Uniform color and grain 


You will like the quality of our oak flooring. You will be 
satished with our prices that allow a nice margin of profit 
for you. You will be more than pleased with the promptness 
of our delivery service. 

done - 





se 











DIRECT YAN DELIVERY WITHIN 600 MILES 


7 


Do as many of our customers have 
send us your next flooring order and we are certain 
you will make us your regular source for your oak flooring 
needs. 


Trailer loads or split loads are delivered at 
cartload prices. Coast-to-coast rail shipments. 


a. 31 
ADGETT- MITH FLC DRING COMPANY Beuatete View, Mo. 

FLOORS a 
BuILDING Propucts MERCHANDISER (For more daia on advertised products fill in coupon om page 128) 














Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 


1 Time —20c per word for each insertion. 
Minimum charge of $1.00 per line. 


3 Times — 





HELP WANTED 


WANTED — RAILS 





Detailer and Estimator—iumber and millwork 
ed large lumber yard in Northern Ohio. Write 
Box 136, American Lumberman, Inc., giving 
qualifications and salary desired. 





Leading hardwood plywood manufacturers. 





lSe per word for each 
insertion. Minimum charge oi Se 
per line 


Add $1.50 per insertion for blind ads bearing 
box number. 


No ency commission or cash discount 
dhowel. 


All ads tor classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
poet Hoe No cuts or special borders 
allow 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box b or iling copy 
for ads address them to: 


AMERICAN LUMBERMAN. INC. 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 





WANTED: Managers. Several openings avail- 
able for men with right qualifications to man- 
age lumber yards in Upper Midwest. We are 





looking for sales-merc ded men 
whe are ambitious and aggressive. Compen- 
sation wi and quali- 


fications, These career positions include op- 
peuasees for oearnen, profit sown. 

fits wit 
e ~ firmly established concern. Please 
Rae of your experi- 
ence, qualificati 1 data with 
pa application. Address “Box H-24 American 
umberman, Inc. 











Wholesale Lumber Firm with offices in Dayton, 
Ohio, desires to employ young man under 35 
with gece knowledge of the lumber business. 
aw nt | copestual: for man with bi 


opening sales warehouse in Los Angeles early 
oe ear, require young man to generally 


RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 
$6.00 each. 
M. K. FRANK 
48U Lexington Ave., New York 17. N. Y. 





assist in running and developing t 
Excellent prospects. Write in confidence stat- 
ing age, experience, salary. etc. Box Number 
199 American Lumberman, Inc. 





We have a papanent position open for an 
Architectural Draftsman. peetonesey with some 
sales experience. The work would be largely 
residential with, of course, the usual per- 
centage of remodeling and light commercial. 
Address Box J-40 American Lumberman, Inc. 





Wanted: Experienced estimat tablished 
mill specializing in architectural woodwork. 
Must be competent and reliable. Give full 
particulars as to age, experience, availability 
and salary expected. 


R. E. Richardson & Sons, Inc. 
Box 5086—Richmond 20, Virginia 








Draftsman—Progressive residential construc- 
tion company interested in employing a drafts- 
man in design and 
layout. cae estimating would also be desir- 
able. Working conditions and salary guaran- 
teed satisfactory. Write: Lloyd Construction 
Company, Box 727, Minot, North Dakota. 








ESTIMATOR TO ASSIST THE MANAGER (Re- 
tail Lumber Yard). Excellent working condi- 
tions for a conscientious worker who wants 
to be a ey me for his intelligence. All re- 
plies be held in strictest confidence. 


Munster Lumber & Supply Company 
P. O. Box 3098—Munster, Indiana 





salary. Very little traveling. 


yo ne in own hand wane ortee personal 
history, education and experience background. 
Send picture. 


Address Box G-53 A i Lumb 





WANTED: By a well. a ne aoa fom -growing 
Midwest | 

—An experi d lumb i (25-40 
re of age) to call on retail dealers and 
ndustrials in a well-established Southern 
Michigan territory. Top mill connections in 
both twoods and rdwoods. This is a 
wonderiul opportunity. Our sales commission 
plan can mean substantial income for the 
man who can produce, Include fuil informa- 
tien with regard to ponpecas ry educa- 
tion, and experience background in first letter. 
Address Box H-55 American Lumberman, Inc. 











EXPERIENCED LUMBER SALESMAN 
Copectuntiy for wal in t and 

tect contact work, willing to locate in 
motee itan maperwepions Ohio. Please write 
Box |-35. Americ rman, Inc., giving 
full details and oder desired. 





DETAILER AND BILLER 
Florida Special Millwork Company wishes to 
employ experienced Draftsman who can make 
details and bill into Mill. None but compe- 


tent men need apply. Aetrens Box H-5S6 Ameri- 
can Lumberma 


SITUATIONS WANTED 





7 hb 1 ing on ki a hh 
from present locati Now d in whole- 
saling in Oregon. veoveas ‘s% years in own 
retail ~- in mi Able tc manage and 
invest operation. Aa 40. Address Box J-24 
Kenesloan umberman, Inc. 








EXPERIENCED LUMBERMAN, 40. desires ex- 
ecutive or or 
retail. Qualified in all ph will id 

only good opportunity with reliable concern. 
Address Box J-44 American Lumberman, Inc. 











16Zt, 207%. 2SH#, 30%. 35H, 40% and heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginie 





BUSINESSES FOR SALE 





SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest: also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed beusbes yard 
brokers for over 40 years. 714 W gy BH ~ 
Bivd., Los Angeles 15. 





ph ng? SALE Profitable lumber and jai Gee one 


>4 
t i the most 9 Se tele ee 
Hestheas Illinois. Somsiete stock. Business 
Not large farm pickup trade. Business is clear. 


A sepormnty for 
rgetic man. Address Box F American 
erman, Inc. 








FOR SALE 


Attractive Lumber Yard in Central Minnesota. 
Recently built. 5225.00b, Vet territory. Average 
annua! sales $225 Volume can be e y 
increased to $300,000. Address Box H-52 Amer 
ican Lumberman, Inc. 





FOR SALE: Lumber and complete buildin 

terials yard and store. d location, West- 
ern New York State. Annual sales $170,000. 
Address Box H-53 A Lumb Inc. 








FOR SALE 


Retail Lumber and Building Material Yard in 
fast owing town of 12,000 population in 
West Te ‘exas. Farming. ranching and oil trade. 
50 mile trade area. 150 ft. frontage x 115 ft. 

, on leading Highway to Farm area. 
=) FW gies. display room and lumber sheds. 
s ee Gross es last year 

$200 000-00 ale yous approximately the same. 
40 percent to percent mark-up on sales. 
This business can be a real money maker. 





Executive large prefabricator will join re- 
tailer or wholesaler wanting to enter prefab 
field. Complete experience production and 
marketing. Sales force will follow. Willing to 
make t. Address Box J-4l 
American Lumberman, Inc. 








SALES REPRESENTATIVES 
WANTED 





Active Botat Routine Salesman 
Full time or side line. To call on lincleum— 
hardware — furniture stores — cabinet shops — 





Manager to take charge of a new retail lum- 
ber and building supply store for an estab- 
lished company with complete line of mer- 
chandise, advertising. display and promotion. 
Salary and incentive plan. Give references, 
ste. dress Box J-22 A 
ne. 








Well established progressive retail yard needs 
experienced ung men, about 30. as rd 
foreman. Michigan location. Address Box |-33, 
American Lumberman, Inc.. giving details. 
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for selling: Owner wants C a 
Ideal climate, 

winter. Will sacrifice for cash sole. $30,000.00 
and inventory, (approximately $20,000.00). Will 
sell accounts Tig “5 discount (approxi- 
mately ). 00 Four Bed- 
room Home and * yh lots - sale 
if interested. Might consider equity in 

motel in Southwest or other business prop- 
erty in trade. 


Address: PECOS LUMBER CO. 


Box 293, Pecos, Texas 
Larry Ross, Owner 





FOR LEASE 
Long be a retail yard. Eastern Michigan 
it 





manufacturers and whol 
distributors. Representing Manufacturer of 
complete quality line of aluminum and stain- 
less steel mouldin Semaaive territories 
open. National entoon 


1134 Al 
Creek Drive, Columbus Ny Ohle. ” <i 


Representative for advertising agency estab- 
lished 37 years. Call on lumber dealers in 
New York, New Jersey and some New land 
States. Knowledge of advertising or nce 

calling on executives. Salary Gs 
bonus. Address Box J-23 pe Lumb 


y. Excellent buildinas, Be 

and profit record. Will take $75,000 to 

handle. Owner has other interests.  ¥ real 

opportunity. Address Box J-28 American Lum- 
rman, Inc. 





FOR SALE—Old established Lumber and Build- 
ing Supply firm. includi Planing Mill 

a ei 4 progressive southwestern Penna. 
town in center of hard and soft wood produc- 
ing area and Fy nay | center. Ample room for 





Inc. 


December 12, 1955, 


ox J-29 American Lum- 
berman, Inc. 


AMERICAN LLUMBERMAN AND 














BUSINESSES FOR SALE 


MISCELLANEOUS FOR SALE 








FOR SALE 
Good retail lumber and building materials 
ard, In Northwest Iowa. One yard town. 
ood buil s. The best farm territory. 
Average $150 .00 per year volume. Inven- 
tory about $35,000.00. Address Box J-31 Ameri- 
can Lumberman, Inc. 





FOR SALE 


Lumber Yard—Because of the death of one 
of the partners we have decided to sell. This 
is one of the better class yards that has been 
in business since 1921 x has been a con- 
sistent money maker. ropose to sell as 
a going concern. A parte the rsonel de- 
sires to stay in the business and own some 
stock in same. Stock at present will inventory 
about $50,000.00. Olfice, land, buildings and 
equipment about $55,000.00. Will sell stock 
and equipment only, if desired, and lease 
buildings and grounds. The Muscle Shoals 
area is today one of the brightest spots in 
America. Call or write 


R. A. Stricklin 
1017 Jackson Road 
Florence, Alabama 


LUMBER YARD FOR SALE 


FOR SALE: Don't miss this opportunity to buy 
a very busy. profitable lumber and building 
supply business. Established five years, doing 
between $250,000 and $300,000 yearly. This yard 
is located in one of the best northern indiana 
cities of | population. This yard is lo- 
cated in the ‘heart of a neighborhood building 
new homes. Buildings and inventory approxi- 
mately $85,009. Can be bought on terms. Own- 
er gy Address Box J-45 American Lum- 
berman, Inc 





FOR SALE: Retail Lumber and Coal Yard in 
northern Kentucky. Conveyors to dump truck. 
Good profitable yard. Will inventory. Address 
Box J-42 American Lumberman, Inc. 


FOR SALE: Well established retail lumber, 
——_ material, hardware and paint firm— 
ample lumber sheds, yard space; large dis- 
pray area—railroad siding—inventory $35.- 

00 plus buildings, fixtures, equipment. Yard 
located ir farm community with trading area 
approximately ross profit sales $150.- 
000.00 year. Profitable going business located 
eastern Oregon. Address Box J-43 American 
Lumberman, Inc. 


CARPENTERS APRONS 


Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME irom your news- 
Rapes odvertcing a iy Lao low cost 

Timber-r-r’’ cartoo proots write 
to DAVID LILLY ADVERTISING. i 167, Long 
Beach 1, California. 





AVOID COSTLY ERRORS 
IN MATERIAL ESTIMATES! 


Use the SUPERIOR ESTIMATOR for greater 
speed, accuracy. An 8-page ‘‘blank-space”’ 
pe guide that eliminates the ‘forgotten item. 
Pi items used in the average house are listed. 
It's designed for “panel package houses’ or 

loose materials lists. 

Materials are listed in ‘packages’ as needed 
in construction, very convenient for ordering 
and delivery. Includes: Sub-floor package. 
basic house, rocklath or sheeting. insulation, 
flooring, trim, hardware packages. 

Send $1.50 to Dept. L. Security Homes Mig. 
Co., 1337 Kings Hwy.. Kalamazoo, Michigan. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 

Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 

Inquiries answered promptly: 
Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 6-2531 TWX EG-048-U 





REMODELING RECORD 
(begins on page 62) 





dwellings at the seams. To meet 
this demand, their homes will have 
to be expanded by the addition of 
more rooms family require- 
ments can be met only by remodel- 
ing. 

Too much emphasis cannot be 
put on the buying habits of the 
consumers. They must be pleased 
and a method of financing install- 
ment sales must be provided by the 
dealer. 

FHA Title I is the best adver- 
tised approach to use. The con- 
sumer is acquainted with it, it’s 
simple, it’s quick and the lender’s 
risk is insured. 

The progressive dealer, or con- 
tractor, will make the necessary 
consumer financing arrangements 
with a local FHA approved insti- 
tution and share in “’56—The 
Year to Fix” with high profits and 
few headaches. 





BOOKS FOR SALE 


HANDY LUMBER ya at a | A useful 
pocket size eal- 
Jat 2 eS a ee ee 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents. 
AMERICAN LUMBERMAN, INC. 
138 N. Clark St., Chicage 2, fi, 














USED MACHINERY FOR SALE 





USED MACHINERY FOR SALE 





We are changing to a 72" carrier and lift truck 
ckage and offer for sale | two year old Ross 
traddle Carrier ries 70 model -60°° 

ty. Price $2975.00 f.o.b. our plant. This 





BUSINESS OPPORTUNITIES 





WOULD YOU MAKE A GOOD WORKING 
PARTNER with two ambitious ce men in 
Retail Lumber and Building water als Busi- 
ness? Senior partner plants retirement. Chance 
to invest a gp $25.000 in old firm. 
Write complete qualifications. Southern Cali- 
fornia experience. Personal information. Pres- 
ent position. References. Address Box J-32 
American Lumberman, Inc. 





LUMBER PLANT—YARD 
15,500 ft. floor space, 68,000 ft. land, R.R. 
siding, large Ohio Valley community, not op- 
erating now, can be used manufacturing, 
builders supplies, freight terminal, scrapyard. 
etc., priced right. terms. 
APPLE CO. BROKERS CLEVELAND 15, OHIO 


machine is like new and a bargain at the 
above price. 
HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Il. 





REBUILT 
PORK LIFT TRUCK 


Gerlinger 
18,000 fos. capacity 
16 ft. lift 
96 in. forks 
Side shifter and slope piler combination 
rim gooey fl rebuilt 
Must sell before end of year. 
HARVARD EQUIPMENT CO., INC. 
295 Cambridge Street 
Alliston 34, Mass. 
Telephone ST-2-0826 





Por Sale: | New Lawson Stacker 
2 Used Moore Dry Kilns 
Hayes Bros. Flooring Co. 


Calico Rock, Arkansas 





POR SALE 


We will be yoossving, hee 4 pment wom a 
and can otis sie oat Trt 
two Model 10H Ross ‘ute trucks 175 oa}. 


Hydraulic side shift ag yh dual 

ee, = 72” forks ca gw 
esired width. Lift Fen i = wilt cut 
down towers if a lower height is required for 
clearance, on the 28° tons. Also available: 
One Model SW Ross lift truck car unloader, 

lift height 9 free lift, fork | h 4 42", stand- 
ard, with 60° exte ea counter- 
weights. Two lights for closed loading. Price 
$2.075 t.o.b. Chicago. 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Ill. 








classified 
advertising ... 


Double Advertising Impact 


Special display tickets double 
the impact of your advertising 
program when items featured 
in your ads are identified in 


store and window displays 
Merchandise ticketed “AS 
ADVERTISED” or “SPE- 
CIAL” points out the featured 
irticles and stops store traffic 
Follow through on all promo 

. and it’s a sure way of disposing of used equip- tions price-mark merchan 
ment or it can help you to find competent person- dise to tie in with your ads 
nel or a choice business for sale! Every other 
Monday copies reach some 30,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 


DISPLAY TICKETS 
MOULDING TICKETS 
SPECIAL SALES CARDS 
BIN TICKETS 


is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. 





Write for samples and price list 








UNIVERSAL PRICE MARKING SYSTEM 


401 Washington Avenve South ¢ Mi polis 15, mi 


























BUILDING Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 128) 
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PRODUCT FORECAST 


Oak Flooring 





(hegins on page 84) 





Demand for Quality Floors will Sustain Volume 


The oak flooring industry, con- 
cluding its greatest productive year 
in history, is looking forward to an- 
other 12 months of high volume out- 
put in 1956. 

This year’s shipments in the 
southern and Appalachian regions, 
which account for more than 90% 
of the nation’s total hardwood floor- 
ing supply, already have topped the 
tea alltime annual mark of 1.9 
yillion board feet set in 1954. Fi- 
nal figures will show a substantial 
gain over the former high. 

With most observers of the home 
building industry forecasting new 
housing starts of about 1.2 million 
next year, the market for oak floor- 
ing should remain strong. It is not 
likely, however, to equal the 1955 
record, since the predicted volume 
of home construction represents a 
decline of some 100,000 dwelling 
units from the anticipated 1955 to- 
tal. The volume of starts, though, 
should provide a demand approxi 


mating that in any year previous to 
1955. 

Several factors are expected to 
help materially in sustaining a high 
level of oak flooring shipments. 

One is the increasingly popular 
decorative trend toward emphasis 
on floor attractiveness. Taking their 
cue from leading decorators, more 
and more homemakers are planning 
their rooms with expanses of hand- 
some flooring exposed. 

Other favorable developments in- 
clude the trend toward larger 
homes, which should create need for 
more flooring in the average house; 
the returning popularity of base- 
ments with their joist-and-subfloor 
construction in which hardwood 
floors generally are preferred; and 
growing builder acceptance of the 
new, cost-cutting method for in- 
stalling strip oak floors over con- 
crete slabs. The system, eliminat- 
ing expense of wood subflooring, in- 
volves nailing the strip floors to 


hs ti al 





screeds laid in mastic on the con- 
crete. Approved by the FHA, it is 
being utilized on an expanding 
scale in slab-on-ground homes. 

Nourishing the 1956 demand will 
be the association’s vigorous nation- 
wide advertising and publicity pro- 
grams, which are doing an effective 
job of pre-selling the public on the 
advantages of oak floors, thus pav- 
ing the way for dealer sales. 


Henry H. Willins, 
Executive Vice-President 
National Oak Flooring Mfg. Assn. 





“WHAT'S NEW! 


“What's New” Items 


Advertised Products 





Nome 
(Pleese Print) 





pany Street 
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Advertisers’ index HOW T0 BOOST 


(AA) Aetna Plywood & Veneer Co — (80) Larsen Products 
(AB) Air-King Mfg. Corp 99 (88) Lehon Co., The 28 
(AC) American Door Co 102 (8#) Leland Door Co. 8 
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(AR) Bunyan Lumber Co., Paul (FG) Mobile River Saw Mill Co., 
Oe «4 § 


(BA) California Sugar & Western (FJ) Mohawk Flush Door Im 


Pine Agency, Inc. 122 (FK) Mowbray & Robinson Lbr. Co... 92 
(88) Canadian Forest Products Ltd..117 (FL) Mower Lumber C The 92 
(8C) Certain-teed Products Corp 69 


(8D) Cherry River Boom & Lbr. Co 92 (FN) National Lead Co 
(88) Chevrolet Div. of General Motors 37 (FO) Neils Lumber Co 2 
(BF) Chicopee Mills, Ine 132 (FP) Nova Sales Co., Stock and Push these two 
(BG) ‘o 


Clark Equipment Co 11 Sub of Homasote ( 


(BH) Colorado Fuel and . Profitable, Job-Proved 


Iron Corp., The 101 (FO) Ozark Oak Flooring Co., The 121 : 
(BJ) Columbia Mills, Inc. 90 : ee an an Bonding Agents eee 
e009 Gonsumers Glue Co 120 (GA) Pacific Lbr. Co., The 93 
(BL) Cox & Sons, In« Arthur 53 (68) Pack River Tree Farm Products 47 


5! ® 
(BN) Crisp Lbr. Co M E 92 (GC) Padgett-Smith Flooring Co, ....125 e 
(BO) Crossett Lbr Co 105 (G0) Parker Hardware Mfg. Corp., 8.107 


’ ,owerns Company 
(8P) Cupples Products Corp. on (GE) Powernail I 


anid : : . 
(BO) Curtis Lbr. Co : 96 (GF) R-B Company, The 4 . 

(GG) Red Devil Tools ” 

(BR) DeKalb Commercial Body Corp..124 (GH) Reflectal Corporation of 


(CA) Donley Brothers Co., The ; Borg-Warner Corp y Tt... Law " nee 
<a Gees oe eens ae a (63) Rogers Isinglass & Glue ( >», | Lhey make it easy for professional 


(CC) du Pont de Nemours & Co (GL) Rosboro Lbr. Co > | and “do-it-yourself” customers to 
Inc., EB. I 3: (GN) Roseburg Lbr. C 35 : 





Se Se PERMANENTLY BOND 


Schlage 17 

(GP) Schubert Co., H. A 128 | Gypsum... Lime-Putty ... Acoustical 
(Cf) Evans Products Co roe 8 (GQ) Selck and Co,, Walter 57 | Plaster...Cements directly to themselves 
Silcrest Co., The 13 | or directly to most any structurally sound 


CAe Simpnen Memweed Co 113 | surface... even glass! Never lets go! 
(CJ) Farrin Lbr. Co., The M. B. 92 (HB) Southern Pine Association se Of 


(CK) Fawsco Mfg. Division 2 (HC) Standard Products Co., The 109 You Sell PLASTER: WELD for Jobs like this 
(cL) F 


(CH) Exchange Sawmills Sales Co, 7 (GR) 


Fenestra Building Products (De (H8) Stanley Works, Th: 

troit Steel Products Co.) q (HG) Starry-Kelly Lbr. Co., Inc ) Pe Midway Gerdens A w 
Metcher-Te ‘o.. The f “ eee . 9 ae ia Chicago, one of hundreds 

(CN) Filet her-Terry c . 2a a (HH) Stem, Inc., Chester B d te of Plaster-Weld installa- 
(CO) Ford & Assoc., Chas. (HJ) Sterling Hardware Mfg. Co = : Lions dn this cane, 
(HK) Storm Windows of Aluminum, : ; aster-Weld was unare 
(CP) Gates & Sons, Inc Inc., Utopia Door Div 118 - to bond lime-putty coat 


. directly to all concrete 
(CO) Giles & Kendall Co ‘ (HL) Symons Clamp & Mfg. Co 108 : ceilings, beams, colurnna. 
(CR) Goldblatt Tool Co ” Archts.: Holabaird, Root 


. and Burgee and Aassoc.; 
(DA) Graham & Co., Inc., John H 2 (HM) Tarter, Webster & Johnson, Inc. 5 Genl. Contr.: 8. N. Nielsen Company; Pletg. Contr.: 


(08) Griffin Mfg. Co (HO) Trinity White Cement .... 15 MeNulty Brothers Company 
(HP) Twin Harbors Lumber Co 


(DC) Hallinan Lbr. Co You Sell WELD - CRETE for Jobs like this 


(0D) Hamer Lumber Sales, Inc , (HO) J. 8. Plywood Corp : ri 1,000 tooe Sidewalk .., 
(D8) Hassall, Inc., John (HR) U. S. Plywood Corp ) oyerstord, Pa., one o 


{ * hundreds of Weld-Crete | 
(DF) Hassall, Inc., John 23 (JA) U.S. Steel Corp. (Creosote) installations. In this case, 
(0G) Holcomb & Hoke Mfg. Co (JB) 


niversal Price Marking System 127 Weld-Crete was used to 
(DH) Hyster Company bond new concrete top- 


ping directly to an old 
(JC) Van Valer Lumber sadly cracked and 


(DJ) Insulite Div., Minnesota and crumbied atdewalk For, 
Ontario Paper Co. 30-3 your “do - it - yourself 
. customers, Weld-Crete assures the success of their 
(DK) International Harvester Co (JD) Wales Lumber C cement repair work by establishing a permanent 
(Farm Equipment) 7 (J8) Washington Steel Produc bond between Dry Mixee and the old surface. 
(DL) Ives Co., The H. B. Inc. : a : 
(J8) Weather-Proof ¢ lake advantage of this foolproof meti. od 
(DM) Jaeger Machine Co.. The f (JG) Wendling-Nathar for sizeably boosting your sales of ce- 
(D0) Jeffreys-McElrath Mfg. Co r (JH) Western Pine Ass: 9° ment, plaster and related building ma- 
(JJ) Western Red Cedar Lbr. Ass 7 terials. Get complete details on this 
(DP) Kennatrack Corp (JK) Western Wholesaler profitable proposition today. Either see 


cee Bagntens Med & Wire Co (5L) =Weyerhacuser 8: your distributor or write us direct 
(DR) Keystone Wire Cloth Co 95 (JM) Winton Lbr. Sal F 


(BA) Kigabte Ces Co., Sub. of (JP) Wood-Mosaic (: . 4 
wens- inois . : 
I tee mth oh LARSEN PRODUCTS CORP. 
Inc. ; os 70 (J9) Yale & Towne Mf; ‘ ‘ 
(8c) Kwike+t § & Service Co 3 (JQ) Yale & Towne Mfg. Co 10 BOX 5756-Q © BETHESDA, MD. 


Y 
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MIXES IN COLD WATER! 





CONSUMERS 
PATCHING 
PLASTER 


for cracks, holes 


bathing [= 
Paster 


ond general repoir 





Famous for 
QUICK SALES 
because it... 
1, Needs no sizing. 
2. Mixes white in cold water. 
3. Knits quickly to old plaster. 
4, Will not check or shrink. 
5. 


Does not peel or crack. 


@ Available in 1, 2% and 5 Ib. cartons; 
2, 5, 10, 15 and 50 Ib. paper bags; 100 
and 300 tb. drums. 











—— 


ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO. 


N HADLEY $T $7. LOUIS 6. MO 








LELAND 


FLUSH DOORS 


3 Beautiful Lines 


ADMIRAL 


Made from A-Select Birch 


Made from A-Birch 


ROTARY LAUAN 


Select 


Graded Quality, Satin Smooth-FLUSH 
DOORS—Custom Milled with exacting 
standards,—All Urea Resin Glue-Select 
kiln dried wood frame-Birch Doors 
Weather resistant, extremely durable 


Unlimited stocks,—prompt shipments 


large or small, Highest quality doors 
at lowest prices 


ORDER NOW! 
IMMEDIATE DELIVERY 


LELAND DOOR CO. 


SUTTONS BAY, MICHIGAN 
Tei. Suttons Bay 1-2453 
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Ammeter Control 


Timesavers Speedsander can now be 
equipped with an ammeter control fea- 
ture to regulate and register stock re- 
moval on all sanding operations. 
Mounted on the motor for easy visi- 
bility, this feature registers ratio of 
draw of abrasive belt against work be- 
ing sanded. The operator is then able 
to make a direct adjustment of the 
pressure rolls to control stock removal. 
Use of the ammeter control feature al 
so is said to increase abrasive belt lif: 
by efficient utilization. Timesavers, 
Inc., Dept. AL, P.O. Box L-AL, Rob- 
binsdale 22, Minn. 


For more data circle No. 69 on coupon, p. 128 





Super-Rotary Tiller-Mower 


The big new 3.6 hp Super Rotary 
Tiller-Mower has a 16-inch tiller at- 
tachment, designed for garden tilling 
and cultivating to depths of five inch- 
es, fluffing and mulching the seedbed. 
Other jobs include mowing with either 
30” reel-type or 26” rotary-type mow 
ers, weeding, light hauling, weed cut- 
ting, ete. Power is provided by a 
Clinton 3.6 hp model 1200 four-cycle 
single-cylinder air-cooled engine, 
Again, in 1956, Midland will build 
the Rotary Tiller-Mower with the 
Briggs & Stratton model 8 Engine. 
The Midland Co., Dept. AL, 1200 Raw 
son Ave., South Milwaukee, Wis. 


For more data circle No. 70 on coupon, p. 128 


Rack and Accessory Shelf 


Momar Industries has just an- 
nounced a new combination offer of 
its popular Glider blue print rack and 
its special accessory shelf. The spe- 
cial accessory shelf is ideal for filing 
specifications. It was specifically de- 
signed as an adjunct to the Glider 
blue print rack. It fits directly on top 
of the Glider unit and it is all steel. 
The six sections have five dividers that 





are 10” deep x 13” high. The Glider 
Blue Print Rack ean hold as many as 
1,500 prints. Momar Industries, Dept. 
AL, 4323 West 32nd St., Chicago 23, 
Ill. 


For more data circle No. 71 on coupon, p. 128 





Mustang Kits 


Mustang provides quality engi- 
neered kits for stock racks, pickup 
boxes and cab guards designed to fit 
any pickup truck regardless of make, 
model or bed size. Each kit contains 
verticle standards, all hardware and 
easy-to-follow assembly and installa- 
tion instructions. Standards are baked- 
enameled inside and out. All bolts, 
nuts, washers, hinge pins, etc., are 
electro-zinc plated to prevent rust and 
insure long life. You assemble your 
rack, no lumber is included. Oak, yel- 
low pine, fir or car siding may be used, 
it is announced, with good results. 
Mustang Manufacturing Co., Dept. 
AL, Tradewind Airport, P. O. Box 
1377, Amarillo, Texas. 


For more data circle No, 72 on coupon, p. 128 





Adjust-A-Truck 


A new model in its line of adjust- 
able truck leveling devices has been 
introduced by Rowe Methods. The de- 
vice is specially designed to save dock 
space and is specified for use where 
conventional dock leveling devices can- 
not be used. Its use facilitates fast, 
safe and efficient handling to and 
from highway trucks, without need for 
conventional ramps or dockboards. 
Known as Adjust-A-Truck, the unit is 
built into the pavement in front of a 
loading dock and by means of a heavy- 
duty hydraulic system it raises or low- 
ers an over-the-road truck or trailer 
until the bed of the vehicle is even with 
the dock. Ramp is positioned by push- 
button control. Rowe Methods, Inc., 
Dept. AL, 2534 Detroit Ave., Cleveland 
13, Ohio. 


For more data circle No. 73 on coupon, p. 128 
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with nw Behr-cat 
masking tape displays 


Place one of these colorful new merchandisers 
on counter near your paints and watch 

tape sales roll. It’s the smart, modern way 

to build extra sales with enthusiastic 
home-decorator, do-it-yourself customers. 
Two sizes to choose from. Sturdy, space-saving 
pegboard display is free with your 

order for the large or small Behr-cat Tape 
deal. Both deals contain the new 

Behr-cat handy-grip dispenser-box with 
built-in cutter bar. 


Get full information from your jobber or write 
Behr-Manning, Troy, N. Y., Dept. AL-12 


In Canada: Behr-Manning (Canada) Ltd, Branttord 


for Export, Norton Behr Manning Overseas inc . New Rochelle, WN YU S A 


R 
gg tR Op 
oS % 
2 we ©. 


ay even 


Post 


Four dozen rolls with either rack deal. Small deal omits large — 


New handy-grip dispenser-box makes Behr-cat Masking Tape 
60-yd. rolls 


easiest to use. 


‘ be ision of NORTON Company 
A COATED ABRASIVES A SHARPENING STOWES A PRESSURE. SENSITIVE TAPES 
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Take the line of least resistance... 


LUMITE © 


SARAN SCREEN CLOTH 
Longest lasting screen cloth 
in the low-price bracket 


6.75 


(per 100 sq. ft.) from your wholesaler 





CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York 13, N. Y. 





